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Faceted 
5/2 ct ” 
with diamonds ond cultured p@@ 


WITTMAYER CO., N.Y., N.Y. 


9g ‘am Gunured Emeralds | ct. ea. 
Bictinum setting WHR diamonds. 


GREEN & CO., JEWELERS, N. Y., N.Y. 


Px mS 5 “ Cottered Emeralds ' 
Antiqué CHM Cultured Emerald with 12 diamonds T4K white gold 
surrounded with tapered baguette dia- ES 
platinum setting. 


ELGER INC., NEWARK, N. J. 


CHATHAM CULTURED EMERALDS 


Leading manufacturers and creators of fine jewelry are starring | 
Chatham Cultured Emeralds in their newest, most exciting designs. a Aer >| 

Shown here are just a few of the many beautiful creations with 2 baguette demel sate Prete Boo ng : 
containing these magnificent stones. Ask your fine jewelry supplier to show JONES & WOODLAND, NEWARK, N. J. 

you these and many other Chatham Cultured Emerald pieces. 

Loose Chatham Cultured Emeralds are available in all quality ranges, 

sizes and shapes. Matching of color tones is possible because the 

Ipekdjian collection is the world’s largest. 


Write for a memorandum selection and the four color brochure 
the story of Chatham Cultured Emeralds. 


5 Pearshape Pendant Chatham Cultured Emeralds 
set with diamonds in platinum 
on cultured pearl necklace. 


FROM THE IPEKDJIAN COLLECTION 
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presents 


Beery Yours” : a mat Dtamonps of unmatched pride and beauty that will 


Fs boo distinguish the wearer now and forever are available 
Sdel also wearing 10 ct. Mar- 


Ihiise diamond ring, 35 ct. dia- re at all times from William Levine Company. 
‘mond bracelet, 30 ct. diamond 


MMiince 714 4. diamond ear: Pra At your request, a selection from the world’s most 
fings. All available on memo. cd sre 

ee ee beautiful diamonds, assembled by one of America’s 
leading importers and cutters of fancy diamonds, 


will be sent to you on memo. 


W il iam | vevine (om any 


Importers and Cutters of Fine Diamonds 
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Table Tops, symbolized on this month's cover, 
are star performers in jewelry stores today. 
Don't miss Madeline Love's column on page 100, 


the sterling hollowware article on page 52, and 


Aeystone 


the bridal-consultant story on page 46. The 
forthcoming Pittsburgh shows are listed on page 
132... . And Dorothy Dignam's story of Queen 


Elizabeth's jewelry, page 60, is terrific! 
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of the Industry 117 
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Table Top Fashions 95 
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by Henry B. Fried 140 
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Coming Events 132 
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Editorial 156 
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How to turn a main spring into a diamond ring 


When Madam comes into your store with a broken 
main spring, do you give her an estimate and a claim 
ticket, and let her 90 On her way to the nearest depart- 
ment store? Probably, the answer is yes. But, you can 
use the opportunity of her visit to increase revenue for 
your store. How? With Formula D.I. This plan shows 
you word-by-word, step-by-step how to convert trivial 


purchases into impulse or future diamond ring sales with 


every woman who visits your store. Many of your fellow 
jewelers are now using this plan to talk diamonds, show 
diamonds, sell diamonds every day of the year. Want 
to hear more about Formula D.I.? Write us and we'll 


have one of our merchandising representatives call. 


COLUMBIA 


TRU-FIT DIAMOND RINGS 


A DIVISION OF AXEL BROS. INC., 134-20 JAMAICA AVE... JAMAICA 18, N. Y 


EMRER 19067 
‘ - & Ff 








SALESMEN WANTED! 








An Open Message Addressed fo the 
$15,000-A-YEAR WATCH SALESMAN 
Capable of Earning $25,000 


Salesman-with-an-eye-to-the-future: 


This is not the usual want-ad because this is an unusual opportunity—and we 
are looking for an unusual man (or men) ... Perhaps, in general, you’re quite con- 
tent with your present connection ... But everyone has a right to better himself—to 
plan for a brighter future ... And we feel we can offer the right man an extraordi- 
nary, secure future—with unlimited earning potential! 


About us: We are the New York office of a world renowned (since 1815) manu- 
facturer of Swiss Watches—with a fine quality line retailing from $71.50. We have 
made great progress with leading retailers, based on: (1) an unprecedented policy 
of limited distribution (2) guaranteed retailer protection. Our salesmen are welcomed 
by representative jewelers everywhere who are interested in our unique Importer- 
Retailer Franchise Agreement ... Our plans call for additional salesmen in several 


choice territories. 


This is the type of man we seek: He is a man now earning about $15,000 (prefer- 
ably selling watches)—but has his sights set for much more. He should now have a 
following in the better retail jewelry stores; he must have a background of achieve- 
ment—should be known and respected by the accounts in his territory! We are seeking 


top-drawer salesmen—we are prepared to pay for them. 


If you feel that you can qualify, we’ll be happy to talk with you. Write to me per- 
sonally giving full particulars; business history, age, experience, present territory and 
earnings, etc. Enclose photograph, if possible. All negotiations in complete confidence. 


Yours sincerely, 
Ce / Af 


“ “ Norman Roth, President 


FAVRE-LEUBA WATCH and CHRONOMETER CO., INC. 
665 FIFTH AVENUE, NEW YORK 22, N.Y... PLAZA 3-5451 

















K&B mountings 
do more 
— to sell your 
obenaatevaretsy 


Fei ests finest mountings, products of 
| Karlan & Bleicher, Inc., offer you these four big 

advantages: 1. better styling; 2. better findings; 
3. better workmanship; 4. better finish. And since the 





A TT Patent No 
Perfeci woek 23550 
INTERLOCKING BRIDAL PAIRS 


in the largest selection offered anywhere. Over 


| mounting does so much to help sell diamonds, it stands a thousand styles to choose from. 

| to reason that when the mounting is the finest 

| , ; . 4 Y 

| possible, it works hardest toward achieving your goal. al | N IF { 

| i “8 | é STCHAale Settings 
Experience, tradition, equipment and uncompromising 


: utilize four smaller diamonds beneath the 
adherence to highest standards of quality are center diamond for the appearance of twice 
the size and sparkle. 


Specteculiphi? Settings 


| ee ee ingeniously utilize ten or more diamonds be- 

1) i Oh neath and surrounding the center diamond to 
Bi SEN. create the appearance of as much as six 
: times the size and brilliance. 


essential ingredients of every 
K & B product. 












Karlan & Bleicher products are avauable 
through the nation’s leading wholesalers. Ask 
about our free mat service. Circulars, dis- 
plays and catalogue sheets available. 





Creators, Designers and Manufacturers of “Perfect Ring Findings” 


ARLAN & AES LEICHER. INC. 


136 W. 52nd ST., NEW YORK 19, N. Y. Offices in Chicago and Los Angeles 
STONE RING DIVISION: FALCON STONE RING MANUFACTURING CO. 


More sales are in the bag 


ADVERTISED IN 


for you with 


The sparkling ads in LIFE pre-sell your Christ- 
mas customers for you, because LIFE is the maga- 
zine that people respond to. 


In an average community, LIFE is read by 3 


out of 5 households in a 13-week period. 


Feature the brands that are advertised in LIFE. 
Give them extra support by displaying them 
with the ‘‘Advertised-in-LIFE”’ symbol. It’ll pay 
off where it counts—in the cash register! 


LIFE is read by 12,000,000 


Here are some of the fast-selling jewelry items that LIFE pre-sells: 
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American Luggage—page, 4-color 

Ansco—page, 2-color 

Bell & Howell—l4 page, 2-color 

Bolex Cameras—3 consecutive pages 

Buxton Wallets—page, 4-color 

Coro Jewelry—page, 4-color 

Eastman Kodak Cameras—page, 
4-colo! 

General Electric—Christmas Promo- 
tion—4-color, spread 

Girard Perregaux Watches—!4 page 

Gold Filled Manufacturing Associa- 
tion—!4 page, 2-color 

Hampden Watch Co.—14 lines 

Deltah Pearls—l4 page 

Kalimar Inc. (Aires Camera)—'4 page 

Kevstone Cameras—page, 4-color 

Krementz Jewelry—'l4 page 

Marathon Jewelry Co.—'4 page 

Magnavox—page, 4-color 

[he Meeker Co.—!/ page 

14 lines 

Parker Pen Co. —page, 4-color 


( Jotu-Ray Sunglasses- 


Polaroid Cameras -page 
Prince Gardner Co.- 
RCA Radio Victrolas 


Revere Cameras 


pare, 4-color 
4-color, spread 
page, 4-color 
Ronson Table Lighters—page 
schick Electric Shavers—page, 4-color 
Schick Lighters—page, 4-color 
2ns—page, 4-color 
harpe Pens—28 lines 


Audience Source—A Study of the Household 
Accumulatwe Audience of LIFE 


Kiddiegem Jewelry—l% page 

United Plastics Corp.—14 lines 

Webcor—page, 4-color 

Westinghouse Portable Appliances 
and Electric Housewares—page, 
4-color 

Zippo Lighters—page, 4-color 

December 9, 1957 

Amity Leather—l4 page, 2-color 

Ansco—4-color, spread 

Buxton Wallets—page, 4-color 

Columbia Records—page, 4-color 

Eastman Kodak Cameras—4-color, 
spread 

Elgin Watches—spread, 4-color 

General Electric Portables and Con- 
soles—page, 4-color 

Gold Filled Manufacturing Associa- 
tion—!/A page, 2-color 

Keepsake Diamond Rings—!4 page 

Longines-Wittnauer Watches—page 

Norelco Shavers—4-color, spread 

Kaycrest Gift Wrappings—]4 page 

Polaroid Cameras—page 

Parker Pen Co.—4-color, page 

Philco Corp.—4-color, spread 

Prince Gardner—4-color, page 

RCA TV—4-color,. spread 

Ripley & Gowen Co.—l% page 

Ronson Shavers—page, 4 page 

Schick Electric Shavers—4-color, 
spread 

Sheaffer Pens—4-color, spread 


households every week 


Samsonite Luggage—page, 4-color 

Remington Rand Electric Shavers— 
4-color, spread 

Sunbeam Shavers—page, 4-color 

Sunbeam Frypans—page, 4-color 

Sunbeam Egg Cooker—!4 page 

Swank Men’s Jewelry—page, 4-color 

Argus Cameras & Projectors 
spread 

Waterman Pen Co.—page, 4-color 

Westinghouse Portable Appliances & 


4-color., 


Electric Housewares 4-color, spread 
December 16, 1957 

Artcarved Diamond Rings 
Buxton Wallets 


Esterbrook Pens 


l/y page 
pare, 4-color 
page, 4-color 
Eversharp Razors—page, 4-color 
Polaroid Cameras—page 
Ronson Catalog—page, 4-colo1 
Schick Electric Shavers 
Swank Men’s Jewelry 


page, 4-color 
page, 4-color 
Sylvania Photolamp Division—'Yy page 
Vent-Air Contact Lenses 
General Time Corp, 

page, 4-color 
Westinghouse Electric Corp. TV and 


I 
Radio Division—'4 page 


in page 
Westclox 


Zippo Lighters—page, 4-color 


December 23, 1957 

De Beers Diamond Promotion—page, 
4-color 

General Electric Electronic Compo- 
nents—spread 


people respond to LIFE 
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4521 


Neptune, King of the Sea, bears his 
legendary trident . . . symbolizing 
the tri-foil effect of each of the 
prongs in Series 741. 


AR-KEYSTONE, DECEMBER 195 


Ina new Baker 
Square Setting... 


An advanced Vee-flare design, as 
brilliant as it is new, offers the diamond 
gracefully flowing lines that 
complement its appearance. Straight 
sides provide for easy assembling. 
Distinctively designed corners offer the 
opportunity for an extremely 

modern effect. 


TW 17 f m7 
4522 4523 4524 
This Series, 741, is available in a complete range 


of 9 sizes up to 2 Carat, die-struck in 10% 
lridium-Platinum, Jewelry Palladium and Gold. 


BAKER & CO., INC. 


113 ASTOR STREET, NEWARK 2, NEW JERSEY 
NEWYORK + SANFRANCISCO + LOSANGELES + CHICAGO 
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She has an 


eye for fashion 


...and its fashion 
that catches her eye 
(and his!) 


Dennison ring case 8150TX 
will display your fine rings in a style 
to suit the taste of your customers. 
It has the sparkling smartness of 
crystal-clear plastic with brocade-pattern inlays 
of silver, gold, turquoise, blue or rose. 


The slanted ring pads of Karess or 
transparent velvet complement the shimmering 
background colors. Cover cushions 
are white rayon satin. 


Order a supply of these sales-making ring cases 
from your Dennison distributor. 


Dennisow 
MANUFACTURING COMPANY 


Jeweler’s Division 
Marlboro, Massachusetts 


FOR RETAILERS: A complete line of boxes and cases, 
findings and supplies. 


FOR MANUFACTURERS: A wide range of 
specially designed paper jewelry boxes and cases. 
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_. Thanks to you, Mr. Jeweler 
Thanks to you, we can all look back with pride on another year 
of accomplishment. _ | 
This year again, Bulova proved to be the fastest selling watch in every 
category, in every price range. 







ulova advertising was the biggest, the most 






even more 


My best wishes for your 
continued success! 
: President 


Bulova Watch Co., Inc. 


> 
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BULOVA ... WORLD CAPITOL OF FINE WATCHMAKING . 
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WITH FACTS AND FIGURES* 





FOR A 











AND A MORE 
PROSPEROUS 


What are the watch fea 


SHOCK PROTECTED 


tures people want most? 








The Watchmakers of Switzerland 
have sponsored the biggest 
research study ever undertaken 
of the U.S. watch market. 

Its purpose: to bring you facts 
and figures that should help - 
you sell more watches—and bette: 
watches— every day of the bright 
new year. And to make even 
more people accept the advice 
that means so much to your 


customers and you: 


. 
“ —P so 
Besos 


“For the gifts you'll give with pride, let your jeweler be your guide” 


Fine 
» THE WATCHMAKERS OF SWITZERLAND—A FEDERATION OF THE MAKERS OF -/evee/ed-Lever 


Swiss Watches 





Ballou +67 Ear Clip 


U. S. PAT. D-156452 


Earrings by Jomaz 
Joseph J. Mazer & Co. 
(%4 actual size) 


No. 67 CLIP 
ACTUAL SIZE ACTUAL SIZE 


Makes a difference on earrings 


Artistically designed Ballou ear clips are popular SOLD TO THE MANUFACTURER 
with jewelers everywhere. Their quality construction 
gives just the right tension for security, yet offers 
maximum ear comfort. Available assembled or unas- 
sembled. No. 66 (2/3 size of No. 67) recommended 
for the gold manufacturer. It will pay you to insist 
on Ballou findings. 








B. A. BALLOU & COMPANY, INC. FINDINGS — 
61 Peck Street * Providence 2, R. I. The Foundation of Good Jewelry 
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THE DISCRIMINATING 


DISTINCTIVELY DESIGNED FOR 


MATCHED WEDDING RING SETS 


Barel Bridals are Hand Carved Matched Wedding Ring Sets of 


unmatched pride and everlasting beauty. 


Each one is daringly designed to distinguished its wearer. Each one 
is genuinely Hand Carved with the meticulous craftmanship that is 
traditional with renowned jewelry designer Fred Barel. And each 
one is a prestige-builder that sparks new sales, 


insures repeat customers. 


The Barel signature (a appears in the 
shank of every ring, to assure you of a 


genuine Hand Carved original. 


exclusively designed by 


Qed! f ong 


Sold directly to the retailer 
by the manufacturer 


Free mats available 
upon request. 


24-Hour Service on all Special Orders | 


BRIDAL RING COMPANY, INC., 87 nassau street, NEW YorK 38 
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“the watch of tomorrow! 


PNUirelilehilekstiieavalare 
Tamalelaenielaalcislel el (cme le) (ella colal-y 
olabieriilelelsl-tiommetalele atelale, 
water resistant.” 
err ela-Mel life lohielm@elelsle ry 
(lonist-tam olele <item 
30 hour reserve. 


$] 6.95 plus tax 


suggested retail price *as long as crystal, crown and case remain intact. 


SHEFFIELD watches SELL because... 


CALL OR WRITE FOR FURTHER INFORMATION: SHEFFIELD WATCH CO., NEW YORK 22, N.Y. 











THE NEW YORK TIMES, TUESDAY, NOVEMBER 5, 1957. 








Advertising: Three New Campaigns on Tap 


tatteda 


* 
~hef field holiday vilts for men on the go lor women in the pon Vedio 











+ ™ 








OND Pr 


New advertisements form basis of Sheffield’s campaign 





neal - Sa coal vertising. Sheffield plays cha- 
BY CARL SPIELVOGEL a a aa i ae 
New campaigns have been an- photographs, with action photos 
nounced by the Sheffield Watch of women and men used to 
Company, the Norwich Phar- dramatize features of the 
es ' watches. 
macal Company and Slendereila A wardrobe watch with four 
International. straps is depicted by a model 
Sheffield, a leading seller in wearing four hats, and a pend- 
the medium-price watch field, ant watch is illustrated by a 
has scheduled double spreads girl on a swing. A man’s wrist 
for its holiday selling effort. alarm watch is satirized by an 
The campaign, which will executive speeding to an ap- 
open in The New York Times pointment on roller skates 
magazine Nov. 17, involves a Dundes & Frank, Inc., is the 
novel approach for watch ad- agency. 











double page spread (shown above) appearing in 





New York Times Sunday Magazine section. 


sheffield’s promotion brings you prospects and 





sheffield’'s styling and pricing turn prospects into customers! 
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A THE SEASON’S GREETINGS FROM JACOBY-BENDER \) 


J-B jewelry stylists, goldsmiths, 
craftsmen, assemblers, polishers, 
machinists, toolmakers, salesmen, 
packers, ad-men, display designers, 
accountants, bookkeepers, secre- 
taries, receptionists, maintenance 
men, guards and management 
wish you the Season's Best 
and a prosperous New Year! 
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Make the magic of the 
live forever in her heart 


When the occasion calls {i r jewelry 
nothing but jewelry will do! 

May we suggest palladium ? 

For palladium’s pure, radiant white 

ness siM sks eloquently of love. Not 

only at the moment of giving ... but 

ever after 


Palladium is a sister metal of plati- 


Lucien Piecard watch with 20 fine 
matched dia nds, palladium case and 
bracelet $325 

Byard F. Brogan... 34-ruby guard 
ring. $185 HM) diamond wedding ring, 
$1.5. Both in all-precious palladium 
Spin! palladium earrings . brilliant. 
‘ ned tay ed ba ette diamonds 

fi by 122 small diamonds $1,300 
Jack Gutschneider bracelet . . . tradi- 
t 1 be ty enha with dian is 
snd sapphires. In palladium... $100 
PLATINUM METALS DIVISION . 


THE 


Palladium profit pointers ... one of a series 


num. Its mir 
out all the fire a ge 
And palladium is light as well as 
white. Comfortable to wear. lt sstrong, 
too Holds your gemstones securely. 
See some of the new exquisitely de- 
signed palladium jewelry. And ask 
your jeweler for a free copy of “The 
Eight Precious Metals.” Or write us. 








INTERNATIONAL NICKEL COMPANY, INC, 





Palladium is 
NATIONALLY ADVERTISED 


...it tells your customers that “there’s no gift like jewelry” 





e John Giovannetti: Fnga: t 
| re WO! of Yo choice bi nd = iam P 2 


the HUG Your heart Kelorts 





y ur ma ry iv? g! \ mirt r-like brilliance that brings 

No wonder vou want tk sing! out all the fire | your diamond 

I specially, when the ring you select A sense of security for your dia . 

Byard F. Brogan: Twist engage 
is b tifully white, all-precious pal mond. For palladium iS SITONE .+ + m wedd Z 
re ent ring ; edding « 

ladium!' Sister metal of platinum. holds gems “for keeps with 40 diamonds, $175. Styled ig 

Here's what you can expect for the So choose a palladium ring! a} precious palladium. 
rest of your lije when you choose a We have interesting booklets that 

i. _ ‘ 
petadium ring tell you about palladium and the other 

The gle aming whiteness of an all- all-precious metals. Drop us @ post- 
precious metal, card for your copies, 





Ris 


. — 7 
Buy from the jeweler displaying this Tice Gree Hachiete om henutifel 
a | sign. Ask him to show you his jewelry and rare palladium the eres 
miami MSS SS = created in gleaming whute palladium, cious metal for precious moments.” 





PLATINUM METALS DIVISION © THE INTERNATIONAL NICKEL COMPANY, INC. © 67 Wall Street, New York 5, N.Y, 








A good friend of yours ...is palladium advertising. live in the jewelry you give.” That “there is no gift 


Month after month, year after year, this con- 
sumer advertising... appearing regularly in Holi- 
day, Harper’s Bazaar, Mademoiselle, Charm, Bride’s, 
Seventeen ...is steadily building acceptance, desire 
and sales for palladium jewelry. 


like jewelry!” 

Palladium is getting its share of publicity, too. 
From fashion editors, radio and television com- 
mentators. In the conversations of women all over 
America. 

Get the full benefit of this advertising... by fea- 


Not only for palladium jewelry, but for all kinds turing the palladium sales aids in your window and 
of precious jewelry. Because our national advertis- counter displays. Just write us for the free Basic 
ing constantly tells your customers that ““memories Merchandising Kit. 


Palladium is modern... white ...all-precious...lighi 


...strong...easily worked ... nationally advertised. | 








ralladiun 


a precious metal of the platinam group 





PLATINUM METALS DIVISION ¢ THE INTERNATIONAL NICKEL COMPANY, INC., 67 Wall Street, New York 5, N. Y. 
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IT’S HERE—-THE MOST IMPORTANT ADVANCE /N 


SCHICK BUTANE 


Lights for months without a refill! 
Has replaceable “‘throw-away”’ fuel tank! 


2 4 MODELS like these in a wide range of distinctive designs and finishes. Packaged in 


handsome gift boxes. 
Malibu, Riviera, Saratoga models available in large 
and small sizes. Nassau models available in small size only. 


Nassau models are in gold, all other lighters are chrome-plated. 





' 


Malibu No. 102/L Riviera No. 202/L Rivera 
Star Enamel Design Monogram Rib Engraved Design Diagonal Engraved Design 
PRE 6 oct skews ond eoes $10.95 Retail Retail 





ne 


Malibu No. 101/S Riviera No. 206/S Rivera No. 201/S 
Striped Enamel Design ivy Rope Engraved Design Hobnail Engraved Design 
Retail 


BIGGEST AD CAMPAIGN EVER TO INTRODUCE A NEW LIGHTER 


¢ Network TV « Spot TV ¢ Color Magazine Pages 
The Gisele MacKenzie Show in Top Markets LIFE 


Saturday nights from Coast to Coast ESQUIRE 
ne ae. THE NEW YORKER 


ALL THIS ADVERT/S/NG 
WORK/ING FOR YOU DURING PEAK HOLIDAY SELLING SEASON 














LIGHTERS IN 40 YEARS... 


LIGHTER 


Nassau ..........Ne.401/s 
Gold- plated Cross Hatch 
Engraved Design. Retail . . $22.50 






SCHICK 





























Now — forget about troubles with any lighter you’ve ever sold! The amazing 
new SCHICK BUTANE LIGHTER works on a totally different principle. 
[ts replaceable butane fuel tank, with automatic valve and adjustable 


T 
flame, lasts for months instead of days. To refuel, just throw away old tank, Nassau ......... No. 451/S 
, 27 a ble-f Gold-plated Black LacquerDesign 
drop in the new. So easy to sell to your customers because it’s trouble-free. —a $ 25.00 


No more messy fluid. no cotton. no wick, no screws, no odor. 


This year—the smartest, newest gift for him or her—from $1095 ONLY 3 SIMPLE UNITS: 


Fair Trade Retail 





1. Head ® 


SCHICK jc 
——g p> f ; 





2. Fuel Tank* 


Replaceable butane 
tank with automatic 














rr valve and adjustable 
= ms flame. 
Sarat Ps ab ek ole’ No. 302/L Na@seGt ......... No. 452/S 
Genuine Pigskin Gold-plated White Lacquer Design 
OE ons cee inane eer $ 15.00 PPT TTETETT TT $ 25.00 . 
3. Case 





Just drop the tank into the 
case, slide the head on— 
enjoy months of 
trouble-free lighting. 











Saratoga ........ No 301/S PORES os cnncaces No. 402/S *Replaceable fuel tanks mean a 
Genuine Alligator Gate. ptates Hap eS Sagpesves oa whole new repeat business for you! 
ee rere ee $17.50 ORE 65 0 644 066-6 600% - $22.50 


Ask your Distributor for full details. 


THE HOLIDAY GIFT 
THAT’S REALLY NEW! 


Brought to you by 
Don't miss this opportunity to cash in 


on the Christmas buying season. Rush 


your order to your Distributor today! First in Electric Shaving 





© 1967, Schick Incorporated; Lancaster, Pa. 
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BEFORE YOU 
BUY ANYTHING 


FOR SPRING... 


The Gruen Watch Company 


urges you to wait for details 
of the most revolutionary plan 
for watch buying ever 
presented to this industry. 





THE NEWEST LOOK IN TIME 


This new plan...the most realistic in the watch industry... 


can mean the difference between profitable watch selling 





and the mere exchange of dollars for inventory. It was 
created to do five specitic things: 

1. To protect your watch profits. 

2. To protect your dollars invested in watch inventories. 

3. To protect you from non-jewelry store outlets. 

4. To help you with problems of inventory. 

5. To help you lick slow turnover. 


Your Gruen representative will give you full details of this 


plan. It will prove that Gruen’s Newest Look in Time is not 





only a new fashion look, but the newest look at... and 


answer to... your watch merchandising problems today. 
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Selected and Serviced hy Leading Wholesalers 








Irons and Russell’s 


EMBLEMATIC RINGS NATIONALLY 


ADVERTISED 
IN “LIFE™ 
TO BOOST 

YOUR 
CHRISTMAS 
SALES 


Masonic Blue Lodge with 2 dia- 
monds, 10 K gold inlaid em- 
blem and synthetic ruby stone. 


No. R180/6 
$51.00 each Keystone 


Masonic Blue Lodge with 4 dia- 
monds, 10 K gold inlaid em- 
blem and synthetic ruby stone. 


No. R181/6 
$66.00 each Keystone 


IRONS & RUSSELL CO. 
PROVIDENCE * RHODE ISLAND 
Emblems since 186] 

through your Wholesaler 


RIPLEY & GOWEN CO., INC., Attleboro, Mass. 





DECEMBER 
BAND OF 
THE MONTH 


4 a Rosary 
of the Whonth | 


(atamore Kosaries i 
handsomely crafted of pre- 
cious sterling silver and the 
finest rosary beads. Distine- 
tive .. . beautiful original 
desizns. Sales are bound to 
increase—and profitably. 


This handsome new band features genuine lizard skin inserts in black 
yr tan. Available in 1/20th !0Kt. Gold Filled or Stainless Steel 
with straight or curved ends. 
Ask your wholesaler fo show you our com- 
plete line of men's, ladies’ and children's 
watchbands and expansion idents 


WATCHBANDS INC. 


NORTH ATTLEBORO, MASSACHUSETTS 


R300 /R83 ‘ire Polished 
Beads, also in assort. 
colors, hand engraved 
cross & center, pegged 
corpus. Retails $8.75. 








2» Remembrance STOCK BOXES tHat Loox 


ieaac 


in a wide variety 











~ _ : : MASON stocks 
“—. of chain designs 
ae three different lines 
—_ Available in 
a. Sterling Silver * 1/20-12 K.G.F. of costume jewelry 


10K and 14K boxes artistically 


designed and fin 


ished with the same 


core accorded the 


memete Write for a finest custom 1ob 
so1b Teel : s Full Color Illus- < 
. Winer trated Folder On, 
5 With Prices of TH BOX CO. 
AUTOMATIC CHAIN CO. ¢ Providence, R. I. 


NEW YORK + CHICAGO «+ LOS ANGELES All Stock Boxes 523 MT. HOPE STREET 
ATTLEBORO FALLS, MASSACHUSETTS 
































JEWELRY'S NAME FOR QUALITY 








Botrom oth oF as 


These charms are new additions to our “charm line’ 


CARL-ART 
CHARMS 
and 
JEWELRY 
IN 14 K. 
thru your wholesaler STERLING 
12 K. G.F. 


set! of iy oe 


‘and do not appear in latest charm folder 


CARL-ART inc. 


ae ae ee > £ 2 fs 


Los Anas le 
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NOW 


Diamonds From Antwer 
Direct To You 


Personal Import Plan cuts red tape, 
brings Antwerp diamonds direct to you 
at savings up to 1/3 


Antwerp, Belgium. — Here in the 
world’s biggest and oldest diamond 
market, wholesalers and importers last 
year spent $ 45,000,000 for more than 
half of all the diamonds sold in the 
US. 

Why ? Because for rich selection, fine 
quality and low prices, the Antwerp 
Diamond Exchange surpasses all com. 
petition. 

Today you do not have to be a whole- 
saler or importer to get your diamonds 
direct from Antwerp. Retailers too can 
now take advantage of Antwerp val- 
ues. 

The secret 1s our special Direct-from- 
Antwerp Personal Import Plan. (Not 
so secret, really ; jewelers from Maine 
to California are already cashing in.) 
Under the Personal Import Plan you 


Diamonds of every size, cut, color - at Antwerp 
prices - now offered to U.S. jewelers through 
Personal Import Plan. Orders filled from 1800 
vaults at our disposal. 
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become in effect your own diamond 
importer. Your cost no longer includes 
the middleman’s mark-up. You get 
your diamonds direct from Antwerp at 
prices anywhere from 1/5 tot 1/3 be- 
low what you are used to paying. 
Result . more of your customers attrac- 
ted by better diamond buys — and up 
to double the profit for you on every 
sale. 

Buying diamonds under the Personal 
Import Plan is as easy as buying from 
your wholesaler. There ts no red tape ; 
there are no extra charges. Through 
our special facilities, we handle all pa- 
per work at this end. We also pay the 
shipping, banking and insurance costs. 
All you do is study our price list, spe- 
cify exactly the diamonds you want — 
size, grade, color, cut — and mail us 


Antwerp Diamond Club certifies weight of each 
Personal Import Plan shipment. All shipments 
insured by Lloyd's of London. 


Sites 


FER VUPGTUIG 
Par AVION 
tates 


Personal Import Plan diamonds come direct to 
retailer in special airmail boxes. Jewelers report 
big success with boxes as exotic touch im 
window displays 


your order (no order is too large, no 
order too small). 

A few days later the postman delivers 
direct to your store your Diamonds- 
from-Antwerp airmail package. All 
shipments are insured by Lloyd's of 
London — and your satisfaction is 
guaranteed. 


Free Price List 


U.S. jewelers by the hundreds say the 
Personal Import Plan is just the idea 
they have been lodking for to step-up 
their diamond profits, render better 
service to their customers. We think 
you will say the same. 

For free descriptive folder and price 
list, simply fill out and airmail the 
coupon below. Do it right now. 


----- 


© JOACHIM 
GOLDENSTEIN 


Diamond Club - Antwerp Belgium 


diamond costs up to 1/3 by doing my 
own importing direct from Antwerp 
Please airmail free descriptive folder 
and price list. 


STORE NAME 
ADDRESS . 
CITY 
ZONE 
AIRMAIL COUPON NOW ! 


(15 cents postage for airmail to Antwerp) 


Yes, ! am interested in cutting my 


25 

















HELP — 


FOR YOUR EATRA 
HOLIDAY HELP 


It is hard on you to see untrained, 
extra holiday-help fumbling through 
Sales presentations with prospective 
customers. It isn't pleasant for them 
either. 


Two years ago JC-K published the 
first booklet aimed at providing help 
for your extra holiday help. It has 
been reprinted twice upon demand. 


This booklet gives the inexperienced 
clerk just enough to feel that he is 
not a stranger to the business. It is 
designed to build confidence in hin, 
confidence which he can radiate so the 
customer will, in turn, have confi- 
dence in his statements. 


The psychology of laymen coming 
into a jewelry store and stepping 
behind jewelry counters as clerks is 
Such that they are just plain scared. 


They must be made to feel at ease-- 


important=--neeced. This booklet does 


that. 


The practical limitations of tempo- 
rary, part time help are recognized. 
For example, the first "capsule 
course" is on the selling of diamonds. 
This is not titled with a heading 
which would frighten the beginner. 
Rather, "A Diamond IS Forever"--isS a 
heading such as the new clerk might 
find on an article in a consumer pub- 
lication. It starts with something the 
lay reader can understand and believe. 
For example, it says, "On that little 
tag attached to each diamond ring and 
on the inside shank of the ring it- 
Self, you will find a wealth of 
formation. Tell it to the customer-- 
BUT, if he wants to get ‘'technical,' 
you had better be ready ani call for 
the assistance of more experienced 
help to take over the sale." 


_ 
in=- 


Subject 
awesome. 


The reading matter on this 
is informative without being 


For example, carat weight is ex- 
plained. "But" the newcomer is told, 
"size is only one of the factors 
determining the value of a diamond.' 
The article goes on to explain in 
Simple detail just what the other 
factors are. 


the booklet includes a 
of 


In addition, 
three-page glossary and three pages 
quiz test questions. 


Clip the coupon below--order a copy 
for each of your extra holiday clerks. 
When your extra people report for work 
you can capitalize on their enthusi- 


r , o ) I 
asme vena 


your order now! 


@ Readers Digest Size (two colors) 


32 Pages of basic selling facts on: 


* diamonds °* watches 


* clocks * silver 
* colored stones * china & glass 
giftware items And 6 page glossary and 


test questions. 


SEND COUPON TODAY => 


CIRCULAR-KEYSTONE 
Philadelphia 39, 


THE JEWELERS’ 


Chestnut & 56th Sts.. Pennsylvania 


Please send immediately ... copies of “Fitting into the 


Selling Picture” at 50 cents per copy. Enclosed is $... 
Name 
Firm 
Street 


Zone...... State 


Orders Filled Same Day Received; Air Mail Delivery 














HERE’S THE TRADE-MARK 


MESH 
WHITI NG & DAV I 


’RAD C 


“MARK REG. U.S. ANY 


THAT HOLDS THE TRADE 


=e 


t's not enough merely to attract business. The thing is to Va ~ 


&. 


a 
a 


of steady profit for the dealer. And confidence is the founda- yh 5 4 


tion of repeat buying. Products bearing the hon- - Hi), ss — 
{ ing a: 
& 


orable Whiting & Davis trade-mark have been in- 


spiring this confidence for eighty years now. And 4Nawe avis 
WHITING ceeation 


the best stores in the land feature it with profit. 


Waiting & Davis, Ine. * Plainville. Mass. edt? 4 


i “6 c 


Mahe 


hold it. Repeat buying by the consumer is the foundation — N LF 
. ~~ \ se 


HAND IN HAND WITH FASHION—SINCE 1876 :, 
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Whatever your need: 


Situations Wanted 








Help Wanted 








Lines Wanted 








Side Lines 








Business Opportunities 








Wanted to Purchase 








For Sale 


Stores, Stocks and Businesses 








Watch Work, etc., for 
the Trade 








To Let 








Special Order Work and 
Repairs for the Trade 








you'll meet it quickly 
and economically 


with a JC-K classified ad! 


Turn to page 149 
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Planning a STORE-WIDE SALE? 
A Complete ows thd Package $ 5 () FOR EVERYTHING 
... 50 you can "DO IT YOURSELF!” YOU NEED TO RUN 


YES! RUN YOUR OWN SALE! 


More than 5,000 Sales-Aids and Timely Ideas Sore Name STOCK LIQUIDATION SALE 
sure to draw Crowds samme PUBLIC NOTICE! <5 0N THE PREMISES! EVERYTHING 42500. 
We can serve you with several hundred of the oe ITS THE WILDEST PRICE PANIC CITY'S EVER SEEN! a 
traffic items, including advertising “copy,” that will help Ryzom ' ’ a 
traffic items, inchading advert DIAMONDS! WATCHES! JEWELRY: 

NEED CASH SPECIALS? SCRIFICED? me 
of Jewelers who have run Successful and Profitable Sales mE But Our Loss Your Cain We Overbought and Merchandve Piling a | 
with our service. Write, wire or ‘phone for details! a DISCOUNTS haul TO 75% 

No town too small for a SUCCESSFUL SALE! | cee ee Se On Mand eet Stock Liquidation Sele At 
We can recommend Experienced Sales Supervisors at athe +H _M. TOMORBOW - - THURSDAY - 
nominal fee — upon request! DIAMONDS PEOPLE AT OUR DOORS WATCHES 
We Can Be of Help! | 
ALL THIS AND MORE! 4 ee ONES. 

A COMPLETE SALES PROMOTION ADVERTISING , 

MAT SERVICE, FLEXIBLE FOR ANY KIND OF _ 

SALE! HUNDREDS OF SIGNS, PENNANTS, BAN. | SAVE UP 10 75° me DOLLAR 

EVENT! DIE CUT DIAMOND RING AND STONE } 

RING SPECIAL SALE CARDS 200 INCLUDED! 

SPECIAL RADIO CONTINUITY 25-50-76-100 

WORD DYNAMIC SALE ANNOUNCEMENTS! 

DIAMOND MERCHANDISE CONTEST, DOOR 

GETTING IDEAS! COMPLETE SURPRISE PACK. 

AGE MYSTERY BOX PLAN WITH MATS AND 

HOW TO SELL ‘EM BY THE THOUSANDS! A 

DIRECT MAIL LETTER WITH COPY AND MAT; 
FREE GIFT OFFER, LUCKY PENNY IDEA, BUSHELS 


Consult us in confidence. We can refer you to a number 
Up— Now We Are Forced To Liquidate This New Guaranteed Stock At 
wan uss TOMORROW ATIOA.M. | 
1-Day, 3-Day, or 30-Day Sale L.. 
NERS AND SHOW CARDS TO DRAMATIZE YOUR ile 
OPENER GIMMICK, TRAFFIC STUNTS, CROWD 
OF IDEAS! 


ANY KIND of SALE! 


Sample Full-Page Adv (Reduced) 





















































J. BIELER PROMOTIONS Whabsale Diab 


29 East Madison Street (Heyworth Building) Chicago 2, Illinois - ALL PHONES: RAndeiph 6-9550 
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To meet the high standards of their “Bands of Beauty” 


> 
~~ : 


OOO LOT EP OD LO CELCOLGL EL 
nn awwee procera 


Henry Leon, General Manager of Finesse Wristlet Inc., checks a finished bracelet. 
The intricate design of these bracelets requires the use of top quality stock. 


FINESSE WRISTLET INC., uses 
General Plate Gold Filled Stock 


If problems of finish or tolerance are causing production 
difficulties at your plant, let us show you the advantages of 
using G. P. gold filled stock. Its uniform precious metal 
coverage, close grain and even temper allow more accurate 
tolerances and provides a stock that requires less polishing. 
Our complete field engineering and factory technical serv- 
ices are available for determining your particular problems 
or requirements — without obligation. For further informa- 
tion, get in touch with your nearest General Plate represen- 
tative. Or write, wire or phone us collect. 


Look for 
the Mark 
GOLD FILLED In manufacturing fine watch 
Z bracelets, the General Plate stock 
used must have good finish and 
close tolerances. 

Here’s what Henry Leon, general manager of Finesse 
Wristlet Inc., says: “We've been in business since 1931 
and the high standards we set for our product demand 
that we start with the best material available. Many of our 
designs are intricate but we find that with General Plate 
stock we can draw deep radii, angles and flats on a 4” 
or %%” top shell using .0O8 stock. The use of proper tooling 


plus General Plate’s stock gives a perfect end product. I 
have visited General Plate’s factory and have seen the care METALS & CONTROLS ) CORPORATION 
and effort they put into the making of G. P. material. Their ATTLEBORO 
: vo > r , : » , } ‘ y | > oe 1e hd . «£26 
kind of close supervision makes our job a whole lot easier. General Plate Division MASSACHUSETTS 


SALES OFFICES: ATTLEBORO «¢ NEW YORK ¢ DETROIT CHICAGO + LOS ANGELES 


LCAAR P 


30 

















Those who reach the top in business are usually those who, even while mastering 
their own responsibilities, are intensely curious about the other fellow’s. Take the 
case of Robert Wood, which may very well be his right name. Every month, he’d 
sit down with a panel of his industry’s experts and absorb every word. Then he’d 


look up his industry’s ace reporters to get all the current news. Finally, he’d 





study competition to see what it was making and selling, and how. Robert Wood 
could well afford all this, for his primary investment was his time. The business 
papers of his industry did the rest. They were his panel of experts, his ace 


reporters. Their advertising pages showed what competition was up to, and how. 


Chilton 


COMPANY 


Chestnut and 56th Streets e Philadel phia SD Pennsylvania 


| 


line 


CHILTON PUBLICATIONS: Department Store Economist « The Iron Age « Hardware Age « Spectator « Hardware World 


Jewelers’ Circular-Keystone « Automotive Industries « Gas e Distribution Age e Optical Journal e Butane-Propane News 


Tele-Tech & Electronic Industries ¢ Book Division 


t 
el 


| 


Motor Age ¢ Boot and Shoe Recorder ¢« Commercial Car Journal e 
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we expect you're too busy this month 
to be needing us . . . so, just 


“abe 


lt ; 
py OZ 
BROMFIEY 1) STRE 
VLAD 


38 CHUSETTS 


20S 14 yN, : vos 
: e lephone HAncoc ‘k 6-3 


America’s most complete service in cash buying or liquidating jewelry stores and stocks 
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THE MAKERS OF. 
7 °3 a. 
: =. = costo -. a 


Everything in Chain 
Gold © Gold Filled ¢ Silver 


p | 
ee 








oes ’ 








(See the next 4 pages) 
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Ladies’ cord dress watch: 


INDY l7-jewels, guaranteed 
unbreakable balance staff 
Ladies’ cord dress watch; 17-jewels, and mainspring. White or 
guaranteed unbreakable yellow 10K rolled gold plate 
balance staff and mainspring case with stainless steel back 
White or yellow 10K rolled gold plate 
case with stainless steel back 





SS gD 


ie 


oe 


AQUATEEN 


Waterprooff, 17-jewels, guaranteed 


unbreakable balance staff and mainspring, 


tl BA na 


i ndicks 


j eV is f) 


ail enon al = oe ; . chrome steel back, shock resistant, 


taynetic, dust proof, with leather 


f [ > , . . oj > i] a ‘ | j 
ipply of fhese watches. Watches wiil re fo higqner list prices when prese nt stocl are used “up. 


ROTON WaTcH CO. ~==<"i new low prices 


: Ai 


Please send he following 


a swe | WII] boost your 
Name | 
si 7 anuary-February 
Store Name 
Zone State olume ! 
& 





7 ue i 
a 


li 


VANITY 


17-jewel ladies’ cord 
dress watch; guaranteed 
unbreakable balance 
17-jewel ladies’ cord dress watch; guaranteed staff and mainspring, 
unbreakable balance staff nes shock resistant. Case 


mainspring, shock resistant. Case is 10K is 10K rolled gold AQI IAMEDI QO 
rolled gold plate with stainless steel plate with stainless 
back, available in white or yellow steel back, available Waterprooff, 17-jewels, guaranteed 
in white or vellow unbreakable balance Stati 


mainspring, chrome steel back, 
anti-magnetic, shock resistant, 


proof, with leather strap 


Waterprooft, 17-jewels, guaranteed 
unbreakable balance staff and mainspring, 
chrome steel back, anti-magnetic, shock 

resistant, dust proof, with leather strap 


“Orde r hom for qua fatie S (T¢ /) yr fe ad ln pre Né nt supply of these watches. W atche S pill reve rf la higher ly of price “ mohe yi pre Ne 


nrorw ; 
} t 


these lo W er-than- ver { CROTON WATCH CO. Hox CK 128 | 
104 Fourth Ave., New York 16, N. Y 
Please send me the following Croton watches: 


prices guarantee |" "i", 


Seamaid Aquamedico 


| 

| 

| 

Jame , 

big January- February | , mi Name hatred : 
| 

| 


Address 


ales! Y City Zone State 








ie... 


VANGUARD | AQUAMATIC LADY | 


guaranteed unbreakable balance staff and mainspring, 
chrome steel back, anti-magnetic, 
shock resistant, dust proof, with leather strap 


Waterprooft, self-winding watch, 17-jewels, 
guaranteed unbreakable balance staff and mainspring, 
chrome steel back, anti-magnetic, 
shock resistant, dust proof, with leather strap. 


‘Order row for quantities are lammite d la prese nt supply of these watches. W atches will reve rf lo highe r list price S whe ii preset nt stocks are used up. 


CROTON mn ee ae low, low prices 


404 Fourth Ave., New York 16, N. Y. 


: ® 
Please send me the following Croton watches: 
V anguard Aquamatic Lady I } 1ea]) | 1g, 


Name... ae 


ae wm | big volume in 
January-February! 











10 ways for you to increase traffic during 

anuary and February. Sell these quality 
Croton watches—they’re priced as low as pos- 
sible to roll up your greatest off-season sales! 


order now! 





CROTON WATCH COMPANY 


404 Fourth Ave., New York 16, N. Y. 

















WHERE - - - | 
po ee ie ARTCARVED’s PVP ACT 


tes. - RO ANTEES IN 
— ; ery 
iF 


UALLY Guar. 


United ot 


re the rit 
>xchz inge, Tt 


1S 
not just a Vague Promise of 
OUS amount. | 


whe 


a Lener- 


DRAMATIC NATIONWIDE AD- 
VERTISING LIKE THIS in black 
and white—and full color—tell the 
PVP story to women all over the 
country IN LIFE, LOOK, MADEMOISELLE, 
SEVENTEEN, GLAMOUR, PHOTOPLAY, 
BRIDE’S MAGAZINE, MODERN BRIDE. 
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ARTCARVED’S pvP IS re woe 
TIME IN THE FUTURE — 5, 1Y, 
50 years from now. it | 
pend on whether the i 
noved, cold out, OF otherv 


t of business. 


does not de- 
eweler has 
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Permanent Value Plan 


wins more sales for you than 
ordinary jeweler trade-in plans 


Artcarved’s unique trade-in plan offers you 
the most powerful selling story in the dia- 
mond industry—more powerful than just 
ordinary trade-in plans. It dispels all cus- 
tomer doubt about diamond ring value, 
gives confidence to diamond ring buyers, 
and creates many more sales—easier and 
faster—for you because it’s the only plan 
that’s nationwide in scope, nationally ad- 


vertised and backed by one of America’s 
oldest and largest ringmakers. 

Today’s alert customers Know about the 
Artcarved PVP. That’s why they look for 
the value protection that only Artcarved’s 
PVP can offer. Get the facts about PVP. 
Write us direct or ask your Arfcarved rep- 
resentative. Learn howthis plan can increase 
your diamond profits right now. 








i N C @ 216 East 45th Street, New York, New York 


AMSTERDAM ° 





J.R. WOOD & SONS, 


LONDON . 





NEW YORK ° ANTWERP 
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THE WORLD'S Wwit (Lenore WATCH 
TEN WORLD'S FAIR GRAND PRIZES * 28 GOLD MEDAL AWARDS 
HIGHEST HONORS FoR ACCURACY FROM GOVERNMENT OBSERVATORIES 
OFFICIAL WATCH FOR TIMING CHAMPIONSHIP SPORTS THE WORLD OVER 


THE First WATCH OF AVIATION, EXPLORATION AND SCIENCE 


Longines is not only the finest watch in 
in the whole top quality watch market. 
range from +7 100s for uli reasons—1. 


highest ES ter. 4. "Cons superior Bey ae fisiag. Bg CBabiasens eae 
- Consistent national ihe 
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T\0 YOU WANT SOME “HOT RUBIES’ ? 
D “Hot,” that is, in the radioactive 
sense! 

If so, then you ll have to put some 
cool ones in an atomic pile, for you 
won't be able to dig them out of the 
Nevada desert. 
pert, Dr. Pough, in spite of the AEC 
report that came out after the under- 
ground bomb test of last September. 
The syndicated UP story ran as fol- 


So says our gem ex- 


lows: 
Scien 


Nevada 


created a 


Atomic Test Site. 


tists are pretty sure they 
small horde of rubies and sapphires 
beneath a desert mountain. 

Experts evaluating the probabilities 
of underground atomic shot “Ranier” 


said the heat and fusion undoubtedly 


had formed such gems inside the 
detonation chamber. 
The necessary rhyolite is present 


in abundance on the mesa where the 
device’s fury was confined in an eight- 
by-eight foot cavern. Even diamonds 
could have been artificially formed if 
the blast encountered graphite, scien- 
tists said. 

They added: “Don’t go looking for 
them now such would be 


any gems 


dangerously radioactive for the next 


100 years.” 


Here is Dr. Pough’s comment: 
lt takes more than heat and _ pres- 
JFEWELERS IRCULAR-KEYSTONE FMRER 1957 


sure to create rubies and sapphires: 
it takes the right rock composition. 
Had the rock composition been right 
to form rubies and sapphires, they 
would have formed many millions of 
years ago when the rocks themselves 
The 


more of a reporter's dream for a new 


formed, story was apparently 


angle than a serious statement from 
relax, 
risk tunnel- 


You ll 


certainly find some, but much good 


one of the scientists. So 
jewelers of 2057—don’t 
ing for a bunch of “hot rocks.” 


you 


they ‘ll do vou! 


| haem YOUR POLITICS? Clocks in 

Indiana’s politics-conscious state 
capitol are now in politics. Those in 
the statehouse. controlled by Republi- 


cans, are Republicans: those in the 
City 


Indianapolis Hall. where the 
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Democrats hold sway, are Democrats. 
They ll stay that way all winter, 


The 


too. according to both parties. 
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SPEAKING OF THE JEWELRY TRADE 


partisan tinge developed with the re- 
cent change in time. The Republicans 


conformed to state law by turning 
their office clocks back an hour to 


Central Standard Time. the Demo- 


crats kept theirs on Central Daylight 
Saving Time. 


With no chance of an end to the 


political snubbing, the citizen who 
lias business with either party is go- 


ing to miss a lot of appointments— 
unless he carries an extra timepiece. 


( ae PRESENT: The ac- 
A customed for Christmas 
cifts is under the Yule tree. But here’s 
one “Christmas that 
found Dec. 20 on the front porch of 
the home of Mrs. John Squire, of 
Battle Creek, Michigan. It may be 
that St. Dismas, saint of 
thieves, instead of Santa Claus, played 


place 


present” was 


pal ron 


a part in presenting the “gift.” 

One year before, on Dec. 20, 1955, 
Mrs. Squire’s watch and ring, together 
valued at $200, were stolen from the 
washroom of the factory where she 
worked. On Dec. 20, 1956, she went 
to the front door to pick up her news- 


paper and found a paper bag. In it 
were the watch and ring. 
If St. Dismas had nothing to do 


with their return. could be it took the 
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uber & Lehrfeld, 


Refiners of Precious Metals 


21 West 46th Street 
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spirit of two Christmases to sway the 
purloiner into making restitution. 


kiddies’ 


N° NAME BRANDS. in ca- 
+% nines: An electric clock featuring 
a puppy that holds the minute and 


hour hands in his mouth and bounces 
a moving hall On his nose sounds sure 
fire for a child’s nursery. 

But the manufacturer who had _ the 
Should 


the puppy be a poodle ? No! cried 


smart idea ran into a 


snag, 


the child-development specialists. The 
child might dachshund. <A 


spaniel? Indeed mo 


have a 
he might have a 
collie! 

Only a mut, it seems. could be re- 
lied on not to tread on anybody’s 


paw S. 


Penney HER PUFF: A young lady 

A from Kentucky, full of local loy- 
alty, boasted to a Texan: “We have 
enough gold buried under Fort Knox 


























"Have you been waiting long, dear?" 





JEWELERS’ CIRCULAR-KEYSTONE, DECEMBER 1957 


to build a wall around your state three 
feet high.” 
“Go ahead and build it,” drawled 


“If I like it, VM 


the Lone Star man. 


buy it!” 


| ahaa WATCH: The 
Croton watch went to the Antarc- 
tica, as readers of Croton ads in many 
countries of the world know. Nothing 
so dreadful about that. 

In Cuba, however. the inmnocent- 
appearing Insertion almost ignited in 
the red-hot flames of politics. People 
elanced at it and then—-wow!—they 
looked back for a double-take. That 
bearded grim man with the Croton 
on his wrist—-wasnt he Fidel Castro. 
the Cuban rebel chieftain whose fol- 
lowers are jailed and tortured ? 

Doyle the 
agency that prepared the ad. screamed 


Dane Bernbach. Inc.. 


no!—the resemblance was purely co- 


incidental. The tough guy in the pic- 














ture was a perfectly harmless student 
of journalism at Columbia who picks 
up extra cash by modeling. 

\pparently no one needs to worry. 
\t last reports, the Crotons were sell- 
ing like hot cakes all over Cuba. 


()* THE RECEIVING LINE: Among 
the hoards of interviewers wait- 


ing for Queen Elizabeth and Philip 





in Ottawa was Dorothy Dignam with 
press credentials for JC-K. 

Dorothy was right there with the 
fustest and undoubtedly got the most- 
est on the subject of Her Majesty’s 
jewelry. The olamorous account ap- 
pears on page 60 of this issue. 

Vewsweek did not miss the impor- 
tance of the Queen's jewels to the 
jewelry industry. Its “Press” depart- 
ment reported: 


“From the moment (4:30 p.m., 
Oct. 12) that Elizabeth and Philip 
landed at Ottawa airport on their 
first visit to North America since 


1951, they were swarmed over by 
more than 2000 officially accredited 
representatives of newspapers, maga- 
zines, radio, the 
monthly Jewelers’ Circular-Keystone.” 


television. and 


NAJow WILL you CATCH your train! 

The unvarying frequency in a 
beam of cesium (most electropositive 
of the elements) 
make the 
oscillator look like the staggerings of 
a drunken bat. In other words, atomic 


is threatening to 


regularity of a crystal 


clocks are coming. 

Developed by the 
National Bureau of Standards, “‘atomi- 
chrons’ are expected to be accurate 


scientists of 


to one thousand-billionth of a second. 


They ll help control mechanisms 
that direct aircraft and _ guided 
missiles. And they'll help test the 


theory of relativity. 


ne TIME: The clock being placed 

atop the Continental Bank Build- 
ing in Fort Worth, Texas, has num- 
bers 25 feet high and nine feet wide. 
It will be possible to read the time 
three miles away. (Anybody know a 
bigger one?) 

















Entering the church with the father and the bride is Mrs. 
Eleanor B. Anderson, bridal consultant for P.A. Freeman, 
Inc., Allentown, Pa. She may well claim to have attended 
more weddings than any one else in that town. Watching 


® DO YOU WANT TO WIN more young customers as 
life-long friends? Sell more china, glass and gift- 
wares? Build sales of silverware and diamonds? 
And vastly increase the prestige of your store 
at the same time? 

You may be able to accomplish all of these 
good things—by opening a bridal consultant 
service. Certainly there is opportunity in every 
trading area tor at least one jeweler to do so. 
And this is the logical time to start planning. 
because the greatest marriage boom in the his- 
tory of the nation is on the way. It will begin 
in 1960. 

Some jewelry stores have had long and success- 
ful experience with bridal consultant services. 
One such store is P. A. Freeman, Inc., in Allen- 
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at the rear of the church, she is ready for any little emer- 
gency (from fainting mothers to forgetful ushers). It’s all 
part of her job—as she defines her job—and she’s happy 


being there. 


town, Pa. Freeman’s story will help you now if 
you are thinking about opening a similar service 


in your store. 


IN 1943, MRS. BLANCHE FREEMAN  SIEGFRIED 
realized that her store was not getting enough 
business from weddings. There was a tremendous 
market. You had only to read the local papers 
for the number of engagements and marriages 
taking place. More and more couples were com- 
ing into the store to buy rings. 

This was fine, she thought, but why not keep 
them in the store? Why not sell them other mer- 
chandise? Competition from other jewelry stores, 
and from a large department store nearby, was 
keen; but Mrs. Siegfried foresaw great possibili- 
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by George R. Nidei 








A “Bridal Consultant 





Service’—that really 


helps brides— 
really helps 
jewelers, too. 
It leads the 


bigger 
wedding 
sales 


ties in the bridal trade, and decided she was going 
to get it, competition or not. 

The problem was, what could she do to keep 
the prospective bride from going elsewhere to 
buy her silverware, china, crystal, or gifts for 
the wedding party? Jewelry stores provided all 
of these things. Why should they lose customers 
to department stores, and other outlets for those 
very products? 

The jewelry store, she said to herself, was the 
ideal spot for selling these things to the bride. 
It had advantages. All needs are consolidated into 
a small area. Customers need not go from one 
floor to another. They could shop in an intimate, 
friendly atmosphere, and be made to feel like an 
individual rather than one of a mass. 
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In the bridal registration room at Freeman’s, Mrs. Ander- 
son has a woman-to-woman chat with the prospective 
bride. Here is established the charm and personality that 
have gained her the confidence of many a bride-to-be. 


And the greatest advantage was the fact that 
the jeweler is the first merchant to come into con- 
tact with the engaged couple. Mrs. Siegfried’s 
problem narrowed down to this: how to provide 
«a service both helpful and unique? Something 
that would gain the confidence of the bride and 
establish a lifetime relationship. No small prob 
lem, but she was determined to find a solution. 

Part of the solution came from the customers 
themselves. Mrs. Siegfried was astute enough 
to catch it, and daring enough to give it a try. She 
noticed that, while selecting their bridal rings, 
girls would almost always remark on the beauty 
of the silver displays and the flower arrange- 
ments in the store. Even mothers mentioned 


(Please turn page) 
& 
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BIGGER WEDDING SALES (continued) 


the eye-catching appeal of the table settings, 
sighing that they would like such a setting for 
their daughters’ weddings. Few brides or mothers 
knew much about the intricacies of wedding ar- 
rangements, table settings and the like. Other 
details bothered them. How did you send out 
proper wedding invitations? Was there a set 
system? I wish I knew just what kind of silver 
to buy. How do you prevent friends from giving 
you duplicate pieces of silver, china or crystal? 

At first, Mrs. Siegfried tried, with the help of 
a woman part-time employee, to supply these 
services to the customer herself. It didn’t work. 
For one thing she didn’t have time to give ade- 
quate service. More important, she found out 
that unless you really know what you’re doing, 
unless you have the proper qualifications of a 
bridal consultant, you can do more harm than 


good. She had to decide whether hiring the right 
woman would pay off. And what qualities should 
the “‘right’? woman possess? 


MRS. ELEANOR B. ANDERSON was president of 
the Bethlehem, Pa., Garden Club in 1943. Surely, 
Mrs. Siegfried thought, Mrs. Anderson should 
know something about table settings and flower 
arrangements. She should be able to help a bride 
select silverware, give advg@e on wedding invi- 
tations and the like. At any rate Mrs. Anderson 
went to work for Freeman’s on a temporary basis 
during the Christmas rush. And she is still there 
today—14 years later, having helped Freeman’s 
bridal service blossom into a full grown busi- 


ness! 


Some of the points that have made Freeman’s 


service so successful are these: The service is 
given free. The only obligation to the bride is 
that she make her selections at the store. Mrs. 
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Anderson is available for any consultation or help 
concerning the wedding and the reception. 


WHAT DOES SHE DO, as bridal consultant? And 
how does she go about doing it? In Mrs. Ander- 
“Anything and everything. 
I sell anything there is in the store to sell, and 


son’s own words: 


| do everything there is in the store to do. ! 
Wrap packages, clean, dust, and wash merchan- 
dise. A bridal consultant has to be a person who 
isn’t afraid to dirty her hands if it means improv- 
ing the looks of the store.” 

More specifically her duties as bridal consultant 
follow a set procedure. First, contact must be 
made with the prospective bride. “There are 


any number of ways of doing that,’’ Mrs. Ander- 
son says. “Usually we read the engagement no- 
tices in the paper. Then we contact the girl either 
by phone or by letter. We have a form letter 
which I made up that we send them. The letter 





In this room —completely given over to china, silver, 
crystal and glass— Mrs. Anderson guides the bride in 
her selections. A thorough knowledge of merchandise, 
and a fine sense for table-top harmony, enable her to help 
the young lady choose wisely. Patterns, assembled with 
this care, will please their owners for many years—in a 
continuing bond of friendship between customer and store. 
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secms to be the best method. It makes the gir! 
feel that we took a little more time with her, 
[ suppose. Sometimes engaged couples come into 
the store for their rings, and if they haven’t heard 
about our service we tell them about it and sug- 
gest they try us. And, of course, word of mouth 
is our best advertising.”’ 

Once the girl accepts the service, she confers 
with Mrs. Anderson in the “bridal interview 
room,” a small, comfortably laid out room in the 
extreme rear of the store. After establishing a 
friendly relationship with the young lady, Mrs. 
Anderson has her fill out her name and address 
on the bridal registration sheet. This being done, 
Mrs. Anderson shows the prospective bride the 
room immediately preceding the interview room 
where she may choose, from a vast selection, her 
choices of china, glass and silverware. In this 
room or the interview room, whichever may be 
preferred, the bride can complete the registration 


(ple ase turn to page RD) 


te 

It was her talent for attractive table displays and color- 
ful floral arrangements that first brought Mrs. Anderson 
to the attention of Mrs. Siegfried, owner of Freeman’s. 
Her friendly help for brides-to-be has made her a well- 
known figure in Allentown. Ready with advice for all de- 
tails of the wedding arrangements, she has earned a rep- 
utation far beyond that of the usual bridal consultant. 
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Gay window displays that show... 


armony in china and glass 


by Virginia Dixon 








— ® BECAUSE THE MERCHANDISE is colorful in itself, 
glass fit beauti- ; 
an china and glassware displays can be among the 
ing program of yayest and most attractive in the Jewelry store-- 
jewelry stores. and with a minimum of effort. But because the 
devotes several bright and sparkling merchandise lends itself to 
ose lines. Be sure pleasing arrangements so easily, we must not 
neglect to put some selling punch in each window. 
It is necessary to emphasize variety in the 
selection of patterns, but it is wise to tie this in 
; with a suggestion of the various types of decor 
helps P. A. Freeman, Inc. with which these patterns will harmonize. Pat- 


How a bridal  consu/tant 


Allentown, Pa., sell china, glass tern coordination between china and glassware 
and the silver, linens and furniture with which 
they will be used is of primary consideration to 
most prospective customers. One window may 
emphasize the many different styles available, 
| while other windows may feature separately 
partment thot ac : a aaa 
formal and informal, modern and _ traditional 

per cent of his styles. A consecutive program of such displays 


ond other items. 


lust a few years’ 


l-city jeweler built 


constantly on view should be seen in time by all 
your customers of whatever decorative taste. 
Next to pattern selection, the most important 
consideration in many customers’ minds is some 
unit arrangement for purchasing a complete 
service over a period of time. By displaying the 
merchandise in such unit groupings, an appealing 
buying plan can be dramatized in your windows. 




















China and glass as giftwares, especially for the 
bride, is another important selling angle. These 
displays may feature china and glassware alone 
or combined with silver gift suggestions. Some 
silverware, especially flatware, will be found to 
add a pleasing complement to most of your china 
displays and will also help to emphasize design 
and pattern harmony. aa8 
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elevations and background arrangement 





The 


of shown here are suggested for showing units for a budg- 


Above. 





Above. A decorating theme is used here with lengths 





¢ 


eted buying plan, but are adaptable to many kinds o 





drapery fabric and rolls of wallpaper to furnish the 





merchandise groupings. The screen framework is built 





background for groupings and place settings of china 





to support six triangular shelves, each large enough to 





and glassware Copy emphasizes the pattern coordination 





accommodate a grouping of chinaware. Place settings 





lea. Three rolls of wallpaper are suspended with decora- 





can be shown across the front of the window with addi- 





tive cord from the window ceiling and unrolled to the 





, . P — > . nna , . > ar the : 
window floor Merchandise is arranged on elevations in tional merchandise placed in the niches under the lower 





shelves. The size of the screen will depend, of course, 





front of the wallpaper panels and on the floor. Lengths 





? 


on the size of the window in which you wish to use it 





{ drapery material are attached to the upper window 









background and swept down in curtain-like folds to but it can be adjusted to any good-sized window. For 
either side of the window. Fabric and papers should be easier sturage when the unit is not in use, the shelves 
selected to harmonize in color with each other, but to be should be removable and the wood frames, covered with 
quite different in type of design to harmonize with masonite or beaverboard, should be hinged or pegged 
everal different types of china patterns .. unless you together. The screen can be painted or covered with 
want to run a series of windows, each one illustrating wallpaper or other decorative paper A carpenter should 






be able to build such a unit easily and inexpensively 





a particular style of decorating. 








Below. Two very different styles of design in china and 











glassware are contrasted in this display worked out in 























triangular patterns for background and floor. Copy 

appears on a paper scroll across the background. The Below. China and glassware for the bride’s selection o1 
background panel is divided diagonally from upper to for gifts for her are presented in this display. An over- 
lower corner with the two sections covered in contrasting size wedding bouquet is attached to the window back- 
. C , ie rT. ’ . . ‘ > ic "@% > » es » : 

color of fabric. The floor panel ] treated in the same rround with narrow ribben streamers extending to group- 
way. Formal dinnerware is arranged on one side and ings of patterns. Small cards at the ends of the ribbons 
informal earthenware or pottery on the other with a may be used for pattern names or for price cards. In- 
suitable flower and candlestick arrangement for each dividual nosegay bouquets are scattered across the window 


Place settings may be laid on the floor in the foreground background, and copy is lettered on a large card near the 
\ background design such as this makes it possible to center of the window. The large bridal bouquet might be 
combine merchandise which would otherwise appear com- made of all white flowers against a pale blue backgreund 
pletely inharmonious in the same display. This idea can with a darker blue flooring and the small nosegays of 
be adapted to showing the contrast between traditional! mixed colors to pick up the colors of the china patterns 
and modern designs, dinner and luncheon settings as 


well as formal and informal patterns. 
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» First Prize. Sterling silver cof- 
fee and tea service designed by 
Erwin Kalla of Pittsburgh, Pa. 


Nylon is combined with sterling in 


modern sculptural shapes. Mr. 


Kalla is a young free-lance de- 
signer who studied at the Carnegie 
Institute of Technology and at the 
Cranbrook Academy of Art in De- 
troit. He has done designing in 


china, crystal and leather. 


>» Second Prize. Sterling silver cof- 
fee set with tray designed by 
Richard Hora of Stony Point, N. Y. 
Ivory handles are joined to dainty 
sterling bodies. The sugar bowl is 
so thin at the neck it had to be 
made of four separate pieces sol- 
dered together. Mr. Hora is an in- 
dustrial designer specializing in 
ceramics and packaging. He 
studied at Pratt Institute and the 


Ozenfort School of Painting. 


>» Third Prize. Sterling silver 
centerpiece bowl designed by Robert 
J. King of Newburyport, Mass. 
The contemporary bowl of classic 
elegance is supported by a base of 
deeply carved silver. Mr. King is 
a silver designer who learned his 
craft at the University of Wiscon- 
sin School for American Crafts- 


men. 
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These are the winning pieces in a nationwide 
competition in sterling silver hollowware design. 
Time will tell whether they will be produced 


commercially 


© “TO ENCOURAGE IMAGINATIVE DESIGN in sterling 
silver.””’ That was the purpose of a contest con- 
ducted this year by the Sterling Silversmiths 
Guild of America. 

Judging by the results shown here, the Sterling 
Today Design Competition was a shimmering suc- 
cess. All of the prize-winning pieces have a con- 
temporary look and reflect the current trend 
toward classical elegance in home furnishings. 
The emphasis is on line and form, rather than 
upon surface decoration. 

One hundred and fifty entries in sketch or 
photographs were submitted by artists in 19 
states and Hawaii. The first judging came in 
June, and the artists who passed this hurdle were 
asked to submit working drawings or plaster 
models. Member companies of the Guild then 
spun the pieces from heavy gauge sterling silver, 
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Shapes of the future in 
STERLING HOLLOW WARE 







and the final judging occurred in early October. 

Roger H. Hallowell, Guild president, presented 
awards to the winners, in a ceremony at the 
Museum of Contemporary Crafts in New York, 
on Oct. 30. 

The awards were: first prize, $500; second 
prize, $250; third prize, $150; honorable men- 
tion, $50. 

Besides money, each winner received a scroll; 
and the first three prize winners received medals 
inscribed: “The spirit of a nation is best ex- 
pressed by its creative contribution to the es- 
thetics and the joy of daily life.”’ 

The winning designs were shown at the Mu- 
seum until Dec. 1. Between now and October 1958, 
they will be sent in a custom-designed unit for 
display by sterling dealers in 20 major cities. 
Eventually, the sample pieces will be given to 
the designers. And, if the public accepts this look 
of the future in sterling hollowware, manufac- 
turers will purchase rights to the designs and 
produce copies for sale through jewelry stores. 

Pleased with the success of this year’s compe- 
tition, the Guild has announced a similar contest 
for 1958. 


Honorable Mention. Far left. Ster- 
ling silver candelabrum designed 
by Burr Sebring of Rochester, N. Y. 
The piece was not only designed 
but executed by Mr. Sebring who 


is still a student. 


Left. Sterling silver water pitcher 
designed by Edward S. Buchko of 
Meriden, Conn. The open handle is 
covered with plastic rattan for 


function and contrast. 
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Sentiment behind selling 
makes it more than 
iust a sale... these 


} 


jewelers greet holiday 


shoppers’ mood by putting 


CHRISTMAS SPIRIT 
IN THE WINDOW 


®* ENJOY TRIMMING your Christmas windows! 
Let yourself go, have fun! Whatever else there 
is, this there must be—a spirit of festivity and 
ease, suggesting family groups about the family 
tree and visits of kind neighbors. And merchan- 
dise? Usually, yes, but not necessarily. One of 
these windows, as you see, has none at all. 
Another is almost nothing else. But all are beau- 
tiful and bright and inviting. 

Forget you are a merchant in your trimming. 
Pretend you’re a kid again. Or better yet, a young 
man madly in love. No sentimentality, but lots 
of sentiment is needed. For people buy gifts on 
sentiment. The gift says what they can’t say for 
themselves. So make the windows glow. The 
more sincere romance you put in them, the more 
the passers-by will feel it—and come in. 


(please turn to page 56) 


Window of Johnson & Co.'s Stanford shopping center 
store in Palo Alto, Calif. Two brass pole “trees” were 
decorated with pine branches sprayed white, with tiny 
colored ornaments. The merchandise is mostly silverware 
with gift boxes clustered round the base. 


A feature window used by A. Stowell & Co., Boston. 
Dominated by a splendid snowman, a number of sprays, 
ribbons, balls and snowflakes are bursting out of a huge 
red boot. What a Santa Claus he must have been who 
wore it! No merchandise is displayed—only the Cherub 
and a card. 









1,000 see fabulous Traub Collection 
in Shirk Jewelry store showing 







ing 







‘Best selling idea yet,” 
says Jim Shirk. 











“This Orange Blossom promotion 





Chosen by 


FEATURES A MATCHLESS DIAMOND FROM THE 


TRAUB COLLECTION ra \\ 
7: SS 
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really pays off!”’ 
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“Our special showing pulled prospects from as far as 75 miles 


away, says jeweler Jim Shirk. “Not only did we sell Orange 

















Tike steletndbiiene wastiibiatin. iinusitutae: tiuad, Blossom Rings—we also got terrific response from hundreds of 


Collection diamond, goes to every buyer. It’s also potential customers. The idea of the Traub Collection proved 


é ‘ il ‘ ; | | I ; l I ~ i ) < Ta . >> 
blown up and laminated for counter display a Pn a appealing os thee 
Make 5% extra profit by advertising Orange ; al ‘ze — 
Biases: Send atte 08 ol ied valla adidas Yes, the Traub Collection is fabulous! Backed by national adver- 
on the year’s purchases. Send us receipted bills— tising, promoted and displayed to prospective brides everywhere, 
we ll reimburse you in merchandise. Keystone it bal ' : = ; “fp ie aS 

| . | wo! it’s making Orange Blossom the easiest-selling line of fine rings in 
—mark it up any way you like—the profit’s yours! ! 


D = ct~« 
ta ¢ £ 


the field. Want to cash in on it? Clip and mail coupon today! 
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| 
Traub Manufacturing Co. 
| -71 
‘. Jue A E.R. $110 : ; E.R. $275 1934 McGraw, Detroit 8, Michigan 
i , W.R. $23.50 has W.R. $100 | 
—_— | Please send me full details on Orange Blossom’s 
1 a | , DE | complete new selling plan. 
range IWLOSSOM MAUS | 
oO r Name 
OAs special as love tse. | Firm 
SUGGESTED RETAIL PRICES INCLUDE F.E.T. ASK TO SEE THE FINE EMBLEMATIC AND SPECIAL- | ~e v . 
ORDER JEWELRY MADE BY OUR SCHUMER BROS. DIVISION | City Zone__ State 
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CHRISTMAS SPIRIT IN YOUR WINDOW (from page 





Cretan’s shop in San Mateo, Calif., supplemented the out- 
door lights installed by Hillsdale shopping center with 
small pink-sprayed Christmas trees (that didn’t obstruct 
its full windows) and with ornaments of stars and colored 
globes laced across the window. 


Granat Bros, Jewelers in Oakland, Calif., displayed this 
outstanding window of sterling-silver place settings, each 
on a snow-white napkin garnished with a sprig of Christ- 
mas holly and an identification card. 








Two watch displays in a window at Samuels Jewelers, 
Oakland, Calif., were adorned with leaves and vines. At 
the top a Yule centerpiece, made of a 30-inch wooden hoop, 
was covered with white plastic, as a background for more 
colorful leaves and holly berries. 


Window of Grogan’s Jewelers in Palo Alto, Calif., dis- 
played two tiers of rings and watches, framed by a rope 
of white tinsel. A pink wreath with varicolored ornaments 
was the focal point. Suspended from overhead were danc- 
ing angels in silver and gold. 
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Rubies. Star Rubies 





Sapphires, Star Sapphires 





Emeralds, Catseyes .. . 






Loose or in Platinum 





Diamond Mountings 


of Exclusive Design .. . 





VAY ELA , VALE Ju 
Formerly Robinson & Sverdlik 

O10 FIFTH AVENUE, Rockefeller Center 
New York 20, New York 


Over 35 Years of Service to Leading Jewelers 
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meet it quickly "aie 


Stores, Stocks and Businesses 





and economically 


with a JC-K classified ad! 
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These displays say: 
TAKE ANOTHER LOOK! 


and they sell watches 








dis 
Holly leaves form a 
dignified setting for gift 
watches in this window 
by Claude-Marc Wisard. Geneva 
emphasizes his 
ImMpilcity 


subdued decor 


queline Viguet 
usanne features 
star hung among 
stylized star forms, 
focusing attention on a 
well-chosen jeweled-leve1 
Lighting forces the view 


on the product 


lso by Miss Viguet 
comes this unusual Christmas 
setting. Lighting sets 
off the two simple 
clusters of watches in the 
foreground, while the abstract 
creation in the background 


points up the Christmas theme. 

















ages 


RRR aS: 





® FROM SWITZERLAND’S best known specialists insubordination of the decor to the objects being 
the art of window trimming come these examplesdisplayed — with simplicity as the watchword. 
for displaying Christmas watches. The ideas, sub-These settings can be given whatever individual 
mitted in response to a special request by thetwist the jeweler chooses in order best to suit his 
Watchmakers of Switzerland to a selected groupparticular purpose. As one of the designers put it, 
of designers, range from the abstract to the purely “The result of many persons applying similar de- 
decorative. Each follows the basic principle ofsign principles is many interpretations.” 
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GOD SAVE THE QUEEN! 


She does a lot 
for jewelers 


On the recent Roval Tour, Eliza- 
beth II wore 31 pieces of pre- 
cious jewelry, including three 
diamond tiaras, seven necklaces, 
and ten brooches and orders. 
She’s the world’s Number One 
model for real gems 


® SO THE QUEEN was in America 
and didn’t buy a single thing in 
your store! Maybe you even put 
her picture in your window! 

Well, don’t think for a mo- 
ment that you gained nothing 
from her visit. Every one of 
your women customers was in a 
trance over the Queen’s arrival, 
her entertainment, what she 
wore, and all those tiaras! Glory 

a different set of diamonds 
every day! 

The world used to call her 

uncle, now Duke of Windsor, 
“salesman for the Empire.” 
Elizabeth might be called “sales- 
man for the jeweler.” Where 
could you get a better model for 
your merchandise than a beauti- 
ful young Queen? 

3y court etiquette, the British 
sovereign wears only real jewel- by Dorothy Dignam 
ry. Her example is so much 
heeded that in Canada the wife —who was in 
of the Minister of Justice was 
quoted in the press as saying, Ottawa for the 
“We've been asked to avoid any 
ostentatious imitations in the arrival of 
presence of royalty.” 

The Queen’s jewelry on the Her Majesty 
recent tour was given such im- a 
portance that it figured in press 
releases, blazed into cameras, 
and caused almost as much talk 
as the trip to the supermarket. and talked Arriving in October, the Queen wore 

On her first TV appearance claret red velvet trimmed with mink, on 
on the Canadian Broadcasting with her her collar the Tudor bowknot of diamonds 
network (also within view of 45 and silver gilt, Queen Mary owned three 

—- , —_ of these which she wore with court robes. 
million Americans), Elizabeth A Tudor 





and met 


knot has four loops and two 
(please turn page) ends. 
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Far left. Her Majesty Elizabeth II and Prince 
Philip leaving Government House, Ottawa, to 
open Parliament. The Queen wears her Corona- 
tion gown and the diamond necklace which 
accompanied it in Westminster Abbey, also 
her enormous drop-pear! earrings. The sunray 
tiara is the one she wore also in Washington 
and New York. On her shoulder appear her 
“family orders,” miniatures of her father and 
grandfather in diamond frames. Outside her 
gloves are two favorite bracelets—the wider 
one designed by Prince Philip as his wedding 
gift to her and the narrow one a line bracelet 
of 32 diamonds with tiny Swiss watch. 


Left. Side view of the Russian-style sunray 
tiara which was the “big blaze” of the Queen’s 


television appearance in New York. Originally 
it was made as a Silver Anniversary gift for 
Queen Alexandra in 1888. Although high and 
formidable, it is light in appearance and almost 
transparent, so little metal is used. Behind the 
Queen, a coachman; at her right, Canadian 
Prime Minister John Diefenbaker. 


At State Reception in Ottawa, the Queen wears her “Fairy The young Queen wearing serious expres- 
Queen” tiara, the one in which she says she can even dance, sion, a mood seldom caught by the camera. 
This is the lightest and daintiest of all her circlets and the She reads, first in English and then in 
first one to become her very own. The Queen also wears French, the speech which opens the Fail 
triple strands of diamond brilliants and ear pendants. term of the Canadian Parliament. 
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QUEEN (continued) 

sat square before the cameras 
wearing her big pink William- 
son diamond. This 23-carat rose 
pink brilliant was the wedding 
gift to the Queen from the Cana- 
dian mining engineer, Dr. J. T. 
Williamson. The Queen,  to- 
gether with Prince Philip, who 
has designed several pieces of 
jewelry for her, dreamed up an 
all-white diamond flower on a 
baguette stem, a sort of Alpine 
rose, to carry the big pink bril- 
liant at its center. This brooch, 
pinned at the Queen’s shoulder, 
was a beam-thrower and an eye 
catcher everywhere. 

Again, when she was televised 
at the Commonwealth Ball in 
New York City, the papers re- 
ported that “‘nothing flashed as 
brilliantly as the diamonds of 
the Queen’s tiaré the radi- 
ance showed up like a fiery blur.”’ 

The official 
handed out to hundreds of re- 
porters three times a day told 
not only what the Queen would 
wear for her next engagements 
but invariably mentioned the 
jewelry. On releases where Nor- 
man Hartnell’s ballgowns were 
sketched, the tiara and _ neck- 
lace planned to be worn with 
each gown were included in the 
picture. American women re- 
porters in Ottawa called their 
editors long distance solely to 
give them the correct descrip- 
tions of the Queen’s clips and 
brooches. All this reportorial 
attention for the jewelry was 
much more than for other acces- 
sories such as shoes, gloves and 
bags. 


press releases 


To Pass Along in Salestalk 


The Queen is the embodiment 
of everything a jeweler wants 
in a customer. She likes jewelry, 
wears it with pleasure, looks 
pretty in it, influences other 
women to own it. Here are some 
of her preferences and practices 
which you, as a jewelry sales- 
man, may find expedient to pass 
along on occasion: 

Flower Girl. The Queen likes 


This “Fairy Queen” tiara, all diamonds set in silver and gold, was presented 
to Queen Mary in 1893 by the Young Ladies of Great Britain and Ireland. It 
was passed along to Elizabeth as a wedding gift in 1947. 


feminine, romantic, traditional 
forms. If you have in stock any 
jewelry flowers, leaves, sprays, 
bowknots, hearts or little bas- 
kets, vou have what the Queen 
likes and wears herself. 

Lapel Piece. The Queen in- 
variably uses a lapel piece in- 
stead of a corsage. Hand bou- 
quets are often presented be- 
cause she usually arrives wear- 
ing a handsome diamond clip or 
brooch on her bodice or coat. 
(She is meticulous, by the way, 
about appearing before the right 
audience in the right commemo- 
rative flower, regimental badge 
or civic coat-of-arms. They say 
that she and Philip know more 
about orders and decorations 
than anybody else in the Pal- 
ace!) 

Birthstone Loyal. The Queen 
wears her birthstone (the dia- 
mond) and her birth month 
flower (the daisy) with visible 
pleasure. The Tudor rose, her 
heraldic flower, appears again 
and again in jewelry gifts given 
to her. We suggest: if a custom- 
er is beginning with one piece of 
good jewelry, she’s almost sure 
to like a flower brooch that ties 
in with her given name, her 
birth month, her gardening spe- 
cialty, the flower her husband 
sends her on anniversaries. 

Triple Time. The Queen al- 
ways wears a wristwatch and 
changes styles from daytime to 
evening. On this tour she had 
three: the small gold braided 
watch bracelet her parents gave 


her, the platinum “‘cube” daytime 
bracelet with the 
from the French Republic, and 
the line bracelet of 32 diamonds 
with tiny baguette watch trom 
the Swiss Federal Council. 


square dial 


Always Earrings. The Queen 
has plerced ears and always has 
them ornamented. The gems are 
related to those in other jewelry 
she is wearing but she is not a 
slave to matched sets. Like other 
women she “switches” combina- 
tions. Most of her earrings, 
even the small pearl acorns and 
the long pearl pendants, have 
diamonds on the lobe. The dia- 
mond is a sort of common de- 
nominator among all her pieces. 

Old with New. The Queen 
wears family jewels dating back 
to 1888 and wears them with the 
very latest in clothes. 
her older pleces are 
from time to time so they never 
look dowdy. For instance, neck- 
laces are shortened to lie at the 
base of the throat and not drag 
down. 

Color Conscious. The Queen 
coordinates colored stones with 
her various costumes and even 
with beading and embroidery on 
her elaborate court dresses. She 
is conscious of color in metals, 
too, using gold with beige, chest- 
nut brown, dark mink and wine 
reds; white metals with delicate 
pastel and tulle. 

That TV Flash. The Queen 
has all her “wearing” jewels in 
‘mint condition’’—polished like 


the sun, moon and stars! Even 


However, 
‘revised’ 
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together and almost shoulder 
high. 

Bracelet You Bet! The Queen 
always wears bracelets and al- 
ways takes time to put them on 
the outside of her long kid gloves 


for evening. If she removes 


Queen Mary’s rings, however, 
one of them containing the No. 
9 cut of the Cullinan diamond. 


THERE MAY BE SOME QUESTION 
in your mind about how the 
jewelry industry In America is 


THE QUEEN'S PATTERN: DAYTIME JEWELRY 


. A pearl necklace: on the recent tour she wore fou 
strands of even, medium-sized pearls by day. Once, 
by night, she wore her two magnificent wedding- 
gift strands of large graduated Oriental pearls 
which may be clasped together as one necklace. 
Small pearl knobs surrounded by diamond. bril- 
liants, in her pierced ears. 

A single handsome diamond lapel ornament or 
modest pair of clips. This fall she added her gold 
and diamond maple leaf (gift of City of Toronto 
on 1951 trip) to her beret, and on another small 
hat, a gold clip. 

Always a narrow wristwatch on left wrist; one is 
in gold, another in platinum. 


THE QUEEN'S PATTERN: EVENING JEWELS 


Usually something in her hair: she owns 12 filets, 
bandeaux, tiaras; brought four tiaras, wore three, 
on recent trip. 

Always important earrings, usually pendants. Some 
diamonds in all. 


Talk is centering on necklaces that 
retain shape in contrast to those that 
fall softly. Here’s a semi-rigid v-line, 
with lotus design of diamonds and 
rubies from the Queen’s collection. 


diamonds look as 
though they had been broken 
out, refoiled, the mountings 
highly polished, and the stones 
Don’t forget to remind 


her rose 


Always a necklace, either at base of throat or slight- 
ly longer, sometimes with drop. No chokers. Triple 
strands of diamond brilliants a favorite on this tour. 


reset. 


customers: diamonds look larger 
when they’re clean. 

Fresh as Fern. If you don't 
sell antiques, emphasize the new 
forms which the Queen wears. 
Her frond of diamond fern was 
a Christmas gift from the 
women of New Zealand just a 
few seasons ago. The flame lily 
on the long baguette stem, the 
Alpine rose already mentioned, 
and the big spray of yellow 
wattle or mimosa from Aus- 
tralia are modern pieces. This 
mimosa, by the way, is formed 
of a magnificent collection of 
yellow diamonds. 

Sell Two. The Queen 
clips in pairs, separated at the 
square neckline of a dress and 
together on a jacket collar. One 
set was new: natural-sized bach- 
elor buttons in fringed gold, the 
fringes dusted with small dlia- 
monds, also a pair of large 
baguette buckle-clips worn close 


wore 


/EWELERS' 
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Always one or more diamond bracelets worn out- 
side long gloves. 
5. Always an evening watch bracelet. 


gloves at a banquet, she puts 
them on again before respond- 
ing to a toast or making a 
speech, and to the advantage of 
the whole jewelry industry, she 
carefully replaces the bracelets 
on the outside where they show! 

Full Ring Finger. Like a proud 
girl and happy young wife, the 
Queen always wears her dia- 
mond engagement ring (three- 
‘arat center stone, five side dia- 
monds either side) and her plain 
Welsh gold wedding band. She 
does not wear a quantity of 
fancy rings on official appear- 
ances, the reason suggested be- 
ing that she may have to shake 
hands with a thousand persons. 
Elizabeth cherishes some of 


helped by the public appearance 
of a young Britisher who ob- 
viously, on occasion, wears more 
diamonds than anybody but a 
queen could support. 

And that’s just it! She is a 
queen. Not a queen of fashion, 
not a queen of beauty in the 
boardwalk sense, but a reigning 
sovereign. If you accept the idea 
that “everybody loves a parade’”’ 
and that Americans are just as 
keen as anybody else for the 
fairytale coach and palace 
guards in fur hats, you’ll readily 
admit that Elizabeth is a pic- 
turesque part of the whole 
pageant. 

Best of all, she plays her part 


(please turn page) 
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TO THE QUEEN'S TASTE 


uch evident pleasure. Al- 

h that Coronation gown of 

30 pounds and the 

iv tiara another 10 pounds, 

has dragged them along for 

opening of Parliament in at 

ast three remote parts of the 

Commonwealth. It was reported 

that a little girl in the children’s 

hospital at Washington cried 

tears because she couldn't tell 

which lady was queen — she 
didn’t wear a crown! 


The Crown Jeweler 

The British press gives a lot 
of credit for the Queen’s “dress- 
ing the part” to the Crown 
Jeweler, A. C. Mann. For nearly 
50 years (since 1910) and span- 
ning four reigns, Cecil Mann 
has handled the crown regalia . | | a 

Above left. Dainty thistle brooch, all diamonds. A gift from Masons of 


in and out of the Tower of Lon- the Grand Lodge of Scotland. Above right. Modern brooch, pierced gold, 
don and kept the records on all diamonds and rubies, by Garrard & Co., Ltd., London. 


the personal jewels of four 
queens. He has been decorated 
with the M. V. O., Member of 
the Victorian Order. It is widely 
reported that Mr. Mann pre- 
vailed on the present young 
Queen, when she came to the 
throne, to make use of her vast 
inheritance of jewels going all 
the way back to her great-grand- 
mother, Queen Alexandra. Below left. Feather brooch with natural modeling. Diamonds and sap- 
with phire. By Carrington & Company, Ltd., London. Below right. Lace 
bowknot, a great favorite of Elizabeth’s. Made for Queen Mary in 1893. 
Diamonds and gold. 


Right. Line bracelet of brilliants in square boxes with tiny > 


“buckle” watch: gift of Swiss Federal Council. 


Cecil Mann has been 
Garrard & Co., Ltd., Goldsmiths 
and Crown Jewellers by Ap- 
pointment to Her Majesty, for 
many years. Just before the last 
Coronation, in 1953, Garrard 
merged with the famous Gold- 
smiths and Silversmiths Com- 
pany, Ltd., on Regent Street, but 
in recent years the combined 
firm has assumed the Garrard 
name. A small salon at the right 
of the door as you enter from 
Regent Street is devoted to dis- 
plays of court jewelry and 
American retailers always find 
something of interest there, in- 
cluding a sincere if quietly re- 
strained welcome. If you only 
have time to visit one jewelry 
store in London: don’t miss this 
one. Zee 
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“Fantastic earrings displaying seven fancy 
cuts. Wedding gift from parents. Worn on 
recent tour. 


=. 
Sy 


; 
‘ ‘ ok wry. 
ago 
>. 


“ Diamond rose which unscrews from front of tiara (see JC-K, 
December 1951.) The Queen wore tiara on previous visit, wore rose 
alone on latest journey. 








Diamond brooch (above) pre- 
sented in Ottawa; the ten- 
pointed star from the cap 
badge, Regiment of Canadian 
Guards. Designed and pro- 
duced by Henry Birks & Sons, 
Ltd. 


GIFTS FROM THE JEWELERS 
on recent tour 


Sterling silver wine cup and 
paten (tray for wafer) as 
used in Bruton Parish Church, 
Williamsburg. Given by the 
Jamestown 350th Anniversary 
Commission. 


Silver-mounted riding crop 
and spurs, patterned after 
those of George Washington. 
Presented by City of Wil- 
liamsburg. Matched sets for 
the Queen and Prince Philip 
in handsome inlaid boxes with 
silver fittings. 


Flag brooch: crossed Stars 
and Stripes and the Union 
Jack, in rubies, diamonds, sap- 
phires, platinum. From Mrs. 
Robert F. Wagner, wife of 
New York’s mayor. Also a 
gold, hand-engraved St. Chris- 
topher’s Medal for the Prince. 


Tiffany sterling picture 
frame containing photo of the 
Queen Mother on her visit to 
the Empire State Building, 
1954. A gift to Elizabeth at 
the same spot, 1957. 


Charm bracelet for Princess 
Anne; sterling silver, the 
charm depicting the Empire 
State Building. Also a key 
ring for Prince Charles. Made 
by Tiffany. 











by Dr. Frede rick H. Pough, 


gt Ah consultant for JIC-AK 


Telling the 
public about 


gem stones 


(Part 1) 


“There are 2000 minerals, but only about 20 are 
used in jewelry.” That’s an interest-arousing way 


to begin a talk about gems 


® PEOPLE ARE KEENLY INTERESTED in gems and 
vastly misinformed about them. You will dis- 
cover these truths if you spend a few afternoons 
or evenings as a lecturer before women’s clubs, 
luncheon clubs or church groups. 

The next time you give such a talk, why not 
begin with a short “orientation course” that will 
not only take advantage of the interest but also 
clear up some of the confusion? 

As a prelude, you might mention that there are 
approximately 2000 known minerals. But since 
this statement has a discouraging effect, you 
might add the prompt explanation that only about 
20 are suitable for jewelry use. This contrast 
provokes the inquiry, as is intended: “Why are 
there so few suitable jewelry minerals when so 
many chemical compounds occur naturally in the 
rocks of the earth’s crust?” In answering it, you 
have opportunity to point out the comparative 
rarity of even the commonest gem materials. 

What is the prerequisite of a useful jewelry 
stone? Fundamentally, it must symbolize man’s 
love of beauty for beauty’s sake. Beauty in gem- 
stones has four aspects. One group of stones 
(colorless) may be sought for their brilliance and 
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Beryl crystal of unusual size and perfection, though not 
gemmy. from a crystal-lined pegmatite pocket, associated 
with mica and feldspar. Typical of crystal growth without 
interference, each growing nucleus was free to take what 
it needed from the watery solutions in which it rose. 
(Photo from Inter-Ocean Trade Co... New York) 


fire. Diamond and fabulite are outstanding in 
this respect. A second man-made product, titania, 
also bases its appeal on this combination of prop- 
erties, but combines them with a tint that detracts 
from the beauty it might otherwise show. Color 
less zircon, sapphire, spinel, and topaz can be cut 
into stones with an acceptable brilliance, though 
they lack fire. 

A second group of stones is primarily a colored 
group, but their hue is coupled with an attractiv: 
brilliance. It includes corundum (ruby and sap- 
phire) as well as some garnets and chrysoberyls. 
The beauty in a third group depends more upon 
hue than upon brilliance and consequently such 
stones are usually step cut to bring out their color. 
In this group are the beryls (emerald, aquamarine. 
morganite and golden beryl) and the quartzes 
(amethyst, citrine quartz, cairngorm and greened 
amethyst). Lastly, we have a fourth group with 
no brilliance, the opaque stones, which base their 
appeal on pure color, like turquoise, jade, lapis 
lazuli and the agate-chalcedony family. 


THERE ARE MANY OTHER MINERALS and some 
additional laboratory wonders which are also 


(Please turn page) 
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31 pages of fascinating, informative reading. 
“The Day You Buy a Diamond” tells the story 
of the diamond's origin and significance, gives 
important pointers on choosing a diamond. 

Directed particularly to young people about 
to buy an engagement diamond, it helps you 
promote your diamonds continuously in this 
ever-changing market. Jewelers say its one of 
the best selling aids they ve ever used. 

Order an ample supply and keep this booklet 


working for you. Use it for bill enclosures. Have 


This 
informative 
diamond 
booklet 


promotes 
your 
diamonds 


helps 
you make 


sales 


Order a supply now... 
for mailing... 
for counter giveaways 


stacks on your counters for prospective cus- 
tomers. Plan special mailings to young people 
... high school and college seniors and club 


Sroups, for instance. 


Cost is $7 per hundred. For your imprint. 
add $3.50 for first hundred and $1.25 for each 
additional hundred. Order from Diamond Pro- 
motion Dept.. The Reuben H. Donnelley Corp.., 
230 East Sandford Blvd... Mt. Vernon. N. Y. 


Please enclose check or money order. 


Tie an with the National Diamond Promotion 
—keep diamond sales coming your way 


De Beers Consolidated Mines, Ltd. 
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flfred Heuberg of Inter-Ocean Trade 
Co.. New York. examines beryl crystals 
in matrix. part of an outstanding group 
collected in a crystallized pocket in Bra- 
silian pegmatite by a mica miner. Such 
perfect form is possible only when crys- 
tals are free to grow in open cavities, 
filled only with watery solutions that 


supply the necessary elements. 


TELLING THE PUBLIC (continued) 

clear and possessed of high refractive indices. 
Some intensely colored natural compounds bring 
high prices as mineral specimens but, beautiful 


as they are, they seldom appear in jewelry. Many 
are ore minerals, natural compounds taken from 
the earth with the intent of extracting their metal 
component. Sulphur comes in lovely clear yellow 
crystals; cerussite, lead carbonate, can be clear 
and colorless with a refractive index as high as 
zircon; and chalcanthite, copper sulphate, has the 
blue of a Kodachrome sky. None appears as a 
gem. Sulphur can be tested by holding a crysta! 
to the ear and listening to its destruction, for the 
heat of the fingers supplies a temperature change 
that is enough to make it crack. Chaicanthite, 
blue vitriol, will promptly dissolve to a poisonous 
solution in water, while in cabinets the specimens 
may lose to dry air some of the water they con- 
tain, and crumble to dust. Glass-clear cerussit: 
is cut into brilliants by skillful amateurs who like 
to facet anything clear enough to make a stone 
that will look like a gem; but such stones wouldn't 
last long in a ring. 


DURABILITY AS WELL AS BEAUTY, then, is a re- 
quirement in any mineral that is to serve as a gem 
stone. In general this means hardness, but 
related to it is a lack of brittleness, a positive re- 
sistance to impact. Titania and zircons are rea- 
sonably hard, but they chip more readily than 
some other substances which prove to be no 
harder in a sclerometer test. Ease of chipping can 
also vary from stone to stone within a mineral 
group; an emerald fractures much more easily 
than its blue counterpart, the aquamarine. The 
requirement of durability probably eliminates 
more otherwise attractive minerals than does the 
rarity of gem quality. 


RARITY IS ANOTHER FACTOR in determining 
which minerals will appear in jewelry. But 
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rarity is a relative term. True rarity is not de- 
sired, and in any case jewelry stones obey the 
law of supply and demand. The average person 
thinks of diamonds as rare, but half a ton of gem 
diamonds as an annual production and consump- 
tion (supplemented by three and a half tons of 
industrial quality stones) makes diamond far 
from the rarest stone to be found in jewelry. Yet 
the market is hardly glutted with diamonds. 

So our conception of rarity must be qualified 
by a consideration of the stone’s popularity; a 
stone must be rare enough to be wanted by more 
people than can have it. From the practical 
standpoint, to be a good item for the jeweler, it 
must be common enough to be available, as dia- 
monds are, to all those who have the price asked. 
There just don’t happen to be many people who 
want euclases and syhenes. It’s just as well that 
this is the case, for a large demand could not be 
satisfied anyway, and very little rent would be 
paid by the profits on sales. 


THESE THREE REQUIREMENTS, beauty, durability 
and relative rarity, reduce our potential of 2000 
mineral varicties to 1 per cent of that numher, or 
about 20. This is a nice low number, a limited 
series, each of which can be differentiated and 
tagged by one or two non-destructive tests. How- 
ever, in a minerological census, these 20 are fairly 
common minerals, and all the really important 
ones were known to the Greeks. Their mineral 
names, which are not suffixed with the monoton- 
ous “ite” of modern minerals, indicate their 
archaic importance. Many of the remaining 1980 
minerals are of very restricted occurrence; places 
where they are found are few indeed. 

Gem beauty often demands flawless clarity in 
the rough, and unusual conditions in Nature are 
required to produce and to preserve this quality 
until the stone comes into man’s hands. 

Conditions of crystal formation are, percent- 


") 


(please turn to page 113) 
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Winner of “Diamonds, U.S.A.” Award for outstanding achievement in Jewelry Design. 


DIAMOND PLATINUM 


Braet 


= by Raymond Abraharts 


A truly outstanding collection of 
superb diamond platinum 
bracelets . . . offering a wide 
range of prices to meet your 
special requirements. Bracelets 
illustrated priced from $750 
to $15,000 Keystone. Available on 


consignment to responsible jewelers. 


- woontl 
Gusta 


551 Fifth Avenue, New York 17, N. Y. 
Phone — MUrray Hill 7-0457 


For prompt attention please address inquiries Dept. K-59 
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by Rdward Vi ong, Chinese Jade Corp. 


Be sure it’s really fine jade! 


It’s easy to color junk jade to look like 


top quality. Here’s how you can tell which is which 


® SOME ARTIFICIALLY COLORED JADES, recently sold 
in this country as “dyed,” “colored” and “treated”’ 
jade, caused much confusion to jewelers and 
stone dealers. 

The material of the treated jades is a cheap 
grayish white jade which has been treated to a 
uniform bright green resembling fine jade. When 
they first appeared on the market, terms such as 
“genuine jadeite,” “Jewel Jade,” or “jadeite of 
fine green color’’ were misleading to many jewel- 
ers who were not informed that this jade was 
artificially colored and that the color fades. 


In view of this situation, we feel that people 
in the trade should have practical information to 
help them distinguish the treated jade from jade 
of natural color. 

Upon close study of a treated jade, we found 
that the uniform green color is formed by tiny 
specks of green all over the stone. Robert Crown- 
ingshield, director of the Gem Trade Laboratory 
in New York, aptly described this green as being 
distributed in fine fissures or minute fractures. 
If the treated jade is fairly translucent, the tiny 
fractures are more apparent when the stone is 
held up to the light. In spotting the treated jades, 
this speckled formation is a helpful guiding post. 
Another testing instrument used by the Gem 
Trade Laboratory is the spectroscope. Experi- 
ments with treated and untreated material have 
revealed important differences between their 
absorption spectra (this was reported in the 
Gemological Institute of America’s publication, 
The Loupe, in the November-December, 1956, 
issue). 


MAKERS OF TREATED JADES have more recently 
been trying to effect a more natural appearance 
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by coloring the jades unevenly. We have seen 
jade band rings and bangle bracelets of whitish 
light green jade with spots of bright green. Upon 
examining the bright green areas, we found the 
same speckled formation found in the othe 
treated jades, which indicated to us that the 
bright green color was not a natural color. 

The Gem Trade Laboratory detected a piece 
of white jade treated to a purple color. We should 
all be on the lookout for treated jades in other 
colors and styles. 

In many of our experiments we were able to 
remove the color of the treated jades. Besides our 
boric acid, alum and alcohol tests which were 
printed in The Loupe (January-February, 1957), 
we heated a piece of treated jade over an alcohol 
lamp. After five minutes it turned gray. 

The procedure used in other interesting experi- 
ments consisted in having a piece of plain oval 
cabochon treated jade cut into four equal parts. 
One part was always kept as a control so that we 
would have a basis for comparison. The other 
three sections would be used in different tests. 
At the end we could compare each section with 
the control piece. 

One section, left outside of a New York window 
last February, faded in 14 days to a pale yellow. 
Placed under a 60-watt bulb (14 inch away), 
another section faded to a pale yellowish green 
in seven hours. Under a 40-watt bulb (14 inch 
away) for four hours, the remaining section be- 
came several shades lighter. 

We were surprised to discover how quickly the 
treated jades faded when placed under a light 
bulb. Anyone who wants quickly to test a piece 
of jade can simply place it close to a 100-watt 
light bulb, and in a few hours he will know 

(Please turn to page 84) 
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The trend is to Winston! 


§ a al—ig—t- ie alom el —34(—-1 an -1e] 0) ge1—- m5 (eo) am (ele)-i—mell-laalelalel— 
in quantities than Harry Winston, Inc. From the 
We) dle twa l- 1a e|—1-) aell-lealelalem ial 4—10)(e)a'sme1e) an igelegmelelaneh ae 
'ge@)0lel arm 40) 10 laal—m ol0h'4—-1a-milalem- Wl ele)aa)e)i-1(—-m-1-1(-leitlela 
eo} an ial -1i am —)'4-1 8 '20l-) am el -1-1 0 |- ee onl ie elal-laleil-i-le 


com ial—iis advantage. 


| Mrolol-1-mm Ol r-laslelalo mm OIA Al-jlela| 
HARRY WINSTON, INC. 









rare jewels of the world 


PARRY WINSTON, 


7 EAST 51st STREET, NEW YORK 


OFFICES IN: CHICAGO - OKLAHOMA CITY - LOS ANGELES 
GENEVA, SWITZERLAND 














Hat Parade Winners Listed 
By Charleroi Goodwill Club 


os ant & 


Burglery Geng |s 
ew Sentenced By Morrow 


Senies eee ee ee DONT GO AT IT 
Tze See . BLINDFOLDED! 

Good Watches are not found at Bargain Counters 
Buy Your Watch At 





There wasn’t much space left for 





Geymout’s 





editorial matter on this newspaper 





Cactuseerty iovied goad 
fdiec case 


wrlow @ ete Be ® - : . - “ 
a expensne bracetet. $34.39 FT) , was - ame —~ - ' A very, very important factor 
Consider ‘ eiltiians ; 
to consider when purchasing 
t ng o Cc 1} ] . e . ¢ . . 7 
SERVICE pet gatas emp + i page after the three ads of Sey- 
as a fine watch. If we can't 
° ad e guarantee it, we won't sell it. 
Yes, we'll always service what 
we sell, 








mour’s Jewelers, Charleroi, Pa., 


Consider Noah Webster defines quality 
QUALITY as: “Ch arac ter, moral trait, 
leg ’ You don’t buy a pig- 
n-a-poke when you invest in 
P ; 
°° SS were placed. Seymour’s is a large 

) pride of ownership, and we e 
pride ourselves in carrying some 
of the finest watch brands known. 
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Honored At DEPENDABILITY jon't buy every day. Choose yours 
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A one-two-three ad punch 


® NOT CONTENT with one ad, Seymour’s Jewelers its size but also because of its novel approach: 
placed three on one page in the New Charleroi “DON’T GO AT IT BLINDFOLDED! Good 
watches are not found at bargain counters. Buy 
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Shopper. 

A two-column 71-inch insertion featured your watch at Seymour’s. 
Longines-Wittnauer watches; a three-column 6- The copy goes on to discuss service, quality and 
inch insertion featured Sunbeam home appli- dependability. It concludes with this timely 
ances; and a_ half-page insertion featured warning: “Be duly skeptical about ‘slashed watch 
watches, with a number of brand names listed. values,’ ‘half-price sales,’ wholesale discounts. 

This latter ad is striking not only because of There’s always a reason!” Zae 
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, The new 
* Full View” 


mountings 
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Patent Pending 
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Typical of Tessler & Weiss is its ability to anticipate 
the needs of the market — to design new mountings 
with features and styling that assure sales success at 
the diamond counter. That is one reason why leading 
wholesalers have learned to depend as much upon 
the TIMING of the Tessler & Weiss line as upon the 


high quality of its product. 


Your wholesaler and only your 
wholesaler can offer you... 


Tesster & Weiss mountings! 






























a 




















Tessler & Weiss inc. 
2389 Vaux Hall Road, Union, New Jersey 


Rings entlors: 
to show de’: | 






The jeweler: 

the low man on 
the totem pole 
of believability 


by G. H. Niemeyer 


® AT DUQUESNE UNIVERSITY a recent study of 
advertising shows that jewelry was 10th, the 
lowest on the list for credibility. 

Also, the Watchmakers of Switzerland just 
completed a survey of 3,000 families in the United 
States which showed that retail jewelers ranked 
below druggists, department stores, shoe repair- 
men and grocers in the feeling of confidence they 
inspired. 

These findings reflect on all jewelers. 

For generations, our industry was highly re- 
spected; now the confidence is being destroyed 
because of the irresponsibility of some opportun- 
ists who have no regard for integrity or reputa- 
tion. 

— These are the facts. What is being done’? 
man of the Jewelers Vigilance . me é . : 

The Jewelers Vigilance Committee with cooper- 
ation of other trade organizations has been 
largely responsible for the recent establishment 
of higher standards and more rigid regulations. 
We also check and try to stop false advertising 
and misrepresentations. 

But a better job can be done if all jewelers 
right on the ground will help. 

Jewelers throughout the country, particularly 
retailers, should send copies of advertising and 
other facts to the Jewelers Vigilance Committee 
with regard to schemes or practices which seem 
to be false or misrepresent. Accompanying letters 
should give detailed information which will be 
held in strict confidence. 

We need additional funds to carry on more 
intensive work. The Jewelers Vigilance Com- 
mittee is supported solely by voluntary contribu- 
tions. Our Committee must have the cooperation 
and financial help of our entire industry to do 
a more effective job. If you do not now support 
us morally and financially, you should do so by 
watching for false advertising and by sending 
a contribution to: The Jewelers Vigilance Com- 
mittee, 15 W. 44th St., New York 36, N. Y. @@@ 


G. H. Niemeyer (above) is chair- 





Committee. This organization, “the 
conscience of the industry,” needs 
your help—and your money—to 


fight evil advertising 
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A JC-K aid to selling fine JEWELRY 


by 
JACK 
HARRITON 


[lf winter comes, 
spring can be 
gaily heralded 

in these new 
scatter-pin designs 
with burgeoning 


floral sprays 


Original creations designed exclusively for THE JEWELERS’ CIRCULAR-KEYSTONE 


The first visible evidence of the birth of any piece of which can be cut out and assembled in a folder. This 
custom-made jewelry is the sketch, which serves to define collection of material should be kept handy for consulta- 
the wishes and needs of the prospective purchaser and the tions with any special order prospect. With these, the 
recipient. To assist in the development of such sketches jeweler can quickly determine the kind of piece and 


and business—JC-K presents each month, these plates. the type of design which will appeal to the customer. 





ee 


OE 
ee 5 Rogar ae £3 ™ 


DIAMONDS 


F merald Cut 
and Marquise 


STAR SAPPHIRES 


RUBIES-EMERALDS+STAR RUBIES 
SAPPHIRES - PEARLS + CAT'S EYES 


We have a large stock of Precious Stones, 
mounted and unmounted from which to make 
your selection. Let us cooperate with you on 
your special calls. 


We are always interested in purchasing estates —or 
jewels which your customers submit to you for sale. 


JEROME RICHHEIMER 


608 Filth Avenue New York 20, N.Y. 


Phone Circle 5-5673 












2qdV0MAI\ 


———— 











~——y +I’S UP TO YOU... Expert diamond knowledge impresses custom- 


A % ah Dest tte oy ca , e 
GE erm ers. When you know what vou are talking about you make the sale. 
<<< . ———— oungy , > . . P @ 
- — Che GIA Diamond Training Certificate spells new confidence, new 
\ atte prestige. Our Diamond Training Program in buying, grading, 


| appraising and selling gives you this expert knowledge and the man 





DIAMOND CERTIFICATE COming in could pay for your training. 


Now! Write for details on one-course diamond program! 
GEMOLOGICAL INSTITUTE OF AMERICA *+ 11942 San Vicente Bivd., Los Angeles 49, Calif. 
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know the fashion trends? 
what they can say in... 


of the customer. 


his sales. 








Do your extra holiday salespeople 


| SELLING CHRISTMAS JEWELRY 


by Jerry Gewirtz 
JC-K Fashion Consultant 


® A LOT OF FASHION-CONSCIOUS gift-shoppers will 
visit your store between now and Christmas Eve. 
Many of them will be asking: “‘What’s 
Will that question stump your extra sales- 
people? No seasonal helper can possibly absorb 
the whole story of fashion trends. 
acquire enough information to win the interest 
After that, 
through with some common-sense remarks about 
the beauty or romance of the particular item. 
Below we have assembled some basic fashion 
facts about new jewelry. 
can use them in talking with customers. The sug- 
gestions will give him confidence and improve 


Here’s 


999 


new : 


But he can 


he can follow 


The novice salesman 














WHAT'S NEW 
in diamonds ? 


tell 


Elegance in this year’s clothes has 
influenced new diamond jewelry. 
Many jewelry designs borrow from 
nature. Outlines have romantic 
curves rather than the _ sharp 
angles. Yellow gold is spectacu- 
larly good for diamond settings. 
Though traditional diamond cuts 
continue popular, baguettes are 
widely used, as flower stems, for 
example. The Queen’s visit and 
her preference for floral motifs 
had a strong bearing on new pin 
patterns. 


then sell 


1. Flower jewelry. 

2. Diamonds set in 
yellow gold. 

3. New designs, which are 
the fashion for 1958 
and will be “classic” 
later on. 


in diamond 
engagement rings ? 


tell 


Most likely you won’t get near this 
section if you’re a holiday helper, 
but if you do, bear these thoughts 
in mind. Preference today is for 
simple elegance, tailored design 
and restraint in ornamentation. 
Some clusters are enjoying favor, 
but they, too, are restrained. 


then sell 


Less ornate mountings. 
2. Textured but simple 
gold designs on wedding 
bands. 
. Gem-on-gem (cluster 
look) mounting for 
the customer who wants 
more for less. 


in colored 
Stone rings ? 


tell 


“Elegant conservatism” is the 
trend. This means large rings, 





but in simple, conservative mount- 
ings. Large single stones (as in 
the Forties) are still good. Clus- 
ters of small stones, set in dome- 
shaped rings, proclaim the 
mantic Renaissance. Newest cuts 
in stones are hexagonal and tri- 
angular. Newest way to wear rings 
is in clusters—several different 
rings on one finger (use this style 
concept for 


Ro- 


plus sale where he 
says she already owns a ring). 
Men’s rings are massive in size 
and tailored in trim. Rubies and 
sapphires tie in with popular 
ready-to-wear colors. New en- 
sembles rings matched to 
brooches for the woman and rings 


matched to cuff links for the man. 


have 


then sell 


Elegantly-cut colored 
stones in simple 
mountings 
Large single-stone 
ring for ladies. 
Idea of wearing as 
many as three rings 
on one finger. 
Very simple mountings 
for men. 
Birthstone rings. 
Remember the 12-month 
lineup: 
January-Garnet 
February-Amethyst 
March-Aquamarine or 
bloodstone 
April-Diamond 
May-Emerald 
June-Pearl, alexandrite 
or moonstone 
July-Ruby 
August-Peridot or 
sardonyx 
September-Sapphire 
October-Opal or 
tourmaline 
November-Topaz 
December-Turquoise or 
zircon 


in gold jewelry ? 


tell 


) Italian finish (brushed gold) still 





! (please turn to page 80) 
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Originally established 1866 





Kahn~« Jacobson, |nc. 
DIAMONDS 


608 Fifth Avenue, New York 20, N. Y. 







Formerly 







L. & M. Kahn & Co. 
and Telephone: ClIrcle 5-4313 
. 32/34 Holborn Viaduct, London 
Jacobson Bros. Diamond Corp. Cable Address: “Redlace” New York 
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uttons 


For sheer luxury there’s noth- 
ing to equal these beautiful 
buttons, set with flawless dia- 
monds. They’re platinum and 
platinum faced and all are 
fashioned with that attention 
to detail that marks expert 
Wefferling, Berry & Co. 
craftsmanship. 


Wreerreeuine Berry & | Fine Cmllematic Sewely 


MEMBER AMERICAN GEM SOCIETY 8 ROSE STREET, NEWARK 8. N. J. 
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SELLING CHRISTMAS JEWELRY (from page 78) 


boasts the Midas touch. Pearls, 
emeralds and diamonds add luster 
to the sales picture in karat-gold 
jewelry. Earrings are still the big- 
gest volume number. Eighteen 
karat gold jewelry, especially pins 
and earrings, grows in sales im- 
portance. Wide tailored bracelet 
or colored-stone bangles are most 
popular. 

Men’s jewelry, especially cuff 
links, often has a white finish— 
sapphires ornamenting white gold 
are excellent. There’s been a style 
shift in charms. Picture charms 
and lockets are presently winning 
top favor. Novelty jewelry is good 
for teens. (Example would be the 
“IT Love You” bracelet.) 


then sell 


Earrings set with 
pearls, diamonds. 
Karat goods in 18k 
gold, preferably in 
the Italian finish. 
Personalized charms 
such as lockets. 
Wide tailored or 
colored-stone bangle 
bracelets. 

Pins and earrings 
that retail between 
$150 and $250 (for 
volume. ) 


in costume jewelry ? 
tell 


Jewel colors (sapphire blue, gar- 
net red, emerald green) are vitally 
important in ready-to-wear and 
invite jewelry of the same color. 
Clothes, particularly blouses, have 
necklines either in deep “v” for 
long strand necklaces, or off-the- 
shoulder for many-strand bibs. 
Chanel suits (casual, open-in- 
front jackets) and that same de- 
signer’s 20-inch bead necklaces 
make fashion headlines. Evening 
costumes are long. They need glit- 
tering chains that hang low to 
complement the neck-to-ankle look 
of the dress. Multiple bracelets 
are in style. Big bulky earrings 
(button type) are popular, and 
show out below the soft waves of 
hair that almost cover the ear. 
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Long drops are good for dress-up. 
Wide lapels on coats have room 
for several pins. Stand-away col- 
lars in all costumes have influ- 
enced a revival of the dog collar. 
but such collars sit lower on the 
neck, actually rimming the throat. 
Florentine—brushed—finish and 
heraldic-inspired jewelry are tops 
in tailored. 


then sell 


Bibs (as many as five 
strands) in different 
tones of one jewel 
color. 

Long bead, pearl or 
chain ropes, as long 
as 20 inches. 
Throat-rimming neck- 
laces (called “cut” 
collars by one fashion 
magazine.) 

Big button earrings for 
day; dramatic drops for 
night. 

Florentine finish 

in tailored ensemble 


in men’s fashion 
jewelry ? 


tell 


Clothes continue relatively con- 
servative with drama frequently 
achieved through unusual acces- 
sorizing. Jewelry most likely to 
please this Christmas will be sets 
with unusual stones or novelty de- 
signs. Jewelry boxes have become 
as mucha necessity for Him as for 
Her. Kits, metal belts, giant-sized 
shoe horns are excellent for the 
woman who isn’t certain what to 
get for her man. Airy detail in 
jewelry and new pastel-colored 
stones look right with the current 
colors in men’s apparel—medium 
grays, tans, and for evening, Ox- 
ford gray and blue. Unusual new 
stones also are popular now for 
studs and formal] links. 


then sell 


1. Sets with gemstones 
(frequently in new 
shapes.) 
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Novelty designs in 
tailored styles. 
Jewel boxes. 
Related items such 
as belts. 


in watches ? 
tell 


Round contours are 
year for both men and 
Crowns in men’s watches are fre- 
quently recessed. All watches for 
men and women are thinner and 
generally smaller in diameter. 
Gimmicks are not too important 
except where function is actually 
involved. Ladies’ diamond models 
are always top sales-getters dur- 
ing the holidays. Six-ligne move- 
ments in ladies’ watches are gain- 
ing in style significance. Floren- 
tine finish is popular in watches, 


first this 
women. 


too. 


then sell 


. Thin, round self- 
wind (waterproof ) 
for men. 
Petite, usually 
round watch for 
ladies. 
Diamond-set or 
jewel crystal model for 
women. 


in watch attachments ? 
tell 


Attachments follow the trends 
in watches. They’re thinner and 
more delicate to harmonize with 
very feminine ladies’ models. 
Men’s models are generally con- 
servative in design like men’s 
watches and men’s apparel. 


then sell 


Thinner attachments 
for men. 

Delicate, very 
feminine style for 
ladies. 

New technical inno- 
vations that allow 
greater flexibility 

in expansion bracelets. SSS 
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STERLING PHOTO FRAMES 


Designed for 


a” 8g GRANDPARENTS 
$25 


to frame Grandchildren 





STERLING SILVER 





@ RED SILK 
VELVET BACKS 





HOLDS | TO 5 PHOTOS 





@ 2!/." BY 3" SIZE 





@ READY FOR IMMEDIATE 
CHRISTMAS DELIVERY 


-_ ——=  E~SC—~=««~é~PRRIICCES:- KEYSTONE, 
, ie TAX INCLUDED 








\ yy di @ CATALOG ON REQUEST 


GRAFF, WASHBOURNE & DUNN, Silversmiths 
1758 W. Forest Ave....... Engiewood, ON. J. 















A MERRY CHRISTMAS 
AND 


A HAPPY NEW YEAR 














CHURCH & COMPANY 
Manufacturing Jewelers 
2 Garden Street, Newark 5, New Jersey 








Trade Mark Registered in #-# 
United States and Canada 





a bridal consultant builds 


bigger wedding sales 


(Continued from page 49) 

sheet. On this sheet her selections of silver, china 
and crystal are recorded, together with a running 
inventory of her purchases and the purchases of 
her family and friends. This is an excellent way 
to prevent duplicate gifts. It allows the bride and 
others to see just what she is getting, what she 
prefers. It also safeguards the store against re- 
turned merchandise. 

Mrs. Anderson said, “I knew one gir! who re- 
ceived seven lazy Susans. A registration sheet 
would have prevented such a horrible tragedy.” 


THE YOUNG COUPLES consult with her on invita- 
tions. She contacts a photographer, a good can- 
did-camera man, and together they map out a 
routine for taking pictures. She arranges for 
flowers, and does the table settings. She attends 
every rehearsal and every wedding ceremony. 

“A bridal consultant must be prepared for any 
emergency. She must remain cool, calm and col- 
lected through the worst emotional storms,” Mrs. 
Anderson said. “For instance, mothers (and 
sometimes fathers) have a habit of fainting at 
weddings. I always keep smelling salts handy.” 

Mrs. Anderson has an emergency kit which 
she carries as a matter of course to all functions. 


A smiling bride thanks Mrs. Anderson for her help. She 
leaves P. A. Freeman’s with a feeling of confidence and 
pride that her wedding will be all she expects it to be 
and more. Also Mrs. Anderson has established a lifelong 
friend and customer. 
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In it are smelling salts, sewing kit, make-up kit, 
scissors, tweezers, band aids, pen and pencil, extra 
place cards, and Kleenex. She has discovered that 
they are necessary items at all weddings. Neces- 
sary for taking thorns from fingers to wiping the 
collars of perspiring ushers. “Don’t take these 
services lightly,” she cautioned. “These little 
favors are remembered. /’m remembered and 
consequently Freeman’s is remembered when the 
bride tells other friends who are planning to be 
married.” 


MRS. ANDERSON is kindly, attractive, intelligent. 
Above all, she has a sense of humor and can get 
along with people. She knows her merchandise, 
and is expert at table setting and flower arrange- 
ments. Most of her knowledge she acquired by 
being hostess in her parents’ home, and, of course, 
in her own home (her husband is a professor at 
Lehigh University). She studied home economics 
at Oxford University. She acquired her know-how 
in business from reading and observing. 

Her job has no definite hours. At times she may 
be asked to visit a home in the evening to talk 
over arrangements. She often has to attend re- 
hearsals at night, and wedding ceremonies on any 
day of the week. She has gained a knowledge of 
the different traditions of each faith. “I feel that 
my knowing the various traditions helps me bet- 
ter perform my duties, and I don’t offend any- 
one,” 

Mrs. Anderson also lectures extensively. This 
is good advertising, of course. It encourages peo- 
ple to use such a service, by making them realize 
the convenience of it. The only other advertising 
Freeman’s have found necessary is a spring an- 
nouncement, mentioning the bridal service. 

At first Mrs. Anderson felt a little shaky in the 
job, afraid that she wouldn’t be good enough or 
know all the answers. But experience has taught 
her all she needs to know—and Freeman’s sales 
volume has steadily grown. 

The china room has been enlarged and re- 
decorated several times. 

A new room specifically for brides has been 
added. 

An assistant has been hired, as bridal registrar. 

And—most significant of all—a large depart- 
ment store nearby decided that it couldn’t com- 
pete against Mrs. Anderson. So it closed its own 
bridal department! Zea 
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RARE OPPORTUNITY FOR TWO 














Personable, Aggressive and Experienced Salesmen to call 
on Retail Jewelers and Department Stores in two Long 
and Well Established Territories with America’s Finest 
and Best Known Cultured Pear! Line. 

Territory +1—Georgia, North Carolina, South Carolina, 
Alabama, Mississippi, Florida. 

Territory +2—Southern California & Arizona. 


Tremendous Earning Potentials for the Men who can 
Qualify. 


ADDRESS l1., 3492, CARE OF JCK 
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We look forward 
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the coming year and 
wish to extend seasons 


greetings and best se 
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wishes for the New Year. 
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“OUR FAIR NAME IS YOUR GREAT ASSET” 


John J. Courtney & Co., Inc. 
452 Fifth Avenue, New York 18, N.Y. Wisconsin 7-8808 





JADE (continued from page 70) 
whether it is a treated or a natural-color jade. 
The brightness of the light, the degree of heat 
and the darkness of the treated jade are factors 
determining the fading time. 

Upon exposure to the Arizona sun, the treated 
jades faded in a short time. Left in a glass Jar 
for ten days, one piece faded to a yellowish gray, 
proving that it would fade if placed on display 
in a sunny window. 


THE MOST IMPORTANT EXPERIMENT Was testing 
the fading of treated jades under normal wear- 
ing conditions. We used two matching pieces. 
One was kept in the safe as a control, the other 
was mounted in a ring and was worn by the 
young lady in our office. After two months the 
mounted jade grew considerably duller. After 
four months the color turned from green to blue 
with a grayish tinge. This test proves without 
question that the treated jades will fade under 
normal wearing conditions. 

In all our tests, we kept a matching piece of 
treated jade as a control so that we would have 
a basis of comparison. Also in our tests a piece 
of natural color jade was always used and sub- 
jected to the same treatments, and none of the 
natural-color stones faded. 

We are indebted to Mr. Crowningshield and 
the staff at the Gemological Institute of America 
for their guidance in our experiments. They did 
a wonderful service in informing the trade about 
the treated jades in their articles published in 
issues No. 6 and 7 of Volume VIII in The Loupe. 

The jewelry trade is also grateful to THE 
JEWELERS’ CIRCULAR-KEYSTONE for alerting the 
trade. Warning about this deceptive material 
Was given in the February, 1957, issue; and in 
April, 1957, Dr. Frederick H. Pough, gem con- 
sultant for JC-K, described and gave information 
about the treated jades. 


FROM THE EARLIEST TIMES the Chinese have 
prized jade above all other stones. It is to them 
the most precious of all gems. They attributed 
powers safeguarding health and happiness to 
jade. Jade is always used as an heirloom and it 
is the most cherished gift from a loved one. It 
is also believed that when you have worn a jade 
for a long time it becomes a part of you; and in 
giving jade to the one you love, you are actually 
giving part of yourself. 

The natural-color jade will not fade. Its beauty 
will grow with the rich memories it carries. Ac- 
cording to the Chinese, if the color fades—which 
could only happen in a treated jade—it is an 
omen foreboding doom and disaster. Zee 
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Directory of Trade Associations 


NATIONAL 


Names given in each case are those of president and secretary 
unless indicated otherwise 


American Gem 8 Snow KR. Gerber, Bramley & Co., Inc., 199 Main St., White 
+ iins } ed L. Woodil] merican Gem Soci 3142 W ishire Bivd., 

aitt 

amor sie imp Association, ine.—Edward L: mbeck, 47 W. 47th St 

rk 36, } loyd V. Lassner, 10 W. 47th St.. N ork 36 4 

American Watch Stanutasturers Association— Arthur B. | Sinkler. Harnilton ‘Watch Co 

ancaster, Pa.; Albert Mae C sarnes, 25 Broadway, New York Y , 
American att oa “% Samuel W. Anderson, 1700 K. St.. nN W., Wash- 
1 6 illiam H. Fox, Exec. Se 9 Broadws e O J. & | 

Aancctate Jewelers, Ine.—Julian Baden, Baden & ene Ge 1h we ‘eth St... ‘ ie 
Sc" N 19, N. Y.; = D. Fishman, 8S. & D. Jewelry Mfg. Co., Inc., 106 Fulton 
St New York 38 ; , . 

Canadian " Jewellers Fe James C. Grier, Parker Pen Co., Ltd., Green Belt 
yrive, Don Mills, Ontario; Raymond P. Brown. G J General Manager be 
Richmond St.. W. Toronto 1, Canada , | 

Clock Asee mblers & Importers Association, Ine Samuel J. Kaufman, Semca Clock 

sf) pevane P lace, oo rk; Joseph Flun secretary -tre usurer, Florn Co., 
adway New ork 

Clock ° ‘Wateh. Mfg. eM a, of America-—(. E. Somers. Jr.. Seth Thomas Clocks 

tertown, Conn *hilip Horwith, Washingt 1 ¢ ) 

Costume ‘Jowelry Board of Trade sernard Freese, 195 William St New York; Sid 

enberg, Exec. Secy 03 Fifth Ave., New York 16. N. ¥ 

ee Council of America—Mort Abelson, 857 Broad St.. Newark 2. N. J.: William 
Wagner, Exec ir., 545 Fifth Ave., New York 17 oo i ) 

Diamond Dealers Club—Max Jellinek, 36 W. 47th _&@ New York 36, N. Y.: Alber 
1 Lubin, Exee. Secy 15 W. 47th St., New York 36. N. _ ia 

Diamond Manufacturers & importers Association of America —Stephen W. Hoffman, 589 
ey Ave New York 17, N. Y¥.; Ethel M. Friedman. Exe Secy., 342 Madison 

New York 17. N. ¥ ati 

Educational Jewelry Manufacturers Association—Robert G Packer Dieges & Clust 

2 Jt ‘ 


New 


Public St., — lence, R. I.; Walter J. Keeley, Exec. Secy., Lipper. Shinn 
& Keeley, 41 E ind St.. New York 17. N. \¥ = sheets 
Fountain Pen and itashentent Pencil Manufacturers Association—Charles K Lovejoy 
~ a a Inc., a Houston, N. E., Atlanta 2, Ga.; Frank L. King, Exec V P 
1126 G. St W Washington 5 > ¢€ ; , 
Gemotoaical institute of ee Ric ‘hard T. Liddicoat, Jr., Dir., 11949 San Vicente 
Bivd., Los Angeles 49, Calif.; Dorethy J. Smith, Exec, Secy., 11940 San Vicente 


B a Los Angeles 49 Calif 

Horological Institute of America—Richard W. Slaugh. Hamilton Watch Co Lancaster 
*a.; Arthur F. Beck, Exec. See., Arcade Building, Melbourne. Fla 

Industrial Diamond Association of America— Willard | Huber Diamond Tool Re- 


a 
earch Ce.,. Ine ‘80 2nd Ave New York 10, N. Y.: Margaret J. McGinnis 
Exec. Mgr., Box 175, Pompton Plains, N. J 
Jewelers Board of Trade—William FE. Smith, Irons & Russell ( Inc., 95 Chestnut 
St Providence 3, R. I.: Vincent F. Chapmar 4113 Turks Head Building 


Providence 3, R 

Jewelers Security Alliance—Walter Bitelhach. 607 Sth Avw New York 17, N. Y 
Richard (. Murphy, Exec. Secy., 535 Fifth Ave.. New York 17. N. ¥__ 

Jewelers “— Committee 4+. H. Niemeyer, Chm., 15 W. 44th St New York 

Y I Irving Grinberg ( cnn y j itl “t Ne c 

Re y g Ex V l W 14 = sew York 

Jewelry oa Association, Inc Sydney C. Davidson, Davidson & Sons Jewelry Co.. 
il 20 W. 47th St., New York 36, N. Y.: Henry L. Sperling. Exec. Seev 2n 
Ww 17th St New York 36. N. ¥ 

Jewelry industry Council—Walter B. Jaccard. Chm Jaccard Jewelry Corp., 1017 
Walnut St., Kansas City 6, Mo.;: Albert E. Haase. Pres., 608 Fifth Ave... New 
York 20, N. ¥ 

Jewelry industry Tax Committee—Oliver A Jenkins, Chm 34 W. Forsyth St 
lacksonville Fla. ; fernard N. Burnstine, Exee. V. Chm 900 F St Vv WwW 
Washington. TD 

Machine Chain Manufacturers Association—Fred Kilguss. Excell Mfg. Co 45 
Richmond St., Providence, R ; George Souza, Atlas Chain Co 75 Eagle 

' Providence 9. R_ TI 

Manufacturing Jewelers Sales Association—Joseph Lavan, Superb Case Mfg Co., 106 
Manton Ave., Providence 9, R. I.; Kenneth E. Randall. Rim Jewelry Mfg. Co 
146 Valley St., Providence 9. R. I 

Manufacturing Jewelers & Silversmiths of America, Inc Isadore Paisner. Brier Mfg 


n 


o., Providence, R - George R. Frankovich, Exec. Secs 207-211 Sheraton- 
Biltmore Hotel, Providence 2, R. 1 
Metal Piadines Stemutectuvers Association— John Carrol, Lorac Co., 97 Johnson 
Providence 5: Ben Cate, Jr., Samuel Moore & Co., 301 Fr iends hip St 
at cc . oa 2 


National Association of Horological Schools—Arthur T. Johnson, Philadelphia College 
of Horology, Broad & Somerset Sts Philad Iphia Pa.; Orville R. Hagans 
Exec. Secy., 1901 FE. Colfax Ave., Denver. Colo 

eee iw of Watch and Clock Collectors—Walter Roberts 147-19 Roosevelt 

. Flushing 54, N. Y.; Earl T. Striekler, 335 N. 3rd St. (Box 33) Columbia 

P. 

National Gift and Art Association—Clarence E. Yeo. S. P. Skinner Co., Inc., 225 
Fifth Ave., New York 10, N. Y¥.: William FE. Little, 220 Fifth Ave New 
York 1, N 

National Wholesale Jewelers Association—Theodore Gorenflo, 1940 E. Jefferson Ave., 
Detroit 7. Mich.: Thomas A. Fernley, Jr.. 1990 Arch St., Philadelphia 3, Pa 

i Association of New York vo gg ae & W. 48th St.. New York 
28 yr + George F. Brecht, 17 W St ¥ 7 

Retail jewelers of America, Inc Arnold : Onchiftmen. 995 Film St., Greensboro 

‘(Charles M Teaaec. 551 Fifth Ave New York 17. N. Y 

Ring Guild of America Reginald J. White, J. J. White Mfg. Co., Inc., 158 Pine St.. 
Providence, R. I Mrs. Ruth Stack, Exec. Secy.. Dundes & Frank, Inc.. 
f4 W. 48th St., New York 28 

Sterling Silversmiths Guild of America—Roger H. Hallowell, Reed & Barton Corp 
Taunton, Mass.: John F. Ambrose, Exec V.P 551 Fifth Ave.. New York 
17. N. ¥ 





Pane Horological Association of America—Norman I. Iaith, 3925 Flower St., Bell, 

alif.: Orville R. Hagans, Exee. Secy., 1901 EB Colfax Ave., Denver, Colo 
Watch Material Distributors Association of America—Pierre Borel, sale Borel & 
c , 


1015 Walnut St.. Kansas City 6, Mo.; Stanley G. House, Exec. Secy., 923 
’ Cc 


13th St.. N Washington 5, D 


STATE 


Names given in each case are those of president and secretary 
unless indicated otherwise. 


Alabama Retail Jewelers Association—Claude H. Moore, 8 Saint Joseph St., Mobile 
13; Nick Saad, Dothan 

Arizona Retail Jewelers Association— Malcolm Straus tliss Jewelers, Inc., 16 W 
Washington St., Phoenix; Ben Rosner, I. Rosenzweig & Sons, 35 N. Ist Ave.. 
l’hoenix 

Arkansas Retail Jewelers Association-—Henr 
t‘oats, Batesville 


Rainwater, Walnut Ridge: C P 


vemene - ee Jewelers Association J hn i... Machad 14 bt St I 
re , 


va 


! y, Los Angeles |] 
California, Herelesieal Association of How ard Nixon, 380 Orlena Ave., Long Iseact 


ian DD Luth, 392 Flower St.. Bell 
Connecticut Retail Jewelers Association Benjamin B. Cooper 7 Asylum 8 Ha 
1; Lee I ! 05, Professional Bldg., 179 Allyn St Hi 
Florida Retail Jewelers, Association Carroll C. Seghers, 365 Miracle Mile, Cwral 
Gables; James T. Smith, Box 677, Delray Beach 
Florida State Watchmakers Association R. T. Harris, P. O. Box 871, St. Petersburg 
Howard Zeff, Exec. Secy 30 W. Forsyth St., Jacksonville 
Georgia Retail Jewelers Association Alexander Bush, 165 E. Clayton St., Athens; 


Joe ¢ Foster, W. A Clayton St., Athens 
Hawaii Jewelers Association—Stephen S. J. Ching, Lambert & Son, 1120 Fort 
Honolulu; Thomas R. Shields, Exec. Secy., Chamber of Commerce of Honolulu 
Idaho rg Association—M. G Sexty, 915 N. 8th St.. Boise; Earl W. Murphy. 


- 
e 
i 

x 
-_ 
t 
‘ 


= 


Secy Idaho State Chamber of Commerce, 524 Idaho Bidg., Boise 
ilinois. Retail Jewelers Association Walter Flora, Jr., 148 E. Main St., Decatur: 
Charles H sarker, Leland Offi e Bldg., Springfield 
indiana —— Association Ralph Simon Vir cennes; Ja ( Lucas, Managing 
Dit SUS State ife ig Indiananam 
indiana, W atchmakers al of Leoneed Cc Winchell, 103 N. Green St., 
Crawfordsville; Charles H Eckel, 2] BE. 36th St., In lianapolis 4 
lowa Retail Jouctere Association Maurice Bates. Ames: Gordon O'Conner. 19% E 
lowa, Horological Association of O. B. McChesney, 1208 W. Eleventh St., Wate 


iz “ft VW afte?! 1 
Kansas. Retail ienaiere Association Frank Eschmann, Topeka; Eugene P. Wetzel, 299 
sroadway, Wichita 2 , 
Kenn — Watchmakers ena Raymond ¢ Hermes. Scott City, Kansas 
r 


é peka 
Kentucky Retail Sewelere Aaseclation William Kendrick Ewing, secy., 619 S. 4th St.. 
aAuisville 
Kentucky Watchmakers ae inc.—James M. Dodson, 111 N. Limestone St 
exington; Tilden S. Merkel, 825 . al latka Road, Louisville 
Louisiana Retail Jewelers Rome nel Ss oldberg Rider Jeweiry be of Lake Charles 
Ir St Lake Charles, ; ing president and secretary 
Louisiana Horological Association Fred C. Kline, P.O. Box 369, “Alexandria; Bruce 
Lindsey. 1111 S. 4th St Monroe 
Maine Retail Jewelers Association—Henry Nolin, 79 Lisbon St., Lewiston; Lionel 
Tardif. 40 Main St.. Waterville 
Maryland. Delaware- District of Columbia Jewelers Association—Calvin Lomax, Easton 
nry H. Brylawski. Exec. Secy., 1030 Woodland Bldg., Washington, D 
Massachusetts Rhode Island Jewelers Association—Sydney ID. Cook, A. Stowell & Co 
In Vinter St.. Boston: Samuel Silverman, Exec Dir., 11 Beacon St. 
Rea 
Michigan Retailers Association, Jewelry Division of—Ellis Berndt, 121E Maumee 
an, Robert He glund Heglund Hleglund « Be yer Jewelers vs 
i AY say it 
Michigan Horological ‘Association Charles Barnes. 704 E. Baldwin, St. John; Clayton 
Goodrich. Sunfield 
Minnesota Retail Jewelers Association—Stanlev S. Smith, J. R. Hudson Co., 
Nicollet Ave.. Minneapolis 2: Mathew Miltich, Grand Rapids 
Minnesota Watchmakers Association——Harry Rohifs. Mankato; Willlam ¢ Wats! 
1006 N. W tank Bldg., Minneapolis 
Mississippi Retail Jewelers Association—-Wiley G. Lowery, P. O. Box 567, Cleveland; 
James R. Smith Brookhaven 
Missouri Retail Jewelers Association—George Stahl, 102 Jefferson St., Mexico; Clinton 
Holt. 110 E. High St.,. Jefferson City 
Nebraska Rotate Jewelers Association—Tom Davies, Fall City; Elton Comes, 1617 
r : Omah: 
Nebraska ya oe se Association—William J. Yost, 905 Fourth St.. Milford: 
Maurice Shockey, 1107 Division Ave., York 
New Hampshire Retail Jewelers Association ~Roger E. Brassard, 1190 Elm St., Man- 
chester: Mrs. Roger BKB. Brassard, 1190 Film St.. Manchester 
New Jersey Retail Jewelers Association—Martin Parian. 1173 Main St.. Clifton: 
Richard Rad, 6911 Bergenline Ave., West New York 
New Jersey, Watchmakers Association of—Emi! J. Chessari. 512 67th St., West New 
Vork: Donald J. DeWolfe, 483 Prospect St.. Nutley 
New wWicxico Retail Jewelers Association—Adair Gossett, Fox St., Carlshad; Sam 
Kankin, 113 W. BRroadway, Hobbs 
New York and New Jersey, Associated Credit Jewelers of—M. S. Abels: ny” 
inc., 8*°7 Broad St., Newark 2; William Wagner, Exec. Secy., 545 Pit th yo 
New York 17 
New York State Retail Jewelers Asseciation—Thomas Murfitt. H¥. J. Howe, Inc., 201 
Salina St., Syracuse; Francis Thibault. 234 Genesee St., Utica 
New York State Watchmakers Association, Ine.—VWilliam E Timby, 339 W. Hazeltine 
Ave., Kenmore: Richard A. Robbins, Exec. Secy.. O. Box 117. Conkl 
North Carolina Retail Jewelers Association—Rohert T. Berman. Front & Market Sts 
Wilmington: H. J. Stockard. Jr.. Mer. Dir.. Box 408, Raleigh 
North Dakota sowerers & Watchmakers Association—H. T. Wickham, Mandan; A! 
Foss. fin 
Ohio Retail Seeman Association—Olin Prichard. Shibley & Hudson. Wooster; Clarence 
Moses, Exec. Secy., 1900 Euclid Bldg... Clevelan 
Oklahoma oo Jewelers Association—Fred L. Kelley. Weatherford: E. T. Tucker, 
19? EB. Choctaw. MedAlester 
Gatetome Horolonical Association—Sam Clements. 816 N. W., 23rd St., Oklahoma 
‘ity 6: Winford Anglin, 2705 S. W. 46th St., Oklahoma City. 
oienis Retail Jewelers Association—John Tobin, Burmeister & Andresen Co., Oregon 
City: Edward N. Weinbaum, Exec. Secy., 824 W. Fifth Ave., Portlan 
Pennsylvania Retail Jewelers Association Henry me 295 N. 3rd St., Harrisburg: 
Herman M. Hollander. Exec. Secy., 1201 Plaza Bld Pittsburgh 19 
Pennsylvania, Watchmakers Association of—George Niesslein, 1972 Broadview Drive. 
Apt. 1 B. Pittshurgh 7: George W. Meyers, 4740 Mossfield St., Pittsburgh 24 
Rhode Island Watchmakers Association—Guido F. Palmeri. Kaplan's, 199 Weybosset 
St.. Providence: Rrydon W. Mansfield. 28 The Arcade, Providence. 
Seuth Carolina Retail Jewelers Association—Carol Avant, Manning; John C. Thomas, 
Main St., Clinton 
South Dakota Retail Jewelers Association—!.. A. Horwitz, 120 S, Phillips Ave., 
Sioux Falls: Ivan Landstrom, Black Hills Jewelry Mfg. Co., 620 Saint Joe St.. 
Rapid City 
Tennessee Retalt Jewelers Asscciation—William TP Griffin . Stief Jewelry Co., 
914 Sixth Ave.. North, Nashville; Joseph M Williams on, 32 W troad St 
(on le eville 
Tennessee tan Society—I. A. Brown. Jr.. 111 Greenleaf St., Chattanooga, Tenn 
Fred W. Compton. 34783 Mayflower. Memnhis 
Texas metalt Jewelers Associatiorp—Dolph Miller. 200 N. Grant St., Odessa: David 
A. Shapiro, Exec. Sery., Jackson Bldg., 1710 Jackson St., Dallas 
Texas Watchmakers Association, Ine.—FE. L. Brown, 711 Main, Houston 2: William 
F. Pruett, 215 N. Broadwav. Tyler 
Vermont Retail Jewelers Association—Ivan W. Burnham. Waterbury; Donald Trask 
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aden 

Virginia Retail Jewelers Aeasctetton George BR. Hardy. 347 Granby St., Norfolk. Va 
Alvin R k S Jefferson St Roanoke 

Washington Retail socadian Association—Maleolm Karfstedt, 14098 Fourth Ave 
Seattle: David Lombardo, Exec. Secy., 512 First Ave., North, Seattle 

West Virginia Retail Jewelers Association—Eric Rosenbaum, Eric's Jewelry. Beckley 
Randall Wooddell. Wooddell’'s Jewelry Store, Inc., Beckley 

Wisconsin Retail Jewelers Association—Clyde J Cauwenbergh, ‘413 W. Walnut St., 
Green Bay; Ben W. Heald, Exec. Secy., K. 2, Box 550, Thiensville 

emee< 3 Watchmakers Association—Thomas H. Armstrong, 403 Sixth St., Water- 
RKdward Medla, 4958 S. Packard Ave., Cucal 






85 





price-marking 
tickets 


Your tickets always speak well of you 
if they're Monarch mechanical price- 
marking tickets. Your store name on 
every ticket, with legible neat sales 
information, impresses customers 
with your business methods, adds to 
the appearance of the merchandise, 
all helping to make more sales 

Quick, convenient price-marking 
is easy and economical with a Mon- 
arch Junior price-marking machine 
Ideal for small store operation, for 
auxiliary marking in large stores, or 
for specialized renege 





STORE NAME ' -_Jsrone NAME 


Monarch Junior 
price-marking machine 





FILL OUT, 


The MONARCH Marking System Company 


216 S. Torrence St., Dayton 3, Ohio 
Please send illustrated folder on Monarch Junior price-marking 
machine; also sample Monarch tickets, tags and labels. 


Store Name___ 
Address 
Post Office __ ___ Zone___ State 





JCK 1257 
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They re New... Thev re 


Hand-wrought iron wall clock by Henry 
Coehler Co., 101 Fifth Ave., New York. 16-in 
diameter. 8-day jeweled movement. To retail 
for $26.95. 


Links representing torn “My Far 
ticket; money clip, a ticket in miniat 
tie clasp in form of a trumpet. The 


for $5. From Anson. 


The new Ronson “Whirlwind Imperial” has 
windproof retractable windshield and large 
fuel capacity. Suited for hunting, fishing, boat- 
ing, auto trips, the beach. Swivel base for easy 
fueling. From $9.50. 
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Yours to Profit By 


New “Christoffersen-designed” sterling coffee 
service, reminiscent of early American styles. 
The four-piece set retails for $425, tax in- 
cluded. Each piece may be purchased sepa- 


rately. International Silver. 





The “Solarion,” a new light-powered clock 
by the Seth Thomas division of General Time 
Corp. A few hours’ exposure to sunlight or 
ordinary household light will run it for days. 
For $250. 


Ring with a 9.07-carat star sapphire, two 
tapered baguettes and eight round diamonds. 
By Barnett Robinson, Inc., 610 Fifth Ave., 
New York. For $1300 keystone. 
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fine 
14-kt. gold 


jewelry 


clips 
ear cli ps exclusive 
bracelets patented 
etc. ear-clip 


backs 


superb 
craftsman- 
ship 


Preformed Parts, Ine. 


Pektiteldishicts matin 


Geo. Be Lt ér — iS 


FACTORY AND OFFICE N.Y. SALES OFFICE 
520 Bedford Road P 515 Madison Ave. 
Pleasantville, N. Y New York 22, N. Y. 


> 


MAKE MORE MONEY ON 
_— STOPWATCHES 


ay 


Sold Direct to Jewelers 


Write for booklet — tells the 

“inside story” of stopwatches. 
lilustrates spare parts compartment. 
Shows what to look for in 

a timer. Complete, thorough, interesting 
Must reading for users of stopwatches. 


Brand new Clebar catalog . 

illustrates and describes more 

than a score of stopwatches and 
chronographs for every timing purpose 
Write for your copy today ! 


Stopwatch of Split-Second Accuracy 
a a a a a a oe 1 


Kush Full information, catalog, wholesale price list r 


and illustrated booklet. 


CLEBAR WATCH AGENCY:-15 W. 44th $*¢., N.Y. 36 i 


State. j 
sna weanwanwaaad 
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NEW DISCOVERY, 
Keema Jctbe,, ff : 


only $ | 00 
WA 


<a Saat 
ranch CROWN, 


PLASTIC 

IN ALL COLORS 
PARCHMENT 
PLAIN or PRINTED 


mid.by ARCH CROWN TAGS, INC. 
277 Walsey St, Newark 2, WL. 








Presenting 
THE LATEST ADVANCES 
IN TROPHY DESIGN 


The dream catalog of the trophy 
industry colorfully displaying the 
largest selection of trophies and 
awards in the world—Engineered 
for every taste and budget. Ex- 
pert craftsmanship and design have 
been artistically and carefully com- 
bined to give you the very ultimate 
in trophies and awards. 


ce 
BAY. Send for our new, exciting four 


st . 


‘=~ COLOR dimensional all-new 1958 
Catalog. FREE. 


ARLEN TROPHY CO., inc 


50 GOLD ST. 
Brooklyn 1, New York 





Pre New... They re 





Atmos perpetual-motion clock, the ‘“Heri- 
tage,” by LeCoultre division of Longines. 
Golden mechanism in full view. Powered by 
daily changes in temperature and pressure of 
the air. 9%” high. $135 plus tax. 


Diamond platinum bracelet consisting of 
pear-shaped, baguette, and round diamonds. 
Total weight approximately 15 carats. From 
Raymond Abrahams, 551 Fifth Avenue, New 
York. To retail for about $15,000. 


The “Craftsman” jewelry box for rings. In 
pearlescent shell in white, gray, blue, ivory or 
turquoise. Velvet lined. From Rocket Jewelry 
Box, Inc., 125 East 144th Street, New York. 








Yours to Profit By 


Round platinum lady’s wrist watch. The two 
round diamonds at either end of the case total 
about two carats. From Henry H. Harteveldt 
Co., 630 Fifth Ave., New York. The retail 
price is $1250. 


“ORIENTA” Cultured Pearl Gift Suggestions 


Cultured Pearl Christmas Wreath. 
Cultured Pearl Drop Pendant Necklace. 
Cultured Pearl Tie Tacks (Matching Earring Available) 


Mat of above illustration available. 
Write for memorandum selection. 


LEYS, CHRISTIE & CO., INC. 


65 Nassau St., New York 











A new 2” x 2” slide projector that uses a m= eee ia 
“short” lamp. In addition to regular and Sor nighh [or : S- , 


Bantam slides, it projects 1%” Super-slides. 


From Bell & Howell, 7100 McCormick Rd., 3 OLLOALIW, ; wa * 
Chicago. a _— ~~ + 
aa : 


Regardless of the gift-™. there is a” A 
te 


Lindley box-for every need.~ Styled wre 
to save~time, money and space,-the- 
Lindley folding box beautifully answers 
today's modern giftware” packaging 
requirements. There is a complete 

line in white—so right for every 

gift occasion in the year,-— 

Write for samples and 

illustrated catalog. 














Box No’ st 

9x9x, aS 
50, ideal far stem 
ware, bohbon 
dishes, deep 
bowls, toys, etc. 


' 





The “Birmingham,” a plaque wall decorator 
clock with imported brass plate, 12” in di- 
ameter. Brass or antique finish. For living 
room, dining room, studio or kitchen. Sessions 


Clock Co., Forestville, Conn. BOX AND / PAPER 


1737 West 2nd St., Marion, Indiana 
A DIVISION OF FEDERAL PAPER BOARD CO., INC. 


CIRCULAR-KEYSTONE, DECEMBER 1957 89 





VinCley RING OF THE MONTH 


See your wholesaler today and join the 
dale) eh-t-[pleh-wne) aue-3¢-111-16-mr-11g-t-le) am elae)an diay 
from this terrific seller. 


Fianlt | Goidstein-Gerson co. inc. 
Vhe Wr bude of Wahlats 
130 WEST 46th ST. © NEW YORK 36, N. Y. 

















DESTINATION: Christmas 


for 25 million 
Boatmen and countless “‘Landlubbers” 


a ee 


) i TIE TACK. Beautiful, authentic ship’s 


wheel miniature that will keep tie in 
Bo place. 14-Karat Gold, $6. 
) SEA HORSE | 
& COMPASS PIN - J 
Exquisitely fashioned, with 
accurate jewel bearing in com- 


pass. Sterling Silver, $15; 14- 
Karat Gold, $75. 








CODE FLAG CHARM BRACELETS 


Te 8 ae 


Spell out messages, names, initials, in finely enameled 
International Code Colors. Bracelet only: Sterling Silver, 
$3. each; 14-Karat Gold, $27.75 each. Code Signals: 
Sterling Silver, $1.50 each; 14-Karat Gold, $6.50 each. 





Write for new catalog and dealer price list 


——— 
a —— OEE a O— 


is Lordshi a 
» ry, hip 





PRODUCTS CO. 
245 Seventh Ave. 


DISTINGUISHED BY ITS AUTHENTICITy New York 1, N.Y. 








Hamilton introduces the “Arnold,” a_ 17- 
jewel watch with slender faceted hour markers 
cut into wide gold band. Tapered end orna 
ments. For $42.50 with strap; for $47.50 with 
matching bracelet. FTI. 


“Petal Fantasy” set available in 14K or 
ISK white gold or 14K yellow gold or platinum. 
The setting can be made up for any price 
range desired. From A. Jaffe & Son, 64 West 
48th St., New York. 


From International Stainless come _ these 
stainless oven-to-table bowls with black, blue 
or turquoise enamel applied to the outside. 
For hot sauces or individual casseroles. $3.95 
for 5” size. 
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endian, GET YOUR SHARE OF THE BiG 
NEW HIGH SCHOOL MARKET 


High school students know what they want . 
and here are three that they’re buying all over 
the country. These three College type rings. 
modern new College Seal styles are ringing cash 
registers from coast to coast. Every upper class 
, ; ” : ; ; high school student in your city is a prospect 
‘‘Showpiece, Longines’ platinum-diamond for a profitable sale. Make your store Head- 
: : quarters for these popular new College Style 
bracelet watch. It is set with 121 round and High School Rings. 


D8 baguette diamonds altogether weighing 
. ORDER ONE RING OR DOZEN! 
more than ten carats. Face is concealed by a ai tn dee ti bl pape a 


diamond-paved cover. $10,000 FTI. a small charge of $23 for the first die in smaller 
quantities ...and from then on you order one or 
a hundred without extra cost. 


YOURS WITH OUR COMPLIMENTS 


Dept. J 1257 Send for your complimentary copy of eur new 
6 page booklet with over 100 pictures of Eastern 
Colleges’ Rings. 


Also available: 14K Gold Seal Charms 








236-A BROADWAY CAMBRIDGE 39, MASSACHUSETTS 





See. Oe: : 4 
: , i a 


Two-speed tape recorder with push-button 
speed change control. Light and easy to oper- 
ate. Patch cord for direct recording from 
radio, TV, etc. From Telectrosonic Corp., 35 
sith St., Long Island City, N. Y. $79.95. 


Build Added Profits with 
Personalized BABY CHARMS 


by Qisher 


Baby charms for mothers and grandmothers 
can help you increase your business. Delicately 
designed and styled in Sterling or 14 kt. Gold. 
Place your order now with your wholesaler for 
Fisher’s baby charm assortment. 


Catalog on request 
J. M. FISHER CO. + Attleboro, Mass. 


“Lord Elgin Marlin,” a new Elgin man’s 
watch. End ornaments look like floating halos. 
Corduroy-style Italian suede strap. Self-wind- 
ing, waterproof, full-sweep second hand. 14k 
gold, 23 jewels. For $150. | Pcoccccccccececseosceeseee® 
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Thev re New... They re 


SALESMAN 
for WEDDING BELLS 
DIAMOND RINGS 


The right man can step along with 








one of America’s fastest growing 
diamond ring lines. Territory pro- 
tected. To help you sell we also pro- 


vide a complete advertising program 
. ; Zodiac Watch Co.,. 15 W. 41th St., New York, 
for the retailer. Salary IS drawn introduces this bangle watch featuring golden 


against commissions. Send a resume signs of the zodiac set in enamel. In 14-k gold 
| ease for $250; in gold-filled case for $100. 
of your experience. Your reply will 


Choice of enamel colors. 
be kept in strict confidence. Write: 
Reese Jewelry Corp., 683 Fifth Ave., 


New York 22, N.Y. 


MIKIMOTO 
CULTURED PEARLS 























Hand engraving ornaments the black am- 
moniated-ebony finish of this man’s set by 
Foster Metal Products, Inc., Attleboro, Mass. 
tetail is $5.95 

















Universal Cookamatic 5-quart sauce pan 
operates from interchangeable Cookamatic 
‘ Control. For one-dish meals, roasts, stews or 

K. MIKIMOTO & CO. LTD. , . : 
deep-fat frying. Landers, Frary & Clark, 


2 WEST 46th ST.,. N. Y. C. $i. ee New Britain, Conn. For $18.95. 
JUDSON 6 6992-3 


















by Squire, Inc., Taunton, 






retail from $2.50 to $20. 











colorful inlaid enamelling. 







krom $71.50. 

































37 W. 47th St., New York. 












JEWELERS’ CIRCULAR-KEYSTONE 








Yours to Profit By 





One of Gruen’s “Calypso” watch series with 


Double-heart palladium ring. Framing the 
outer heart are blue sapphires. The second | WRITE! WI 


heart of a single palladium strand has a 


cultured pearl in center. Lucien Piccard Corp., | SILVERMAN 
} 


580 Fifth Avenue, New York, New York 
Telephone: Plaza 7-4693 





RUNNING A 
SUCCESSFUL 
SALE 

IS AN ART 


by Manny 


Silverman 


Mass. The tie clasp 


YOUR SITUATION 
TION FOR YOU .. 














S of JEWELERS 


Are Asking ‘Shall | Go Out 


| + 
set of “Out of This World” men’s jewelry | Of Business 


or Stay And Fight! 


and cuff links shown here are to retail for | LET SILVERMAN SALES ENTERPRISES ANALYZE 


$3.50 plus federal tax. Sets in other designs 


AND ANSWER THIS QUES- 
WITHOUT EXPENSE TO YOU. 








Round, rectangular, WE HONESTLY BELIEVE WE ARE THE ONLY FIRM 


and round cover-type models. In white, red, IN OUR FIELD QU 


blue or black on yellow gold-color bracelets. 


We have letters in 
cr } | 
aoratetully acknowled 


I ' 
MrartitTanhl elen ne 
‘ . 4 SI — . 


ry 
realize that there 


their methods and t 
nomic conditions. 





WE KNOW WE CAN HELP YOU! 
GIVE US THE OPPORTUNITY TO TRY. 


ALIFIED TO OFFER THIS SER- 


VICE TO THE JEWELER. 










ur THES TrOM Many |eweE 


4) 
- 


en 
D 


+ : > _ . _- -+ ' 
ae tnaTt tney are si n 
S: 4] } i] 

ic =| ~ ae ro ~st a 
ouse tTney naa le courade . 


The unsuccesstul merchant will blame his lack of suc 
cess on today's ditticult competitive conditions, such 
i ° | | 
as unemployment, discount houses, etc. He does not 


are other merchants who are 


facing the same conditions, but who have learned to 
| operate profitably by seeking advice and changing 


hinking to meet these new eco- 










WHY NOT 


RE! CALL COLLECT! 


SALES ENTERPRISES 





DECEMBER 195 


X 
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This is Gabe Hausmann, Jr., showing one of the various patterns of Stainless Steel flatware stocked by Hausmann Jewelry Co., Inc. 








ae 


a 
:°S 





“Housewives want Stainless Steel because it’s durable 
and Easy to clean,’ says Gabe Hausmann, Jr., Hausmann Jewelry Co., Inc. 


New Orleans, Louisiana 


A package from Hausmann’s makes 
eyes light up in New Orleans, be- 
cause this is a prestige store with an 
87-year tradition to back it up. It’s 
interesting to notice, then, that 
Stainless Steel flatware is being pur- 
chased here by an ever-growing per- 
centage of housewives and _ brides- 
to-be. 

Cleanability is one big factor. Ac- 
cording to Mr. Hausmann, “The cli- 
mate here is damp, with a lot of salt 
and sulfur in the air. Many women 
prefer Stainless Steel because it 
stays bright and shiny even in this 
atmosphere. Then too, New Orleans 
people spend the long summers out 
in the open, and they’ve found that 
Stainless Steel is ideal for barbecues 
and for use in summer homes.”’ 

Mr. Hausmann thinks that the 
real trend to Stainless Steel started 


about five years ago, when American 
manufacturers began releasing hand 
some new designs. Today, Stainless 
graces many of the finest tables in 
the land. As proof, he notices that 
more and more brides are listing 
their favorite Stainless Steel pattern 
with the store, showing that brides 
are delighted to get it as a gift. 


Hausmann’s makes sure that ade 
quate displays of Stainless are avail- 
able for shoppers. Primary emphasis 
is on boxed sets, but they carry open 
stock items also, because of the de- 
mand for brides’ gifts. All in all, 
Stainless Steel flatware has been a 
very profitable item for Hausmann’s. 
It can be profitable for you, too. 


Photograph of Hausmann’s taken at night. It is located right on Canal Street in New Orleans—the 


widest street in the world. 
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Off-center design called “Ring o’Roses” on new 


Fostoria melamine dinnerware. is combined here 


with plain fawn cup and fruit: 21-pe. starter set 


$21.95 retail. From Fostoria Glass Co.. Vlounds- 


ville. W. Va. 





“Rosewood” design in Pasco crystal trom Ger- 
many shows rich hand-cutting on line of stem 
ware, tumblers and finger bowl: the goblets may 
be retailed at $6 each. Paul A. Straub & Co.. Ine.., 


New \ ork, 





Fanciful geometric pattern of stylized trees in 
gray and black is “Promenade,” new in Arzberg 
china from Bavaria; the 5-piece setting may retail 
for $9.95. From H. E. Lauffer Co., Inc., New York. 
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Black bowl set on sterling silver candlestick 
forms new table accessory which may be retailed 
at $9.95 a pair, plus tax; 7-in. bowl may hold 
flowers, fruit, candy. By International Silver Co.. 


Vieriden. Conn. 


New “Moonlight” pattern in china dinnerware 
double cast in smoke blue and ivory with design 
in pink, gray and white with platinum edge: 5-pe. 
setting retails at $23.95. By Lenox. Inc., Trenton. 


N. J. 





New decanters in Orrefors crystal from Sweden 
have stoppers shaped and cut to resemble stylized 
cat-heads; according to size they retail at $3/, 
$24, or $22. From Fisher, Bruce & Co., Philadel- 
phia. 





HE AMERICAN FIND CHINA GUILD 
Invites you to visit the exhibits of its members. 
On displey,-ath Boor CARL PON HOUSE 


ittsburgh, | ’ennsylvania 


CHINA-GLASS © POTTERY SHOW 
January t-10O, 1950 


MEN IBEIERS 

Castleton China. Inc.- Castleton 

I lintridge China Co. - Flintridge 
Gladding, MeBean & Co.-l rancisean 
Haviland & Co.. Inc.- | laviland 
lenox, Inc. - Lenox 

( Ynondaga Pottery Co. - Syracuse 


China in the Great ] radition- American Made 


wnt MBE 
/ eC , og * 
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“Falstaff” (left) and “Long John Silver” are 
two from group of ten Royal Doulton characte: 
jugs equipped as table lighters; 4!/-in. to 5-in. tall, 
retail $13.50 to $15. From Doulton & Co., Ine.., 


of New Y ork. 





“Sea Scape.” Georges Briard’s new design for 
Glass Guild shows sea shells in 22K gold and gray 
against white opal glass; relish platter and server, 


each $7.50 retail. From M. Wille Co.. of New York. 





By Sévres in France is this covered candy jar in 
heavy lead crystal, opaline white showing misty 
tones of red, blue; 814 in. in height, it may retail 
for $30. From French Glass Co., Inc., New York. 
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“Gold Leaves.” new border pattern in Fran- 
ciscan china, shows rich gold leaves and brown 
stems, encircled with xold band: D-pe. setting 
retails at $19.75. By Gladding. McBean & Co., 


Los Angeles. 


oan 
b 
wee 


aad 
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Fashioned on simple, graceful lines with tear 
drop in the base is this clear crystal covered candy 
dish from Sweden; it is 6” in diameter and may 
retail for $12.50. R. F. Brodegaard & Co., Ine., 
New York. 





“Fleur de Lis” pattern is printed in either blue 
or brown on Spode earthenware 5-pc. setting, 
$9.20 retail; and on bone china, 5-pe. setting, 
$26.30 retail. From Copeland & Thompson, Inc., 


New York. 
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WE'RE THRU WITH 
OUR PRE-TESTING 


FOR THE JANUARY SHOWS = and 

were busy 
now 
a-baking 
what your 
buying public 
choge 

We wish that 
you. could 
de6éeit...but 
you wont 
have long to 
walt 

for 
franciscan’s 
newest pattern 





will be yours 
in 5S | 


pancle 


a By Gladding, McBean & Co. 


— Dinnerware Showrooms in Los Angeles, 2901 Los Feliz; Chicago, Merchandise Mart; New York, 712 Fifth Avenue 
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Two new vases in heavy Swedish crystal are 
straight and slim, and each is decorated with an 
abstract cut design; 9°4-in. tall, retail $15 (left) 
and $18 (right). From D. Stanley Corcoran, Inc., 


New \ ork, 





New Spisa-Terma dinnerware by Gustavsberg, 
Sweden, made up of earthenware plate, bone-china 
cup and saucer, ovenware and flameware in corre- 
lated design. From Frederik Lunning, Inc., New 


Y ork. 





“Blue Medallion” pattern in English bone china 
has classic border in blue and gray at shoulder, 
finished with gold edge line; five-piece place set- 
ting retails at $20. Worcester Royal Porcelain Co., 


New York. 
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“Beaconsfield” pattern on pure white bone china 
shows halo of stylized flowers and leaves in beige, 
green, gray and brown; 5-pe. setting retails for 
$17. From Josiah Wedgwood & Sons, Inc., N. Y. 





Cocktail set in “Kent” cutting is packaged in 
white gift carton to retail for about $10; consists 
of pitcher, stirrer and six 4-oz. glasses. By Libbey 


division of Owens-Illinois Glass Co.. Toledo. Ohio. 





New stemware in Kosta crystal from Sweden: 
“Nordic” (left) has medium-tall stem richly cut, 
retail $96 a doz.; and mitre-cut “Royal,” low- 
stemmed, $90 a dozen. From Ebeling & Reuss Co.., 


Philadelphia. 





China 
Glass & 
Giftwares 


by MADELINE LOVE 


F YOU READ this column regularly, you know 
how often it tells about special displays of 
china, glass and accessories staged by jewelry 
and specialty shops. Such displays are not a new 
idea, of course. Every wide-awake seller of table- 
ware runs one “once in a while.” It usually 
arouses consumer interest. It builds trafic. And 
creates sales where none might have been before. 

Since everybody knows this, why stress it now? 

Because we wonder how often you do put on 
a prestige promotion of china and glass. Do you 
use every opportunity to call attention to your 
proud lines of tableware, to bring customers, 
prospective customers, and just plain lookers 
into the store for a closer view? 

One store which does just that is Tiffany’s in 
New York. This great store has drawn crowds to 
its china-and-glass floor with special showings of 
such famous old lines as Spode, Minton, Crown 
Derby, as well as the ceramic sculptures of Ed- 
ward Marshall Boehm, who created the “Polo 
Player” for Prince Philip (see below). And dur- 
ing most of November the store had on view 
table settings done by 12 New York hostesses, 
among them Mrs. Vincent Astor, Mrs. William 
Randolph Hearst and Clare Booth Luce. These 
busy women were happy to come to the store, 
bringing with them their own linens and, in some 
cases, table accessories. They created settings, 
just as they would in their own homes, using 
china, glass and silver from stock. 

Of course your store is smaller than Tiffany’s. 
And you can’t invite a number of “famous New 
York hostesses” or use a Queen’s visit to spark 
a special display. But you do have local events 
to tie in with and local hostesses who would be 
just as happy as they are in New York to come 
to their jewelry store and “do” table settings. 
The least result you can get from such events is 
an increased interest in fine tableware. 


i THERE IS SUCH A THING as an average Ameri- 
can housewife, she might well be represented 
by the 100 women delegates who attended the 


100 


Congress on Better Living which McCall's maga- 
zine staged at Washington in October. These 
women came from 95 localities. Their median 
age was 31.3, and their annual income averaged 
about $6500. Asked to express their wants and 
needs in housing, their opinions about the dining 
table can be generalized like this: They are 
deeply interested in creating a warm and attrac- 
tive atmosphere for their families’ eating periods, 
they like to arrange unusual centerpieces, they 
prefer candlelight at family dinner; they use 
place mats for breakfast or lunch, they like white 
cloths in the evening; their choice in china and 
glass is for rather severe simplicity; they own 
or want to own two sets of china, plus a wide 
range of serving pieces, and they own or want to 
own services in both sterling silver and stainless 
steel. Plastic dinnerware, they think, belongs 
on the breakfast table but not the dinner table. 





HESE ARE THE GIFTS interchanged by President 
; poe Mrs. Eisenhower with Queen Elizabeth 
Il and Prince Philip during the recent royal visit 
to the White House. As a house gift, the Queen 
selected a pair of home china birds made by Royal 
Worcester of England. They are parula warblers, 
a Southeastern species, and were designed by 
Dorothy Doughty. The “Polo Player” was com- 
missioned by President and Mrs. Eisenhower as 
their personal gift to the royal couple, and was 
created by American sculptor-ceramist Edward 
Marshall Boehm. The figure wears the Duke’s 
team colors, green and red, and carries his num- 
ber, 4. Duplicates of the figures were on display 
at Tiffany’s, in New York, for some time after 
the visit. 


N OBSERVANCE of its 100th anniversary, the 
| Lorenz Hutschenreuther china factory of 
Savaria has issued a _ handsome, hard-cover 
booklet of more than 70 pages, giving the history 
and background of the factory and illustrating 
many of its products, both in black and white and 
full color. Lorenz Hutschenreuther, founder of 
the factory, was granted a royal charter in 1857, 
and three years later he was exhibiting his fine 
white china at the Leipzig Fair. Since then, of 
course, it has been sold all over the world. The 

(please turn to page 110) 
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PITTSBURGH CHINA 


AND GLASS SHOW 


CARLTON HOUSE 


ROOMS 700-701 


we will show, in addition to our well known 
lines of imported dinnerware, crystal and gift- 
wares, a host of new lines from Germany, 


Austria, Sweden and England. 


LL 
Tosh 


Founded 1742 


One quart cocktail mixer—a new concept in 
Kosta handmade crystal by Vicki Lindstrand. 


Mixer, $12.50 Retail. 
Glasses, $1.75 each Retail. 


} DP = 3 2p © O. EC ar.’ ap 5 o >2 6 E—)—  O O F 


ESTABLISHED 1886 


Showrooms: Main Office: 707 Chestnut Street, Philadelphia 6, Pa. 


NEW YORK 10 CHICAGO 54 PHILADELPHIA 6 LOS ANGELES 14 
225 Fifth Avenue 1557 Merchandise Mart 707 Chestnut Screet 527 West 7th Screet 


Warehouses: Philadelphia, Pa., Pasadena, Calif. 
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Are you 
wondering 
whether vou 


should take 


on eiftwa res? 


Here is 
a store 


in 


which... 


Gifts account for 45 per cent 


A recent JC-K survey showed that in most stores 
the size of Lord’s, Inc., giftwares rank sixth in 
annual sales volume. In Lord’s, however, gift- 
wares are the second highest volume category. 
Here are some of the reasons 


® IN A TEXTILE AND FARMING TOWN of 18,000 
persons, with a marketing population of 30,000, 
Lord’s, Inc., jewelers and silversmiths of West 
Warwick, R. I., has developed a gift business 
that accounts for 45 per cent of its total dollar 
volume. 

Gifts are Lord’s second largest volume depart- 
ment. They turn more than three times a year, 
and produce an overall average of 40 per cent 
gross profit. They show a steady growth, increas- 
ing an average of 8 per cent each year over the 
previous year. 

Lord’s gift business began with two display 
tables, featuring glassware, pottery and aluminum 
ware. It has undergone several expansions, with 
three important additions in the past six years. 

Merchandise now includes complete lines of 
glassware, china, lamps, bar accessories, ceramics, 


figurines, religious goods, metal wares, pictures 
and novelties. 


“WHEN I STARTED this jewelry business 11 
years ago,” says Lew Edwards, president, “I had 
no intention of featuring gifts to this extent. But 
I find that gifts fill an important place in jewelry 
retailing. 

“There are many people who have about every- 
thing they want in the way of jewelry-store mer- 
chandise. Their current purchases are mainly for 
replacements and new stylings. But such people 
are mighty good customers for gifts. They buy 
gifts every week of the year for a great variety 
of occasions. They spend more for gifts than for 
other jewelry-store merchandise. 

“The basis for our gift business is our large 
and varied stock. For this is certain: you can’t 
sell gifts by having just a few items in each gift 
group. You must have stock enough to make 
complete groups or departments. You must have 
stock enough to keep people talking about your 
gift department.” 


LORD’S GIFT DEPARTMENT now occupies the en- 
tire rear of the store, taking up 800 of the 2,000 


(please turn to page 104) 
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We invite you to see Empress and our 
many exclusive lines of fine china and 


earthenware at The Carlton House, 


EMPRES 


An authentic shape in English Ironstone dinnerware 


Pittsburgh, Pa., January 4-10, incl. 


Exclusive U.S.A. Representative: 


Fisher, Bruce & Co. 


One of America’s Largest Open Stock 


The Empress shape of Wm. Adams English Ironstone has been revived 
from original molds made over one hundred years ago. Empress was 


recently introduced into the United States in complete dinnerware 


Dinner ware Hou sés 


and has received universal and enthusiastic consumer acceptance. 
221 Market Street, Philadelphia 6, Pa. 


Available for immediate delivery. 
1107 Broadway, New York 10, N.Y. 
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GIFTS, 45 PER CENT (continued) 


square feet. Gifts are displayed along 100 feet of 
indirectly lighted wall space and on seven spot- 
lighted tables. 

“The table displays outsell the wall displays 
three to one,” says Mr. Edwards. “I believe this 
is because on the tables the merchandise is spread 
out where people can pick it up and examine it. 

“To make table displays fully effective, all 
merchandise is placed at or below shoulder level 
for the average person. If gifts are placed too 
high, people are afraid to reach and take them 
down for fear of breaking them. 

“Incidentally, these displays are our most valu- 

(please turn to page 106) 


Below are two displays at Lord’s, West 


Warwick, R. I. Both are heaped with the 


gifts that go over so well—the one with 


metal ware and hostess gifts. the other 


with ceramics and novelties and, in the 


background, lamps. 


















“We've built 
into this china 
every possible convenience 
and decorative feature 
for the new American 
informal way of life,” 
says EARL CRANE, 
lroquois President 





ANNOUNCIN 
THE GREAT 
NEW THING IN 

.- CHINA 
WITH COMPLETE 


“COOKMANSHIP” 


(including fry pan, sauce pan, dutch oven and samovar) 

















Another inspired design 





















SEE THE CHINA THAT DARES TO BE DIFFERENT AT THE SHOWS: Informal 


Pittsburgh China & Glass Show Jan. 5-10, Penn Sheraton, Room 570 TRUE CHINA BY 

Re Ge GI kes a cere ee Jan. 19-22, Dinkler Plaza, Room 350 

Los Angeles Gift Show........ Jan. 19-24, Biltmore Hotel, Room 3324 i 2 

perth Gift Show ........... Feb. 2-13, LaSaile Hotel, Room 270 roquois e 

San Francisco Gift Show...... Feb. 2-5, Merchandise Mart, Room 274 

Satine Gite SOW... cc ccc cee Feb. 16-20, Hotel Adolphus, Parlor E ro Uj O i & 
Seattle Gift Show ............ Feb. 16-19, Olympic Hotel, Room 260 

Denver Gift Show............ Mar. 2-5, Hotel Albany, Room 286 CHINA COMPANY @ SYRACUSE 9, NEW YORK 
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JEWELERS EVERYWHERE! 


COME TO PITTSBURGH 
JANUARY 5 THRU 10 


In Hotel Penn-Sheraton from 
Sunday, January 5th, thru 
Friday, January | 0th, 
America's Leading Producers of 


CHINA, GLASSWARE, POTTERY 
and TABLE ACCESSORIES 


will display the new wares for 
1958. This is the largest exhibit of 
American wares under one roof. 
The January show will be the 79th 
Annual Exhibit in Pittsburgh. The 


range of offerings will be wide 


and at every price level. 


NOTE: The Pittsburgh Exhibit will en- 
tertain buyers and merchandisers at a 
Cocktail Party on Wednesday, Janu- 
ary 8th in Hotel Penn-Sheraton. Your 
identification badge will be your free 
ticket. 


PITTSBURGH GLASS 
and POTTERY EXHIBIT 


January 5 thru 10 





ASSOCIATED GLASS AND POTTERY MERS. 
BOX 26 KNOX, PA. 








GIFTS ACCOUNT FOR 45% (continued) 

able salesmen. They are the main source of our 
business. Second most important business-getters 
are our year-round window displays. Third most 
important are our newspaper ads. 

“Department displays are important because 
people like to browse. They like to see large, 
attractively displayed varieties of gifts. They 
may buy only one item but they want a good 
choice. While I have never counted the different 
numbers we stock, I know it runs into hundreds.” 

To give the department a constantly changing 
appearance, displays are changed frequently. 
With the exception of luggage, no line stays in 
the same place more than three or four months. 
Last spring Lord’s had metalware on a 14-foot 
table; now it is on the opposite table; in the fall 
it will be on a front table. 


ALL LORD’S MERCHANDISE is priced so that the 
customer can read the price before she picks up 
the item. By pricing each item, gifts are self- 
service for those who want to browse by them- 
selves and take their purchases to the cashier. 

Gifts range from one dollar to $60. There are 
four nationally advertised brands of glassware 
and a complete line of small electric appliances. 

Lamps are stocked in a range of $2.95 to $55, 
with the $15-to-$25 bracket providing the most 
sales. This group occupies 16 feet of wall display 
plus a display of about 66 feet extending along 
the top of the wall cases. 

Stock is controlled with a perpetual inventory. 
Each morning one of the girls checks off the 
previous day’s sales slips, notes the stock on hand 
for each number, and notifies Mr. Edwards when 
stock reaches its minimum. 

New items are ordered in most cases in units 
of three. If good, re-orders are for half a dozen. 
If the item is slow, it is given an automatic mark- 
down and cleared out. 

Gifts are advertised in newspapers at least 
once a week the year round. In slower seasons 
copy is two columns by 10 or 12 inches, but in 
the busier seasons it runs full, half or quarter 
pages. Ads are scheduled to appear Thursdays 
because Wednesday and Thursday are payroll 
days and because local stores are open Friday 
evenings. 

Newspaper copy is both institutional and pro- 
motional. Every piece of copy and every im- 
printed piece, including mailing pieces and 
letterheads, carry the slogan “Your Gift Store.” 


SPECIALS are featured at discounts to build traf- 
fic; an item that carries a 50 per cent markup 
may be offered at 20 per cent off. 


One of the best promotions ever run was on a 
(please turn to page 108) 
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French Glass Co., Inc., 610 Fifth Ave., N. Y., N. Y. 










MALBEC & TREILLARD 
FRERES PORCELAINE 
Greorces Boyer 







CREATED BY FRENCH CRAFTSMEN 


MOges 
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GIFTS ACCOUNT FOR 45% (concluded) 


$1.99 ceramic ash tray, which cleared a large 
percentage of a one-gross order. Specials marked 
at around 98¢ or $1.98 are good volume items 
and bring in substantial traffic. 

Major promotions for the year are three: the 
store’s anniversary in May, which is directed to 
immediate gift buying and advance buying for 
the June gift occasions; the month of June pro- 
motions; and the December gift business which 
begins about the middle of November. 

The December and spring promotions are ad- 
vertised by direct mail to a list of 5000 to 10,000 
persons. In addition to the store’s accounts, these 
mailing pieces are sent to persons listed in vari- 
ous directories. 

In addition to promotional events, Lord’s has 
two clearance sales a year—in January and mid- 
summer. 

Lord’s is a strong believer in building good will. 
One of the more unusual examples of this is 
the giving of quality gifts to local high school 
graduates. 

From a list supplied by the school, Mr. Edwards 
writes a letter of congratulations to each gradu- 
ate, inviting each one to present the letter at the 
store for a free gift. This year’s gift was a top- 
quality nationally advertised ball-point pen; last 
year’s was a class pin. Between 85 and 90 per 


cent of the graduates call for their gifts. 
Lord’s gift-wraps everything from the gift 
department, even dollar items. The majority of 
people ask for the gift to be put in a store- 
imprinted box. Even when gifts come in manu- 
facturers’ sealed cartons, people generally ask to 
have the merchandise removed and put in a 


Lord’s box. i me | 


Non-commercial windows 
pay off too 


People will talk about your windows if you 
occasionally use them for the promotion of 
worthy causes . .. for recognition of special 
local or holiday observances. In some cases it 
will be possible to tie these in with merchan- 
dise displays and at other times it will be m 
better taste to eliminate the merchandise for 
a limited time. This may seem an extravagant 
gesture for a busy store, but it will certainly 
get attention and favorable interest and com- 
ment and can often be done so that it does not 
disrupt the merchandising program too much. 
A religious display installed in your window 
on Chrismas Eve to remain over Christmas 
Day ...a similar display at Easter time .. 
a tribute to the Red Cross or the Community 
Chest one weekend during their fund drive .. 
any such gesture might even earn you some 
newspaper publicity. 


Introducing FRANCONIA CHINAS Zrest aadtorn 


108 
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hanslucent white ~ defily 
modeled in a classic rim shape. 
The border is a fine gold 
encusistation ~ etched with a 
subile geametric design ~ hand 
bumished to a flautess finish 
~and contrasted with a band of 
bleu de Rei, the famous “Kings 
5-pe. Place selling with 10%" 
dinner plate: $27.50 Retail 
(slightly higher South & West) 
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os PASCO savariANn CHINA 


at the PITTSBURGH SHOW - January 4th-10th 
Suite 817 - CARLTON HOUSE 













From the century old Lorenz Hutschenreu- 





ther and Tirschenreuth factories in Bavaria 






come 9 new patterns 5 of which we illus- 





trate here. 






These PASCO CHINA new patterns will be 


displayed along with our other proven sellers, 









BALLERINA 





now being successfully sold by leading spe- 






cialty stores, throughout the nation. 










P i 











HAVARIA 
TIRSCHEWREUTH 


TIRSCHENREUTH 


Established in 1838, over a century 
ago. Originality is exemplified in 











Nationally advertised PASCO CHINA is de- 


signed to complement table settings in con- 






fine china. temporary American homes. 


acess 





When in Pittsburgh please view Lr 
our display, or write for full details. i 









Savan\® 


LORENZ 
HUTSCHENREUTHER 


Makers of fine china dinnerware at 
at its best, since 1857 
—a century agol 
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FORGET-ME-NOT Exclusive U.S.A. Distributors > 


PAUL A. STRAUB & CO@Q., INC. 


Established in 1915 








19 EAST 26th STREET NEW YORK 10 N. Y. 5 a nS 
LOS ANGELES SHOWROOM = + ___ Brack Shops, 527 West 7th Street TIVOLI 
RED STMT ILS SLOT 
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THE FINE ENGLISH 
DINNERWARE 


Spode 


Soup I[ureen II’ 


Gadroon Spode 


Imperial en Bi To 


a 


There has been an increasing demand for odd, 
undecorated Soup Tureens. Here ts one of the 
finest, with soft off-white coloring and distinctive 
shape. 

It retails for $34.00 and 1s available from New 
York Stock. A matching Ladle its only $4.50. 


Copeland & Thompson, Inc. 


206 Fifth Avenue. New York 10, New York 


IN STOCK IN NEW YORK 











Success Story in Four Words: 


“T 
Use 
IC-K 
Want Ads.” 








There's a classification for every need: 
®@ Help Wanted ® For Sale 
@ Situations Wanted 

@ Watch Work and Repairs 


@ Side Lines 


@ Business Opportunities 


Write: JC-K Want-Ads 
Chestnut and 56th Sts. 
Philadelphia 39, Penna. 














CHINA, GLASS & GIFTWARES (from page 100) 
representative in this country has for many years 
been Paul A. Straub & Co., Inc., New York. 

Available also through the Straub organization 
is a new serles of 35 pattern folders, 6” x 5” in 
size, showing each pattern of both the Lorenz 
Hutschenreuther and the Tirschenreuth lines of 
china dinnerware. The patterns are reproduced 
in full color and are accompanied by full descrip- 
tions and a price list. 


, 


HIS “JEWEL” PATTERN in Franconia china has 
been selected by Yacoub Osman, ambassador 
and permanent representative of Sudan to the 
United Nations, for personal use in his home in 
New York. The pattern has a gold border etched 
with fleurettes and leaves, reminiscent of design 
treatment created by the world-renowned gold- 
smith, Faberge. 
UGO BADER has been named 
George Borgfeldt Corp., New York’s whole- 
He succeeds the late 


president of 


sale china and glass house. 
Fred J. Simon. 


AROL MACHT, whose book Classical Wedgwood 

Designs has just been published, spoke on 
“Sources of Wedgwood Designs” at the opening of 
the Buten Museum of Wedgwood in Merion, Pa., 
on Oct. 24. Mrs. Harry M. Buten is president of 
the museum and the board of governors includes 
Hensleigh C. Wedgwood and Mrs. John Little- 
ton, both descendents of Josiah Wedgwood. 


NEW CONCEPT in dinnerware was introduced 
A late in October by Georg Jensen, Inc., of 
New York, in Spisa-Terma, designed by Stig 
Lindberg for the Gustavesberg factory in Sweden. 
Four different types of ceramics are used in the 
dinnerware—earthenware plates, bone china cups 
and saucers, platters and deep dishes in vitrified 


ovenproof ware, and cookware such as frying 
(please turn page) 
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10 DAYS! 


February 2-13 








a 


2 SHOPPING SUNDAYS 


QDinne: Lance and Binge Party 


_ The Gift World’s Largest Display of Glass & Dinnerware 


Eastern Manufacturers and Importers Exhibit, Inc. ® 220 Fifth Avenue, N.Y. 1, N.Y. 


RE a Rt i SECRET ae RRS se RG a RES Mt Rie 
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CHINA, GLASS & GIFTWARES (continued) 


pans, casseroles, tea and coffee pots in a new 
flameproof ceramic. All of these are designed to 
blend with one another in a unified setting. The 
dinnerware is wholesaled through Frederik Lun- 
ning, Inc. 


HE EARLY BIRD MARKET at 225 Fifth Avenue, 

New York, is set for Jan. 13 to 24, accord- 
ing to an announcement made by John Goodman, 
president of the 225 Fifth Avenue Association. 
Mr. Goodman, Thomas Delaney and Edward 
Lynch comprise the committee in charge. 


i ern WORCESTER ROYAL PORCELAIN CO., INC., 
staged a champagne press party recently in 
the company’s New York showrooms to introduce 
a group of 14 new patterns in Royal Worcester 
bone china dinnerware. Introduction of the new 
designs was timed to coordinate with the visit 
of Queen Elizabeth II to New York. 


| epee C. LAWTON has been promoted from 
his position as Ohio-Michigan district man- 
ager for the Franciscan division of Gladding, 
McBean & Co., to Mid-Continent sales manager. 
Replacing him will be David Wilkinson, who has 
been representing the company in Missouri, Kan- 








sas, lowa and Nebraska. Wilfred A. Sechrist is 
general sales manager. 


ILLIAM M. BECKLER, general sales manager 

for Libbey Glass, Division of Owens-Illinois 
Glass Co., has been promoted to a newly-created 
position of assistant to the general manager, Alec 
M. Turner. His place in the sales department 
will be taken by George B. Skinta, who has been 
Southeastern regional sales manager. anaes 





Was my face red! 


A seaman came into my store and asked that a 
erystal be put on his watch. We told him that 
because his watch was a new model we had no crystal 
for it. However, he saw a watch like his in our 
showcase and asked if we couldn’t take the crystal 
off that and put it on his. 

I took the watch out of the case and laid it across 
my hand, explaining to him that it couldn’t be done. 
I said: “The crystals on these new watches are 
fitted so securely that there would be great danger 
of breakage in removing them. In fact,” I went on, 
“it’s all but impossible to take this crystal out.” 

At that very instant—‘“Bing!” went the crystal, 
jumping four inches high out of the watch and 
landing safely on the floor. I picked it up and fitted 
it into my sailor’s watch, and he left joking about 
how tightly it was fitted. T. H. Allen, Newport 
News, Va. 








-_— 
_— 


trom France... 


traditional BRANDY SNIF TERS at promotional prices! 








_. for modern American living 


PARIS” 


A deftly stylized Parisian scene in white on 


clear crystal. Available in 5 oz., oz.. |3 oz 


and 20 oz. sizes. 


“NAPOLEON”’—The famed Napoleonic emblem in Gold 


on clear crystal. Available in 5 oz., 


0z.. 13 oz. and 20 oz. sizes. 


‘CONNOISSEUR’ —Undecorated clear crystal. Available 


in 1 oz.. 3 Oz.. 5 Oz.. 7 Oz.. 13 oz. 


and 20 oz. sizes. 


THE FRENCH GLASS CO., INC. e 610 Fifth Avenue @ New York 20, N. Y. 


(New address effective January, 1958: 225 Fifth Avenue, N. Y. 10, N. Y.) 
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rop, LEFT TO RIGHT... Lyric, Tiara, 
Summer Song, Coronet (same pattern in 
vyold is French Provincial), Rondo. 
Center . Chelsea Rose, Thistledown, 
Bottom . Valleyfield (same pattern 

in blue is Alexandria), Adrian, Chateau 
Rose. From $16.95 to $24.75 a five piece 
place setting. Send 25¢ for full-color 
china booklet. Figurine Booklet in 


color, also 25¢. Copyrights, TM Reg. 


DOULTON AN 


‘TY 
The new 
classic 
in fine bone 
ch ina vase come the lines of its new “‘Classic’”’ shape. From an old Roman carving, 
se the theme for a delicate coupe-shaped pattern. Flawlessly white, 


amazingly durable... Royal Doulton is the flowering of a new 


Roval Houlton Golden Age in fine English bone china. 


p> €Coe.,. § BR Cua BETTE. HRW EE BART 


What makes Royal Doulton so lovely to live with? The gracious 


way it weds the past and the present. From an ancient Greek 





On the reverse side 

of this page you’ve just 

seen Royal Doulton’s 

newest bone china ad. Here are the 
best-sellers that have put 
Royal Doulton at 

the top in bone china sales. 
Their craftsmanship 

is superb. Their beauty is 
flawless. But equally important 
. they are the 

patterns women want today. 
Beamed to American 

tastes and living standards 

... backed by the 

heaviest advertising schedule 


for any English 
china... Royal Doulton 
sets you firmly on 


the royal road to profits 


in 1958. Continuing 
its record of hits, Royal Doulton 
will introduce 4 outstanding 


new china patterns, 


2 earthenware patterns, 
10 new figurines (8 china 
and 2 earthenware), 

2 new character jugs 


(in both large and small sizes) 

and 5 new rack plates 

D a Se é G & ... at the shows 
listed below. 


PITTSBURGH CHINA & GLASS SHOW, ROOM 828, CARLETON HOUSE, JANUARY 4 TO 10 
LOS ANGELES GIFT SHOW, ROOM 3200, BILTMORE HOTEL, JANUARY 19 TO 24 
CHICAGO GIFT SHOW, ROOM 636, PALMER HOUSE, FEBRUARY 2 TO 13 

DALLAS GIFT SHOW, LOUNGE, BAKER HOTEL, FEBRUARY 16 TO 20 

N. Y. GIFT SHOW, ROOM 544, TRADE SHOW BLDG., FEBRUARY 23 TO 28 


DOULTON & COMPANY, INC 
ll EAST 26th STREET, NEW YORK 10, N. 4 





TELLING THE PUBLIC (from page 68) pleased with the results in increased business. 
One panel displays necklaces, bracelets and 
sets; the other several hundred pairs of carded 
earrings. Both have boosted sales substantially. 
The celotex is soft enough to permit the use of 


age-wise, seldom ideal. We must have a good 
many occurrences of minerals in Nature to get 
the occasional one that will develop, in a limited 
section of a vein or a dike, a gemmy crystal. 
Hence the need for many occurrences and the con- 
sequent practical elimination from serious ex- 
ploitation any of the really rare mineral species. 

Most gem crystals formed millions or billions 
of years ago, in rocks that lay deep under the 
surface of the earth. The subsequent history 
must also have been propitious if the crystal is 
to wind up as a jewelry stone. Conditions of . " 
weathering, erosion, deposition and mining must fine? oat eee 4 sate”: 
all be just right for the meanest crystal to survive sae te Oe Gate sco ae 
unscathed through millions of years. | fads, 

What are those conditions? What sequence of 
events must transpire to bring a gem to the lapi- 
dary’s wheel a couple of billion years after it 
formed? Next month we shall examine this 
concatenation and see how geography and eco- 
nomics are as important as the accident of 
geology in determining the nations which supply 
Our gem marts. a8 


ee. 
een 
ieee 
ee 


ee 
hiale st, 27 
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pins for fastening the indvididual cards and is 
not visibly damaged in the process. 

The earrings are in the $1.29-to-$15 price 
range, with the $2 level the most popular. Neck- 
laces are in the $2-to-$7 range. 

Vertical displays sell costume jewelry “These big displays are a great improvement 

Guertin’s Jewelers, West Warwick, R. I., have over the trays we used before,” says Mr. Guertin. 
recently installed two vertical celotex panels for “Our customers won’t ask for merchandise, so we 
displaying costume jewelry, and they are well have to show it as completely as possible.”’ 


~ LAF te, 
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PAGIHIG Silvercloth 


».“) Will guarantee a brighter sales story 
for YOU.. 


Because your silver customer knows that Pacific Silvercloth 
is the only cloth that always keeps her precious silver 
shining and ready to use at a moment’s notice! Pacific 
Silvercloth has tiny particles of silver in it that trap the 
gases that cause tarnishing... insure shining silver all the 
time. Be sure you have it for her in wraps, bags, rolls, 
chests and by-the-yard ... it’s the silver cloth she will ask for. 


Important, too, is keeping the silver in your store glowing. 
No more embarrassing moments showing dull, tarnished 
silver if you keep it wrapped in Pacific Silvercloth. 


Remember, nationally advertised Pacific Silvercloth will 
help sell your silver for you... keeps customers happy 
with their silverware ... adds more profit to your sales. 


PACIFIC INDUSTRIAL FABRICS, A Division of Pacific Mills Domestics Corp., 
Dept. SC55, 1430 Broadway, New York 18. N. Y. 
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NEW YORK STATE'S “RETAIL INSTALMENT SALES ACT," in effect since Oct. 1, may be the 
first ina series of new state laws designed to protect the public against 
high charges, hidden terms and other abuses of time payment plans. Many 
States take their legislative cues from New York. 


CONTRACTS WARN THE BUYER: "DO NOT SIGN THIS CONTRACT before you read it or 
if it contains any blank space." Contracts must specify, among other things: 
cash price, down payment, principal balance, credit service charge, time 
balance (principal balance plus credit service charge) and the number, 
amount, and due-date of instalments. 


THE LAW SETS A LIMIT ON CREDIT FEES. The charge must not exceed $10 per $100 
per year on a principal balance up to $500. When the principal balance is 
above $500, the maximum charge is $8 per year on each $100 over $500. 

Buyers may pay off their obligations at any time and receive a proportionate 
refund of the credit charge. But even when accounts are prepaid, stores 

are entitled to a minimum fee of $10 for accounts settled within eight 
months, and of $12 for longer-term accounts. 

















SOME INSURANCE IS IN SIGHT FOR DIAMOND SHIPPERS. They have been hard hit by 
the recent Post Office ruling that all registered mail carry government in- 
Surance on the first $1000 of value, regardless of commercial coverage. 
Since most shippers carry commercial block policies, which also cover the 
first $1000 of parcel value, Shippers are in effect paying double premiums. 


COMMERCIAL FIRMS WRITING BLOCK POLICIES HAVE AGREED not to charge shippers 
premiums on the first $1000 of package value, provided the Post Office will 
be responsible for that amount if loSS occurs. At present, if a package 
insured by both the Post Office and another source is lost, each pays for 
only half the loss. This means that shippers are paying two premiums, but 
with no added protection. 








THE "WHITE LIES" OF ADVERTISING ARE UNDER FIRE FROM ALL SIDES. Nationally, the 
Federal Trade Commission and the Advertising Federation of America have 
joined forces to end abuses of fraudulent and "bait" ads. They will show 
advertisers "just where the legal line is drawn," will consider stricter 
fines for law-breakers. And New York State has intimated it might make more 
laws, stiffer penalties to stamp out "ad liars." 


JEWELRY INDUSTRY GROUPS, TOO, ARE STARTING TO FIGHT phony ad practices. 

The Jewelers Vigilance Committee, appalled by the rock-bottom reputation 
ratings jewelers were given in two recent consumer=-opinion studies, is urg- 
ing jewelers to report phony ad schemes or practices to JVC headquarters. 
The Illinois RJA has also asked itsS members to send in copies of false- 
Statement ads, or of ads that offer giant "bargains" on items few if any of 
which are actually stocked by the advertiser. 








HOPES FOR TAX CUTS IN 1958 ARE FADING. Cost of the Defense Department's "pressure 
program" of missile and rocket development should boost earlier military 
budget estimates ($38 billion) even higher. Congress is trying to pare other 
Spending, and will listen to plans for reducing income, estate, excise, gift 
and corporate taxes where possible. But few tax reductions are likely. 


BOTH EISENHOWER AND NIXON HAVE WARNED that tax breaks may have to give way 
to security needs in the catch-up-with-Russia technology race. 








THE INCOME TAX PEOPLE WANT NO PADDED EXPENSE CLAIMS THIS YEAR. First page of new tax 
forms will require you to list in detail all travel and other-expense exemp- 
tion claims. Too-high figures will be easier to spot this way, they say. 
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Superbly designed prestige* watches for men and women 
with “room to breathe” profit markup. The most com- 
plete automatic watch line. Price protected — sold only 
through exclusively franchised jewelers. Pre-shipment test- 
ing and timing with “honest-to-goodness” one-year guar- 
antee. Nationally advertised the year ’round. Complete 
dealer aid kits. Retail price line from $49.75 to $2500.00. 


Fed. Tax Included 


“OFFICIAL WATCH OF THE SWISS FEDERAL RAILWAYS: 


For exclusive franchise information and catalogue, write: 


ZODIAC WATCH COMPANY, 15 West 44th Street, Néw York 36, N. Y. 
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Che Untvusrsal News 
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NEW ITEMS FROM UNIVERSAL CHAIN 


Sparkling Designs for Novelty 
Jewelry—Bracelets and Chokers 


We've just unveiled these beau- 
ties—some of which are patented 
—to manufacturing jewelers 
(who, by the way, are our only 
customers). In brass with gleam- 
ing white finish, and other metals 
too, these chains are just waiting 
to help you make “news” with 
your creations. Their prices are 


‘*hot items’’, too. 


These, and all Universal chains, 
are tumbled, given a bright finish 
| S | and shipped — they can be lac- 
I, Ct, Js Se - Aki Ss Za juered on request. And, you'll be 
wy S ~ —E I Iyy a7, |. pleased by our fast handling of 
8320U vour order. Why not contact our 
home office for a quotation, today. 
ee ee a ee rary 
< DAA Pama <6 O64 66 EEO Renee 
ee OO OOOO LPO OL eee lJ N IVER S AL C H Al N 
a ag 18M-J-K 
COMPANY, INC. 


Suppliers to Vanufacturing Jewelers 
92 Burnett Ave., Maplewood, N. J. 
Branch: 61 Peck Street, Providence, R.I.; 
N.Y. Office: 489 Fifth Avenue 














Giant Zale Jewelry Chain Wants More Stores, 
Will Sell 100,000 Stock Shares to Get Funds 


The largest chain of jewelry 
stores in the world is still growing. 

Zale Jewelry Co., Inc., with 
headquarters in Dallas, has regis- 
tered a plan with the Securities 
and Exchange Commission to sell 
100,000 shares of common stock at 
about $13 a share. 

All or most of the net proceeds 
($1,138,000) will be used for ‘“‘ac- 
quiring the assets or total capital 
stock of retail and 


wholesale stores.” 


additional! 


During the last three and a half 
vears, Zale’s has added 40 stores, 
so that the chain now consists of 
85 units spread from Columbus, 
Ga., to Seattle, Wash. 
stores, plus the Zale-owned Tex- 


These 
oma Wholesale Jewelers, which 
sells to stores outside the chal nN, 
hire 1500 emplovees. 

Many surprising facts about the 
Zale organization are revealed in 
the prospectus issued by Eppler, 
Guerin & Turner, Inc., of Dallas, 
principal underwriters of the stock 
issue. Here are some of those 
facts: 
© °¢@ Total Zale sales in fiscal °57 
were nearly $36 million, up $3 mil- 
lion from 1956 and up $8 million 
from 1955. Net earnings in fiscal 
‘D7 were $2.2 million. 

° ¢@ Morris B. Zale earned $113,000 
as president last besides 
$18,000 set aside under a _ profit- 
which all em- 


year, 


sharing plan in 
ployees participate. (Morris is now 
chairman of the board. 

°°¢ His William Zale, 
earned $84,000 as vice president, 


brother, 


in addition to a profit-sharing set- 
aside of $13,000. (William re- 
signed his office last spring but 
continues as a director. 

© @ Ben A. 


dent, received $75,000 last year 


Lipshy, the new presi- 


when he was treasurer, besides 


A MISS IS A MISS IS A MISS: 
Gertrude Stein would have 
loved this: Sheffield Silver Co. 
of New York was looking for a 
charming young lady whom it 
could call “Miss Sheffield.” By 
coincidence, there was a charm- 
ing young lady, named Miss 
Charlotte Sheffield, who could 
indeed qualify, as she already 
held the beauty queen title 
“Miss U.S.A.” Now Miss Shef- 
field IS “Miss Sheffield.” She's 
displaying a 7-jewel Sheffield 
wardrobe watch with four 
straps of various hues. 


$11,000 in profit-sharing. Lipshy 
joined the organization in 1926, 
two vears after the Zale brothers 
opened their first store in Wichita 
Falls, Tex. 

eeThe growth pattern has been 
dynamic—three stores were added 
during the first 10 vears; nine dur- 
ing the second 10 vears; 32 during 
the third 10 years, and 40 during 
the last three and a half years. 
There are now stores in 18 states. 
e @ Sixty-nine of the stores oper- 
ate under the name “Zale.” The 
rest bear the names Hartwell, Cor- 
rigan, Selle, Boswell’s, Hausmann, 
Wolf’s, Jacoby, Ben Cohn, Royal, 


Mission and Lewis. 

© @ Most of the units are in cities 
of less than 200,000 population. All 
but six are in downtown locations, 
and those six are in shopping cen- 
ters. Leases on these quarters run 
from five to fifteen vears. 

e©e“To give its store Managers a 
proprietory incentive, the company 
adopted a policy in 1930 of offer- 
ing such employees an opportunity 
to purchase shares of the com- 
pany. The operation of this 
policy and the redistribution of 
holdings of the Zale family by sale 
and gift to relatives has broadened 
the ownership of the company, so 
that there are now some 145 stock- 
Upon completion of the 
family 


, 


holders.’ 
public offering, the Zale 
group will own 59.5 per cent of the 
common stock. No individual, how- 
ever, owns more than 10 per cent. 
© e@ Merchandise is mainly in the 
medium-price range. Most 
are to middle- and lower-income 


sales 


people, and about 80 per cent of 


the sales are on credit. Last year 
the company carrying 
charge to offset the cost of instal- 
ment accounts. This charge totaled 
$601,000. 


added a 


© @ Over half of the volume comes 
from the sale of diamonds and 
Zale’s New York offices 
mount 


watches. 
import diamonds, 
and ship them to the stores. Swiss 


grade, 


cased in 
under the 


watch movements are 
New York and sold 
names “Baylor” and “Paul Rey- 
nard.”’ 
© e These are the main sales cate- 
gories: 
Diamond and 
pins, etc.—32 per cent. 


rings, 


jeweled 
Diamond watches—6 per cent. 

Non-diamond watches 16 per 
cent. 

Electrical appliances 13 per 
cent. 

Costume jewelry, 
dinnerware, luggage, cameras, ra- 
optical repairs and 
other items—33 per cent. 


silverware, 


dios, goods, 





New York Merchants Cite Evils of “Bargain” Advertising, 
Discuss Possible Need for New Laws to Protect Public 


Are new state laws needed to 
protect the public and honest mer- 
chants from “bait” and phony bar- 
gain advertising’? 

New York Averell 


Harriman thinks so. He said soat 


(,overnor 


a conference on “phony bargain 
claims and practices,’ In Albany, 
Oct. Z. 

Among the 200 in attendance 
were four representatives of the 
jewelry industry: 

Melvin R. Rudolph, vice-presi- 
dent of Rudolph Bros., Inc., 41- 
store credit chain with headquar- 
ters in Syracuse. 

William Wagner of the Consolli- 
dated Retail Jewelers of New York 
and New Jersey. 

P. Irving Grinberg of the Jewel- 
ers Vigilance Committee. 

Harry R. Gerber, of Bramley & 
Co.., White Plains, N. ei a director 
of RJA. 

Dr. Persia Campbell, the Gover- 
nor’s consumer counsel, said this 
in her letter inviting the jewelers 
to attend: 

“We are concerned with the in- 
crease in false savings claims. We 
are informed that some manufac- 
‘fictitious’ list 


turers are using 


prices that enable retailers of 
their products to advertise ‘sensa- 
‘below 


tional bargains’ and sell 


cost’ at a profit.” 


JEWELERS DAUGHTER. 
“Miss Wisconsin,” Joan Hent- 
schel, 18, daughter of Arthur C. 
Hentschel, Milwaukee jeweler, 
adds an Heirloom chafing dish 
to her silver trophy collection, 
which has grown steadily since 
her participation in the “Miss 
America” contest. John P. Zeck, 
Oneida’s Heirloom Sterling rep- 
resentative, makes the presen- 
tation. 


Officers of better business bu- 
reaus, Chambers of commerce and 
trade associations gave thelr 
views during a four-hour session. 

Rudolph, head of advertising for 
the family-named jewelry chain, 
had this to say: 

“T am interested in truthful ad- 
vertising. I believe the trade can 
rid itself of unethical merchants 
by self-regulation, and by volun- 
tary policing of advertising copy 
by media. 

“Laws can’t make men honest, 
so there is no need for further 
state legislation. 

“Constant vigilance by each 
merchant and cooperation by the 
newspapers, should settle the 
problem.” 

Rudolph is a director of the New 
York State Council of Retail Mer- 
chants and a former president of 
the Diamond Council of America. 


Fair Trade Backers Would 
Abolish State Laws, Set Up 
Manufacturer Price Control 


Backers of the fair trade prin- 
ciple are now drafting legislation 
which they plan to introduce in 
(ongress next year to set up a 
federal resale price maintenance 
law. 

As now drafted, the new law 
would abolish present fair trade 
contracts and give manufacturers 
the right to set retail prices under 
the same powers they now have to 
set up consignment and franchise 
systems. It would tie resale price 
control directly to the 
manufacturer’s trademark owner- 
ship under a licensing system. 

Present federal legislation sim- 
ply provides an exemption to the 
antitrust laws to permit states to 
adopt fair trade laws sanctioning 
resale price contracts if they wish. 


powers 


Fair trade laws are in effect In 32 
states. In 16 of these states courts 
have upheld the fair trade laws. 
Courts in another 13 states have 
declared them unconstitutional. 
The question is pending in five 
states. Three states, and the Dis- 
trict of Columbia, 
adopted fair trade laws. 


have never 


"4 Bs 
me 
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BAUMGOLD BLOUSE: Belgian 
movie star Monique Van Vooren 
diamond 


models aie fabulous 


blouse created by Baumgold 
Bros., Inc., to tie in with Na- 
tional Blouse Week. Special 
blouse feature was the 75-carat 


Transvaal diamond. 


Silver Users Want Repeal 
Of Silver Purchase Act, Say 
It Forces Prices Too High 


Jewelrv manufacturers and 
other silver users are expecting 
early 1958 Congressional hearings 
on legislation to repeal the silver 
purchase laws. 

Rear Adm. 
(U.S.N. Ret.), 
of the Silver Users Association, 


Donald a Ramsey 


legislative counsel 
savs he hearings on 


S. 1201, a bill 


expects 
LO repeal he silver 
purchase laws, shortly after Con- 
gress reconvenes Jan. 7. 

The Silver Purchase Act re- 
quires the U.S. Treasury Depart- 
ment to pay domestic silver pro- 
ducers 90.5 cents an ounce for 
silver if it is offered. As a result, 
silver users complain, the market 
price has been forced up to about 
the same level. 

Adm. 
that the silver producers are now 


Ramsey also complains 
clamoring for elimination of the 
profit collected by the Department 
on silver purchases. The Depart- 
ment by law values the silver it 
buvs at $1.29 an ounce, and the 


+> 


silver producers, according to 
Adm. Ramsey, want the Depart- 
ment now to pay that price, rather 
than the present lower price. 

The Treasury Department has 
refused to support the users in 
the dispute, claiming it is a “po- 
litical” and not a monetary ques- 


tion. 














Effects of ‘Tight Money’ 
On Small Business Firms 
Will Be Reserve Board Study 


The impact of the federal gov- 
ernment’s tight money policies on 
small business firms will be studied 
by the Federal Reserve Board in 
another of the growing series of 
Investigations into the problems of 
the small merchant and manufac- 
turer. 

The Reserve Board study, which 
will take about a year, is designed 
to shed light on whether credit re- 
affect 
firms; whether small firms have a 
short-term, inter- 
mediate-term, or long term credit; 


straints particularly small 


special need of 
whether small firms’ credit ratings 


particularly sharply when 
economic activity slips; and how 


suffer 


figures on small business failures 


should be related to credit. re- 
straints. 

Part of the FRB survey will in- 
interviews with a 


small firms, the 


clude personal 
cross-section of 
Board says. 

FRB 


sumer installment credit outstand- 


Latest figures show con- 
ing rose by another $346 million 
during August, bringing the total 
to $33 billion at the end of the 
month. At the same time, however, 
the Securities and Exchange Com- 
mission reports that individual sav- 
ings rose by $3.2 billion during the 
second quarter of the vear, bring- 
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GOOD GUESS: Mrs. Lester Thomas of Thomas Jewelers, Findley, Ohio, re- 


ing total savings during the first 
half of 1957 to $9.2 billion——$2 bil- 
lion higher than in 1956. 

“Available evidence shows that 
while consumers continue to spend 
at high rates, they are also salting 
money official 
notes. July retail sales totaled $16.9 


more away, one 
billion, an increase of 10 percent 
over July, 1956, but a decrease of 
1 percent from June, 1957. 

Rising prices are still worrying 
the government, although the 
have 


amounts of the increases 


slowed in recent months. Several 
congressmen in recent weeks have 
proposed reimposition of controls 
over credit buying as an antidote 
for inflation, but most observers be- 
lieve there is little chance Congress 
would consider reviving these pow- 
ers unless the economic situation 
worsens materially. 


Jewelry Sales Jump $42 Million 
In Last Fiscal Year, IRS Says 

An increase of about 3 per cent, 
or $42 million, in sales of goods 
during the 
vear ending 


taxable as jewelry 


Government’s fiscal 
last June 30, was reported by the 
Internal Revenue Service. 

Tax collections from jewelry 
amounted to $156,604,000, 
as compared with $152,340,000 in 


sules 


the previous 12 months. Since the 
excise on jewelry is 10 per cent, 
this would indicate that sales last 
vear amounted to $1,566,040,000, 
a jump of $42 million. 
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ceives a 1.05-carat, platinum-set diamond from Sam Deutsch of Rudolph Deutsch 
Fine Diamond Cutters of Cleveland. She was the best guesser in Speidel’s “The 
Price is Right” contest at the Ohio Retail Jewelers Association convention. The 
local contest was run to help promote Speidel’s nationally-televised guessing 
game program, starring Bill Cullen as M.C. Looking on at the presentation are, 
from left: John M. White of Norman, Craig & Kummel, ad agency; George L. 


IRCULAR-KEYSTONE 


Brown of Gerwe-Brown, Speidel distributors; and Bob Golby, Speidel salesman. 









Maurice Vaucher Dies: Led Swiss 
Jeweled Watch Industry Since ‘32 





Maurice Vaucher 


Maurice Vaucher, 69, president 
of the Swiss Federation of Watch 
Manufacturers for the past quar- 
ter-century, died Nov. 2 at his 
home in Bienne, Switzerland. 

Vaucher, one of Western Eu- 
rope’s most respected industrial 
managers, was an almost legend- 
ary figure in international watch 
circles. Standing six feet, three 
inches, he commanded the world’s 
largest watchmakers’ trade group 
through 25 years which saw great 
changes in production and distribu- 
tion. And in an industry weighted 
by tradition, he time and time again 
led ventures into new methods, di- 
rections and techniques. Following 
World War II he set in motion 
what today has become the Fed- 
eration’s marketing 
and advertising campaign. 

Although his father was ¢Co- 
founder of a watch firm, 
Watch Co., Vaucher originally en- 
tered the theological field. He be- 
came a Protestant Reform pastor, 
in which he served until after 
World War I, when he joined his 
father in business. 

He was elected president of the 
Federation in the throes of De- 
pression-year 1932. His insistence 
then, and always thereafter, that 
Swiss watchmakers stress quality 
above quantity and price, did much 
to raise Swiss standards to their 


world-wide 


Recta 


present eminence. 

Vaucher planned to retire early 
next year. His successor, Swiss 
economist Dr. Gerard 
take office soon. 

Vaucher is survived by his wife, 
two sons and two daughters. 


sauer, will 





Jacksonville Rotary Elects 
Jeweler |. M. Sulzbacher 
President for 1957-58 Year 


SERVICE 
ABOVE 


SELF 


I. M. Sulzbacher, civic-minded secre- 
tary-treasurer of Jacobs Jewelers, 
Inc., addresses Jacksonville Rotary 
Club after installation as new presi- 
dent. 

As if active participation in 
13 civic and community groups 
in Jacksonville, Fla., were not 
enough, jeweler I. M. Sulzbacher 
recently accepted still another 
extra-effort post, presidency of the 
city’s Rotary Club. 

“T. M..” who works the first 
eight of his not-enough-hours day 
as secretary of Jacobs Jewelers, 
Inc., admits that the pursuit of so 
much outside work demands many 
nights and weekends at his desk. 
But the personal satisfaction de- 
rived from helping better the com- 
munity more than compensates. 

“No business can prosper unless 
the community prospers,” he says. 
“When one sees improvements to 
be made, one must take the initia- 
tive in seeking to bring them 
about.” 

His entire list of activities 
covers everything from treasurer 
of the 
director of the Jacksonville Sym- 
phony Association, with 


Bovs Service Council to 


various 
presidencies and trusteeships in- 
terspersed. 


Hamilton Watch Will Produce 
Missile Control Instruments 


Watch Co. of 
easter, Pa. has been awarded a 


Hamilton Lan- 
$214 million contract by Hughes 
Aircraft Co. to produce air-borne 
recording equipment 


Missile pro- 


signal data 
used in the Falcon 
gram. 

The equipment will be manu- 


120 


factured at Hamilton’s Hathaway 
Instruments division in Denver, 
Colo. It is used to record arma- 
ment control signals sent to mis- 
siles during simulated attack runs, 
which are less costly than actual 
firing tests. 

Other Hamilton electronic pro- 
duction includes instruments for 
controlling missiles, 
for locating oil deposits, and for 


self-guided 


measuring strain in airplanes, 
bridges, and railroad rails. 


Adam Consolidated Purchases 
Bruner-Ritter Division 

Adam Consolidated Industries, 
Inc., owner Of Gemex Corp., has 
purchased the domestic watch- 
band division of Bruner-Ritter, 
Inc., New York manufacturer. Ac- 
quisition was made to expand 
Gemex’s distribution market to 
the major watch manufacturers 

Bruner-Ritter was watchband 
supplier to Bulova, Gruen, Elgin 
and Longines, and to overseas 
military PX’s. 

The Adam 
inventory and manufacturing 
equipment of Bruner-Ritter’s do 
mestic watchband plant in Bridge- 
port, Conn. The equipment will be 
transferred to the Gemex plant 
in Union, N. J. All Bruner-Ritte 
patents and trademarks will be 


purchase’ includes 


Gemex’s, also. 
Bruner - Ritter President 
Ritter will join Gemex. Adam paid 


Saul 


an undisclosed amount in cash 


and common stock. 


— 


Arizona Jewelers Reelect 
Malcolm Straus President 


At its recent 19th annual meet- 
ing, the Arizona Retail Jewelers 
officers tor 


Straus of 


reelected 
Malcolm 
Phoenix continues as_ president, 
and T. W. Rutherford of Eloy will 
remain as vice-president. Ben Ros- 


Association 
new terms. 


ner of Phoenix was voted in a third 
time as secretary-treasurer. 


Malcolm Straus r 


Phoenix 
convention, and their topics, were: 


Guest speakers at the 

Durward Howes of Pasadena, 
Cal., “The Aims of RJA.” 

Harold Rausch of Phoenix, 
“Functions of the Better Business 
Bureau.” 

William Lane of Life magazine, 
“How Life Helps Jewelers.” 

Robert Westover of the Watch- 
makers of Switzerland, ‘“‘Watch 
Fashion Parade.” 

Dr. Arthur Gutenburg of Ari- 
zona State College, “Retail Jewelry 
in the Arizona Market.” 
meeting 


Jewelers at the fired 


questions at a panel group. set 


ip to answer queries. 


TALLY HO: S. Bryce Wing, second from left, president of the National Steeple- 
chase and Hunt Association, receives an inscribed timer from Doxa Watch Co. 
President Marcel Ketterer, in behalf of the fine work the association is doing 
to further steeplechasing. Present at the special meeting of the association, 
from left, are: Jack E. Cooper, association secretary, Wing, Ketterer, and John 


Jauslin, Doxa Watch Co. vice-president. 
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Watches of France Opens 
New York Information Center 
The watch industry of France, 
which produces some six million 
units per year in 500 companies, 
has opened an information and 
publicity office at 610 Fifth Ave., 


M. Paul Jokelson 


Rockefeller Center, New York. The 
Watches of France, Inc., Informa- 
tion Center will promote the sale 
of French-made in the 
U. S. 

France’s watch sales have more 
than doubled 1954. Last 
year’s exports, mainly to the U.5., 
England, China, Poland, Canada, 
Egypt and the Indian Union, to- 
taled four billion francs. 

General manager of the center 
is U. S. citizen M. Paul Jokelson, 
who has had wide experience in 
European shipping, export trade 
and public relations. 

The center will display a collec- 
tion of French watches. 


watches 


since 


Canadian Jewelers Sponsor 
National Jewelry Week Project 

The Canadian Jewelers Associ- 
ation adopted our Cherub for a 
week last month, to help drama- 
tize Canada’s first National 
Jewelry Week. 

Purpose of the ‘week,’ Nov. 18- 
23, on the eve of the Christmas 
buying season, was to focus inter- 
est in the gift value of jewelry. 
The Cherub insignia was used 
prominently during the campaign. 

Hub of the promotion was a 
special supplement in the Nov. 23 
issue of the Toronto Star Weekly, 
nationally-read newspaper. The 


Fast Tax Write-Off on Used 
Equipment Is Possible Aid 
Increased money needs in the 
quickening race with Russia for 
technological superiority have cut 
chances that small business firms 
will receive any important tax re- 
next However, in- 
terest in other aids to small busi- 


ductions vear. 
ness is Increasing in Congress. 
The Eisenhower Administration 
says it will ask for approval of at 
least four measures to aid small 
firms. Heading the list is a bill 
which would extend the right of 
fast tax depreciation to used 
equipment. At present, only new 
equipment has this privilege. 
Other measures the Administra- 
tion will support include those to 
permit corporations with 10 or 
fewer stockholders to be taxed 
as partnerships; to permit small 
firms to pay estate over a 
10-year period, rather than in the 
year a business is inherited; and 
to give investors in small firms 
more liberal tax treatment on 
stock investment losses incurred. 


taxes 


FIFTY-YEAR VETERANS: 
Three Elgin American’ em- 
ployees were honored at a din- 
ner for their combined’ 150 
years of company service. Re- 
ceiving scrolls from Allen B. 
Gellman, firm president, are, 
left to right: John Kutzleb, 67, 
polisher; Mr. Gellman; Harry 
E. Gilles, 65, plant manager; 
and Albert Wewitzer, 64, chief 
engineer. The dinner opened the 
celebration of the company’s 
75th anniversary. Activities 
planned for the year include 
sales clinics for jewelers and 
expanded promotion and adver- 
tising. 


Buyers at United Jewelry Show Like Colorful, Novel Items 


Wraps were removed from 
Spring jewelry lines for the ben- 
efit of the nation’s wholesalers 
and jobbers at the 10-day United 
Jewelry Show in Providence, R. I. 
More than 700 buyers hung 
their hats at the Sheraton-Bilt- 
more Hotel between Oct. 27 and 
Nov. 5, where they surveyed the 
lines of 277 manufacturers from 
Providence and the Attleboros. 
Orders placed for samples were 
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well ahead of last year. 
terest shown in 
novel jewelry and in colorful 
Spring items. Buyers, however, 
seemed cautious in making large 
commitments, a mood typical of 
business generally. 

Nevertheless, industry in the 
Greater Providence area is look- 
ing forward to a good Spring, be- 
cause of the interest shown in 
many of the new lines. 


Was new 


HATIONAL A550" 
COSTUME GEWELESS 


SIGN IN: Buyers register for the semi-annual United Jewelry Show in Provi- 


feature and editorial matter was 
supported by heavy advertising. 


dence. Note the sign and symbol of the newly-formed National Association of 
Costume Jewelers, which held its general meeting in Providence Oct. 28. 
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Taylor Is New Principal 
Of Westinghouse Vocational 

Harold E. Taylor has been ap- 
pointed principal of George West- 
inghouse Vocational High School 
in Brooklyn, N. Y. The city-run 
school is well known for its watch 
and clock making courses, and for 
its jewelry-making classes. 

Taylor previously was head of 
New York Vocational High School, 
the only other city public school 
where jewelry and watchmaking 


“ | emis 
trades are taught. He also served 
as acting head of Brooklyn Tech- 
nical High School. 

He is a member of 
vocational arts 


numerous 
educational and 
groups, and is president of the 
New York Vocational High School 
Principals Association. 

Among the Westinghouse School 
faculty are Nathan B. Winkler, 
well-known jewelry designer and 
modeler, and Henry B. Fried, JC- 
K’s horological consultant. The 
school will soon move to an ultra- 
modern $6 million building. 


Jacoby-Bender Reports Record Number of Outlets in 1957 


4 

a 

Turner 
Bryson 


Klaver 
Zell Almo 
Kay Kanter 


Some 31,000 retail outlets stocked 
Jacoby-Bender watchbands and 
idents in 1957, salesmen at the an- 
nual J-B sales meeting, Oct. 28-30, 
were told. 

President Max Jacoby predicted 
that even more retailers would 
earry J-B products in 1958, “be- 
cause we will continue to reinforce 
our policy of selling through whole- 
salers.”’ 

Ben Sackheim of Sackheim, Inc., 
ad agency, and Edward M. Meyers 
of Edward M. Meyers Associates, 
public relations agency, said the 
firm will expand its ad and promo- 
tion efforts. 

Executives attending the meet- 
ing, held in Woodside, N. Y., were: 
Max Jacoby, president; Bernard 
Kanter, executive vice - president; 


NAME’S THE SAME: When Croton Watch Co. ran a watch-naming contest 
for its newest 17-jewel ruby shock model, three contestants came up with the 
identical winning name, Futura. Awards, three Aquamatic watches, were pre- 
sented at Croton’s ad agency, Doyle Dane Bernbach, Inc., in New York. Account 
executive Josh Epstein, center, and his assistant Jim Gavin, left, give the prizes. 


122 


Siegel 
Groya 


Jacoby 


Mensch 
Meyers 
Sackheim 


Appleby 
Jacobson 


Hahn 


Jerry Hahn, ad director; Leonard 
Klaver, assistant sales manager; 
Milt Mensch, ad account executive. 
Sales representatives present 
Paul Almo, Don Appleby, 
Westly Bryson, Bob Groya, Bernard 
Zell, Day Kay and Bob Siegel. 
Sales service coordinators, Jack 
(Northeast) and Harry 
Turner (Southeast), also attended. 


were, 


Jacobson 


WORLD-WIDE TEA PARTY: 
Tea-time customs of the differ- 
ent countries of the United 
Nations will be dramatized Dec. 
2-5 by Wallace Silversmiths of 
Wallingford, Conn. As a mem- 
ber of the American Associa- 
tion for the United Nations, 
Wallace is sponsoring “Tea 
Time ’Round the World” in the 
U.N.’s Carnegie International 
Center in New York. Hosts will 
include ambassadors, U.N. dele- 
gates and their wives. Above 
(left to right) Association offi- 
cial Dr. William Agar, Wallace 
Secretary Malcolm Wallace and 
Wallace sales manager Jack 
Banks inspect a sterling teapot 
replica. 
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Sterling Silversmiths Plan 
‘Sterling Is for Now’ Campaign 

The Sterling Silversmiths Guild 
of America will conduct a half- 
million dollar advertising and 
public relations campaign during 
1958 in support of sterling flat- 
ware. 

Participating firms in the Guild 
campaign are: Alvin Corp.; Gor- 
ham Co.; International Silver Co.; 
Samuel Kirk & Son, Inec.; Lunt Sil- 
versmiths; Reed & Barton; Towle 
Silversmiths; and Wallace Silver- 
smiths. 

Major approach will be the as- 
sociation of sterling silver with 
immediate enjoyment in everyday 
living—‘Sterling is for now.” 
Radio will get a big share of the 
ad budget. 


A. Cohen & Sons Window Aids 
Operation Cherub Campaign 








window has 
Operation 
Cohen & 
wholesale jewelers, at 
their main offices, 27 W. 23rd St., 
New York. 

The display, 


show 


An entire 
devoted to the 


been 
Cherub campaign by A. 
sons Corp., 


which will be 
and De- 
is built around the large 
Num- 
cherubs and cor- 


shown during November 
cember, 
central figure of a cherub. 
bers of smaller 
sages are scattered about the win- 
dow. 


Watch Material Distributors Plan 


January Board of Directors’ Meet 

Directors of the Watch Materia! 
Distributors Association of Amer- 
ica will hold their 
meeting Jan. 16-17 


semi - annua! 
at the Park- 


Sheraton Hotel in New York. 
They will study reader response 
to the new Official Watch Parts 
Catalog. They will also consider 
stepping up the association’s ser- 
vice program to. the 
watchmakers. 


nation’s 
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BIG TIME: Repairing a clock 
whose case alone weighs more 
than a grand piano proved no 
small task for technicians of 
the Longines-Wittnauer’ RKe- 
search Department. The _ his- 
toric timepiece, built in 1806 by 
eminent British astronomer Sir 
William Herschel, recently let 
its 25-pound pendulum drop, 
doing considerable damage. 
Longines had to reconstruct 
several parts in order to get the 
massive works running again. 
Sold at auction upon Sir Wil- 
liam’s death, the 12-foot clock 
subsequently found homes at 
Woodstock College and Ford- 
ham University. It is now on 
loan to the New York Hayden 
Planetarium. 


Elgin Develops Treatment 


To Prevent Jewel Oil Loss 

Elgin National Watch Co. has 
perfected what it calls the first 
practical method of mass-treating 
watch jewels to prevent oil loss. 
chemical treatment, 
named DuraLube, has been re- 
sponsible for a 70-80 per cent 1m- 
provement in oil retention, accord- 
ing to Elgin engineers. 

Basis of the DuraLube process 
is a stearate. The chemical, which 
is neutral to watch oil, is dissolved 
in a preparation which is then 
placed on the jewels, and heat- 
treated. 


A thin molecular coating 























remains on the jewels after they 
are cooled. 

To be effective, the process must 
be administered only to absolutely 
clean jewels, which Elgin accom- 
plishes by the use of ultrasonic 
cleaning machines before applica- 
tion. 

At present Elgin does not mar- 
ket DuraLube. A study is being 
made, however, to determine 
whether the equipment necessary 
‘o apply the treatment could be 
produced at reasonable cost, for 
watch repairmen’s use. 

All of the firm’s Lord and Lady 
Elgin watches are now treated 
with DuraLube. 





FIRST FALL SHOW: Hallett Bros. Co., wholesale jewelers of Lincoln, Neb.., 
recently held its first jewelry and gift show, at the Hotel Lincoln. On dis- 
play were clocks, watches, silverware, watch bracelets and jewelry. Shown 
during the two-day affair, left to right, are: Bill Howell of Charles Briddell; 
Joe Bliss of Oneida Community; Mac McCamley of Oneida Stainless; Don 
Roberts of Ronson Corp.; John Hallett, Shel Hallett and Arnold Brophey 


of Gemex Corp.; 


and Truman Garry of Seth Thomas Clock Co. 
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Since 1890...the World's 


Largest Selections of 


TIMERS 


have been offered by 


WAHT: 


(THROUGH YOUR WHOLESALER } 


Write for the Lotest 


RACINE CATALOG 


Featuring Timers and 
Chronographs for Every 


Sport and Technical Use 


JULES RACINE & COMPANY, INC. 


Specialists in Fine Timers — Since 1890 


20 WEST 47th STREET, NEW YORK 36, N 


Y 


Dieges & Clust Employees Fete 
President's 50 Years’ Service 


Dieges & Clust executives host presi- 
dent Robert T. Dieges at his 50th an- 
niversary dinner. From left, they are: 
Robert G. Packer, Franklin D. Stet- 


son, Mr. Dieges, and Richard W. | 


Packer. 


Robert T. Dieges, president 
and board chairman of Dieges & 
Clust, Providence specialty jewel- 
ry firm, was honored by employees 
and associates at two events in 
October for his 50 years’ service 
to the firm. 

Employees gave him a surprise 
party at the plant, and presented 
him a leather chair and hassock. 

Directors, officers and long-ser- 
vice employees marked the anni- 
versary at a dinner Oct. 19 at the 
Sheraton-Biltmore Hotel in Provi- 
dence. Dieges was given a color 
television set and other gifts. 

Dieges began his career, with 
the firm his father co-founded, as 
a bench hand in 1907. He became 
president in 1952, and chairman of 
the board in ’54. 


Sheaffer Pen Purchases Large 
Electronics, Hearing Aid Firm 

W. A. Sheaffer Pen Co. has 
bought Maico Co., Inc., of Minne- 
apolis, a leading U. S. manufac- 
turer of electronic equipment for 
medical use. 

The new Sheaffer subsidiary 


will be known as Maico Elec. | 
tronics, Inc. It will continue to | 


| operate under the direction of 
| president Leland A. Watson, but | 
| will utilize Sheaffer’s sales staff. | 
Maico manufactures audiom- | 
eters, hearing-test instruments, 
_hearing aids, recording heads for | 


i 
| 
; 


‘tape recorders, electro - acoustic 


devices, electronic stethoscopes | 


| e 
| and control instruments. 


| 
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tial earnings need apply. 
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Georgia Mississippi 
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# bernard Spector has opened a gift 
and greeting card shop adjacent to 
his Jewelry store in the 69th St. ter- 
minal, Philadelphia. 

s Harold J. DuBois, jeweler of Little 
alls, N. Y., has retired after 40 
years in business. 

# Earl E. Hart has opened a jewelry 
store at 206 E. Genesee St., Syra- 
cuse, N. Y. 

# Eastern Pennsylvania Guild of the 
American Gem Society met Oct. 29 
at the Robert Morris Hotel, Philadel- 
phia. Members heard and discussed a 
tape giving highlights of the recent 
A.G.S. conclave in Philadelphia. 

=» The New York sales offices of the 
Napier Co., Meriden, Conn., will be 
located after Jan. 1 in the new Bank 
of New York Building, 350 Fifth Ave. 
s East Side Jewelers Association 
(New York) held a dinner meeting 
Oct. 24 at Richman’s Restaurant. S. 
Ralph Lazrus of Benrus Watch Co. 
was guest. 

s Lucas Wholesale Jewelers, Inc., 
tertained 300 jewelers Sept. 16 dur- 
ing the opening of its enlarged offices 
at 116 S. Salina St., Syracuse, N. Y. 
The firm, now three years old, carries 
traditional lines plus housewares and 
viftwares. 

# The Retail Jewelers Association of 
Greater New York and the Associ- 
ated Credit Jewelers of New York and 
New Jersey have joined forces as the 
Consolidated Retail Jewelers of New 
York and New Jersey, Inc. Officers 
elected by the incorporating direc- 
tors are: Harry Wexler, M. Wexler 
& Sons, Inc., New York, president; 
Mortimer S. Abelson, Abelsons, Inc., 
Newark, N. J., Frank F. Goodman, 
Tappin’s, Inc., Newark, N. J., and 
Bennet H. Schwartz, Schwartz’s Jew- 
elry Shop, Long Island City, N. Y., 
vice presidents; E. Werner Gross, 
Ditmars Jewelry Shop, Long Island 
City, N. Y., treasurer; and Simon 
Sunshine, Sunshine Credit Jewelers, 
Brooklyn, N. Y., secretary. 

es S. Marsh & Sons, Newark, held a 
press preview and champagne break- 
fast Nov. 5, at the opening of its 
suburban store at 265-67 Miuill- 
burn Ave., Millburn, N. J. Featured 
at the opening was a collection of 
gems including a necklace valued at 
$500,000. 

s Horological Society of New York, 
Inc., held a panel discussion Nov. 4 at 
the Empire Hotel. The question asked 
was: How can watchmakers improve 
themselves, technically and economi- 
cally? Moderator was David Protas, 
and members of the panel were S. 
Greenglass, M. Klein, I. Liemer, P. 
Homberger, B. Matz, and J. 
O’Shaughnessy. The banquet and con- 
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new 
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vention will be held in February. 
ew The New York Guild of the Amer- 
ican Gem Society met recently with 
its newly elected officers presiding: 
Ernest G. Reuter of Leys, Christie & 
Co., Ine., president; Dorothy Reidel 
of Frederick C. Kielman, Ine., vice 
president; and Mary B. Reheis of F. 
& F. Felger, Inc., secretary-treasurer. 
= Kramer’s, Inc., marked its 54th an- 
niversary by remodeling its store at 
500 Washington St., Hoboken, N. J. 
es The Jewelers 24 Karat Association 
of Western New York, Inc., held its 
annual Thanksgiving Ball Nov. 26. 
Jim and John O’Dea were chairmen. 
s Edward Malnekoff has been ap- 
pointed manager of the Rudolph La- 
tham Corners Store in Schenectady, 
WN. YF. 

s Martin I. Harman, 36 W. 47 St., 
New York, is now importing precious 
stones in all shapes and sizes, in- 
cluding emeralds, cat’s eyes, rubies 
and sapphires; he continues to import 
diamonds as well. 

= Many well-known members of the 
jewelry industry commemorated the 
memory of Carl Rosenberger, founder 
of the Federation of Jewish Phi- 
lanthropies’ Costume Jewelry Divi- 
sion, at a dinner held at the Ambas- 
sador Hotel, New York, on Nov. 26. 
He was chairman of the board of 
Coro, Ine., New York. 

e Watchmakers’ Association of New 
Jersey, Inc., held its 18th annual con- 
vention and dinner dance on Nov. 10. 
On Nov. 12 the last meeting of the 
year was held, and officers and di- 
rectors for 1958 were elected. 

= The Sansom St. Businessmen’s 
Association, 80-firm group of Phila- 
delphia jewelers, has adopted an as- 
sociation seal, which members will 
display in their store windows as a 
“mark of integrity.” At a _ recent 
meeting, new officers were elected. 
They are: Ed Gordon of Harry Gor- 
don & Sons, president; Louis Perloff, 
vice-president; Charles Kuperstein, 
treasurer; and S. (Babe) Rosnov, 
secretary. A membership drive is 
planned, which will allow new mem- 
bers to join from the areas between 
7th and 8th Sts. and between Chestnut 
and Walnut Sts., A banquet was held 
Nov. 26 in the main ballroom of the 
Benjamin Franklin Hotel. 

a Jerry’s Jewelers opened recently 
at 231 Mill St. in Bristol, Pa. Jerry 
Olen is owner. 

a The jeweled gold monstrance re- 
cently presented to Edward Cardinal 
Mooney, Roman Catholic archbishop 
of Detroit, was designed and construc- 
ted by Louis Feron, goldsmith with 
offices at 139 W. 54th St. in New York. 
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=» Roger E. Brassard of Brassard’s 
Jewelry, Manchester, N. H., has been 
awarded a certificate of registered 
jeweler by the National Gem Society. 
= Rogers Jewelry, jewelry chain firm 
with 10 stores in the Greater Boston 
area, opened a new store in Hyde 
Park. Rogers is celebrating its 50th 
anniversary. 

es Elmer Aucoin, former jewelry store 
owner of Lincoln, Me., has opened a 
watch repair and jewelry shop in Jaf- 
frey, N. 

es James F. Berry has closed his store 
in East Bridgewater, Mass. 

# Manhattan Jewelers, 139 Main St., 
Bangor, Me., has remodeled. 

# Charles Sherman, formerly with 
Rudolph Bros., Inc., Albany, N. Y., 
IS now store manager for Comet’s 
Jewelers, Inc., Pittsfield, Mass. 

es Jack C. Sawyer, jeweler of La- 
conia, N. H., was recently named to 
the Guilford, N. H.., school board. 
# Russell Ingalls, a watch repairman 
of Manchester, N. H. has opened a 
street-floor jewelry and watch re- 
pair shop. He formerly had an up- 
stairs location. 

® David Schwartz has opened his 
own store at 1088 Elm St., Man- 
chester, N. H., known as David’s Jew- 
elry. 

#® Roland Michaud of Waterville, Me.. 
has remodeled his store, 

#® Harold Wells, jeweler of Somer- 
ville, Mass., ran for Mayor of that 
city in the November elections. He 
was defeated, but still serves as City 
Assessor. 

# Ear! Hatfield, New England repre- 
sentative for Oneida Ltd., Oneida, 
N. Y., recently played with golf pro- 
fessional Jim Browning of Weston, 
Mass., to win the Framingham pro- 
amateur golf tournament, G. Edward 
Egan. New England representative 
for Hamilton Watch Co., Inc., Lan- 
easter, Pa., lost the Oakly Country 
Club tournament by only one stroke. 
#® Arnold and Gertrude Goldberg 
have opened Marshall’s in Milford, 
Mass. 

# Gorham Manufacturing Co., Provi- 
dence, will close its sterling flatware 
plant in Asheville, N. C. soon, and will 
center all its operations at its Provi- 
dence plant. The Asheville plant was 
built in 1952 to give the Providence 
plant room to develop stainless steel 
products. Sales of stainless steel 
flatware, however, proved disappoint- 
ing, due “primarily to the unpredict- 
able increase in Japanese imports.” 
Gorham will continue to produce 
Stegor stainless, as well as sterling 
and platedware, in its Providence 
plant. 
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es Richard S. Shreve has been elected 
president of Shreve, Crump & Low 
Co., Inec., Boston. He had been vice 
president since 1954. 

= The Jewelers Club met 
Nov. 1 and re-elected last year’s offi- 
cers for 1958: Herbert L. Thomae of 
Charles Thomae & Son, Inc., Attle- 
boro, president; John Blackinton of 
R. Blackinton & Co., Attleboro, vice- 
president; and Clarence Lund of 
Lund Boston, secretary- 
treasurer. Two new directors are: 
Walter E. Mutz of Chelsea Clock Co., 
Inc., Chelsea: and Leo J. Simard, a 
Holyoke, Eugene Sanger, 
93, the oldest living member of the 
club, was named an honorary member. 
Plans were discussed for the annual 
banquet to be held at the Hotel Stat- 
ler on Feb, 1. 

e The Diamond Club has 
elected officers for the coming year: 
Robert Abbott of Wood-Abbott Co., 
Inc., Lowell, president; Richard P. 
Moore of Edmund W. Kirby, Boston, 
vice-president; William G, Webber 
of Handy & Harman, Inc., Providence, 
treasurer: and Oscar Zaff of Smith 
& Zaff, Boston, secretary. Directors 
are: Al Burk, Angelo DelSesto, and 
G. Edward Egan, Jr. (three years), 
Fred H. Brown and Benjamin Finn 
(two years), and Robert Johnson, 
(one year). New members are: Julius 
Rosenstein, Arthur Micallef, Charles 
Bristow, Arthur J. Conti, Seymour 
Hambro, Burt Denton, Joseph Buck- 
ley, Louis Shapiro, Roderick C. 
Gaines, Irving B. Goldman, Fred C. 
Healy and Sidney Fulluck. Plans 
were discussed for the annual dinner 
dance to he held in the Spring. 

es Ben Matz of the Technical Infor- 
mation Bureau of the Benrus Watch 
Co., Inc., New York, was featured 
speaker at the November meeting of 
the Horological Society of Massa- 
chusetts, 

ws At the half-way mark in the sea- 
son the Joston Jewelers Bowling 
League had five of the ten teams 
fighting for first-place honors. With- 
in two points of each other at the 
top were: Gordon Bros.; E. H. Sax- 
ton Co., Inc.: I. Alberts, Sons, Inc.; 
Shreve, Crump & Low Co.; and A. 
Stowell & Co. 

es (Officers and directors of the New 
Hampshire Retail Jewelers Associ- 
ation voted not to join with the Ver- 
mont Association for their 1958 con- 
vention, Date and location have not 
as vet been set. 

» Antenor Hoffren, watchmaker of 
Williamantic, Conn., opened a store 
at 58% Main St., Danielson, Conn. 
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Milford, 
has remodeled. The store at 126 Main 
St., is now three times the hize of the 
former establishment. 


sw Diskete Jewelers, Ohio, 


e K. M. Garrison of A. Imig Sons 
Co., Inc., Sheboygan, Wis., 
took a course in diamond grading and 
merchandising at Kansas City. 

se Kay Jewelry Co., Inc., 98 N. High 


recently 


St., Columbus, Ohio, has remodeled. 
e Joseph F. Haas and Edward J. 


Meier have taken controlling interest 
in A. Sauer & Co., Inc., Cincinnati 
manufacturing and wholesaling jew- 
elers. The new owners have been with 
the firm since 1926. 


es Heaths Jewelry Store, Inc., Lan- 
sing, Mich., has moved from 312 S. 
Washington Ave., to 218 N. Wash- 


ington Ave. 

e M. L. Green & Son, Mount Clemens, 
Mich., celebrated its 50th anniversary 
recently. The firm was founded by the 
late Merritt L. Green. Present own- 
ers are Stuart A. Green and his son, 
Donald W., son and grandson of the 
founder. 

® Rogers & Co. of Columbus, Inc., 15 
S. High St., Columbus, Ohio, has 
opened the Rogers Town and Country 
Jewelry store in that city. . 
e Victor Steuck, a jeweler in Elgin, 
Ill., has moved his store from 262 S. 
Grove to 267 S. Grove. 

# Lew Bowen, who formerly ran a 
watch repair service in the Kalama- 
zoo Building, Kalamazoo, Mich., now 
operates under the name of Bowen’s 
Watch Service at a shopping center 
at 3520 S. Westnedge, Kalamazoo. 
#® Ben E. Dockins has joined Steele’s 
Jewelry Co., 326 S. Main St., Elkhart. 
Ind., as a watchmaker. He was form- 
erly with the Daniels jewelry chain in 
Michigan. 

® Greater Detroit Jewelers Associa- 
tion held its annual election meeting 
Nov. 5. 

# Jewelers Division of the Michigan 
Retailers Association had its Fall 
conference at Lansing Nov. 5 The 
topic under study was How To Im- 
prove Your Jewelry Business. Guest 
speakers were: Carlton G. Broer, 
sroer- Freeman Co., Ine., Toledo, 
Ohio; and Dr. Karl A. Boedecker, 
professor at Michigan State Univer- 
sity. E. E. Berndt, president of the 
Michigan Jewelers Association Divi- 
sion, outlined his program for Michi- 
gan retail jewelers. 

es Altman Jewelers, 110 S. Market 
Ave., Canton, Ohio, has been remodel- 
ed, and several new lines have been 
added. 

es Harrington Co., Inc., Columbus, 
Ohio, celebrated its 9lst anniversary. 
A $250,000 collection of emeralds was 
displayed. 

@ T. David Reznick has resigned as 
sales manager of the Enesco Import 
division, N. Shure Co., Chicago im- 
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porters and wholesalers. The Enesco 
division stocks 4000 import items; the 
Distributing division contains some 
30,000 domestic-made products, and 
the N. Shure Co.’s wholesale catalog 
is heavier than the Manhattan phone 
book. 

es Pat Snyder has opened a jewelry 
store in Jackson, Ohio. The store is 
located in the building which former- 
ly housed the Ray Jimison Dress 
Shop. Mr. Snyder also owns the Pat’s 
Jewelry & Studio in Wellston, Ohio. 
s Louis Lang & Co., of 59 E. Mad- 
ison St., Chicago, and 111 N, E. 2nd 
Ave., Miami, Fla., is closing its Chi- 
cago office this month, and establish- 


ing headquarters at the Miami office 
as of Jan. 1. 

es Henry Birkenbusch & Son, 420 
Court St., Pekin, Ill., established in 
1867. is closing. Louis Birkenbusch, 


80. is retiring. 

ws The Golden Roosters have appoint- 
ed William H. McGreevy acting Chan- 
ticleer in place of the late Ben 
Troup. John Biggins, vice president 
of Elgin National Watch Co., Ince., 
Chicago, is Chanticleer-elect Mr. Big- 
eins will be installed at the group’s 
formal Feb. 15. 
George Engelhard was made an hon- 


rooster party on 


orary member, Both Mr. Engelhard 
and Mr. McGreevy are past Chan- 
ticleers of the Golden Roosters. The 


organization held its Fall Stag on 
Nov. 21. 

es Greater Detroit 
tion elected the following officers for 
1958: Max Lebowitz, Winston Jewel- 
ers, president; Max Schwartz, T. B. 
Rayl, lst vice president; Bud Gerson, 
Meyer’s Jewelry, 2nd vice president; 
Louis Orman, Friedberg’s Diamonds, 
Inc., secretary; and Edward J. Geh- 
ringer, Gehringer Jewelers, treasurer. 
Newly elected directors are: Jay 
Fisher of Jayson Jewelers; Sam Pearl 
of Rose Jewelers; and George Sim- 
mons of Simmons & Clark. 

es Van Doren Jewelry Store of Mi- 
nonk, IIl., won fourth prize in the 
Spring window display contest spon- 
sored by the Sheaffer Pen Co. for its 
dealers. Displays in jewelry store 
windows between Jan. 1 and June 1 
were judged on originality of ideas 
and presentation of merchandise. 

es Judy Allen of Mt. Vernon, Ohio, 
is a busy girl these days. Not only is 
she helping her mother run the jew- 
elry store that her father owned be- 
fore his death, but she is also study- 
ing gemolgy. She was graduated 
from Mt. Vernon high school in 1954. 
e The fall luncheon of the Chicago 
Jewelers Association, traditionally the 
“nast presidents’ luncheon,” was 
held at the Palmer House on Oct. 17. 
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s Cortland J. Silver has purchased 
the Orwant Jewelers in Wausau, Wis. 
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Highest prices are paid for Antique 
Jewelry, Platinum, Diamonds, Sterling. 
Package kept aside 10 days, subject to 
your approval of our remittance. 
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=a Kay Jewelry Co., Inc., has opened 
its second store in Louisville, Ky. The 
new store is located at Indian Trail, 
Trading Post, Louisville. 

es Jewelers Association of Baltimore 
held a membership meeting recently. 
Visiting lecturer was Alvin Levin of 
Foote, Cone & Belding, advertising 
agency, who spoke on buying habits 
and trends. 

= Goff Jewelry Co. has opened at 
1409 Main St., Sarasota, Fla. Owner 
is George Dewey Goff, and managing 
the store is Ray Carter. 

# Covington Jewelers, Covington, 
Tenn., has changed its name to Smith 
Jewelers, and has moved to new quar- 
ters on the North Side Square. The 
building was formerly occupied by 
K & K Super Market. 

s Irwin Leib is now manager of Gor- 
don’s Jewelry Co. of Chattanooga, 
Chattanooga, Tenn. He served as 
manager of the firm’s store in Mont- 
gomery, Ala., for the past year. 

= Robert E. Erwin, manager of 
Royal Jewelers, Inc., Maryville, Tenn., 
has been selected to serve as chair- 
man of the retail and wholesale divi- 
sion of the 1957 United Fund Red 
Cross Appeal. 

w» Millard A. Beckum of Beckum & 
Jones, Augusta, Ga., has been elected 
mayor of that city. Mr. Beckum is a 
former president of the Augusta 
Chamber of Commerce, and national 
president of the Exchange Clubs. 

es Joseph Friedman is now owner of 
Freeds’ Jewelry Store in Harlan, Ky. 
He purchased the store from his 
parents, Mr. and Mrs. Jack Fried- 
man. Jack Friedman will continue to 
operate Royal Jewelers in that city. 
# Brownlee 108 S. 
Tryon St., has 
remodeled. 

se West Virginia Retail Jewelers As- 
sociation reelected Eric Rosenbaum, 
president, and Randall Wooddell, sec- 
retary-treasurer at its annual election 
meeting. Both men are jewelers of 
Beckley, W. Va. 

es Edward C. White, jeweler of De- 
eatur, Ala., has moved his store from 
912 S.E. Johnston St. to 113 S.E. 2nd 
Ave. 

a F.L. Price has purchased the Jan- 
sen Mfg. Jewelers, 502 Georgia Sav- 
ings Bank Building, Atlanta, Ga. The 
firm will continue to operate under 
the Jansen name. 

« Bill Garrigan has been named sales 
manager of Mears Jewelry Co., Win- 
ston-Salem, N. C. 

= Martin and Sue Spitzer have 
opened a branch store at 1058 Maiden 
Choice Lane, Arbutus Shopping Plaza, 
Baltimore, Md. 


Jewelers, Inc., 
Charlotte, N. C., 
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e Jeans Jewelry and Gifts of Titus- 
ville, Fla., recently opened in the 
location formerly occupied by Shel- 
bourne Jewelry. Charles and Jean 
Jannarone are owners. 

e Thomas C. Jordan III, has pur- 
chased the Smithfield, N. C., store 
formerly owned by his late uncle C. 
M. Jordan. 

» During the months of October and 
November, the Washington (D. C.) 
Retail Jewelers Association sponsored 
“Operation Angel,” welfare program 
under which the public trades in or 
donates their old watches to the group, 
which then turns them over to author- 
ities for the use of needy children. 
General program chairman was Abe 
Hochberg. He was assisted by Charles 
Schwartz, Lee Bord, Dave Mann, 
Katherine Everhart, Stanley Siegel, 
Harry Bliviss and Don Wolpe, Wash- 
ington RJA president. 

s David’s Jewelers opened its seventh 
branch store in the Waverly Tower 
Shopping Center, Greenmount Ave. 
at 29th St., Baltimore, Md. Owners 
are David Rosenberg and Bert Blum. 
Manager is Alvin Miller. 

# Joe Price, Inc., has opened at 14 W. 
Broughton St., Savannah, Ga. 

# Weldon’s Jewelers, 327 W. Main 
St., Durham, N. C., has remodeled. 
#® Larry Kinard, owner of Kinard 
Jewelers, 26 E. Washington St., Or- 
lando, F'la., has been appointed a reg- 
istered jeweler of the American Gem 
Society. 

es Max Friedman, a jeweler from 
Knoxville, Tenn., was elected a mem- 
ber of city council. 

# Ross Jewelers has opened at 928 
Canal St., New Orleans, La. It is the 
first store to be opened by the chain 
in that state. The new store is man- 
aged by William S. Kaplan. 


FTC Will Give Further Study 
To Trading Stamp Practices 


The Federal Trade Commission, 
under congressional prodding, has 
agreed to re-open a study of pos- 
sible illegal practices in the oper- 
ation of individual trading stamp 
plans. Recently, after 18 months 
of study, the FTC ruled that it 
could find nothing illegal in trad- 
ing stamps as such. 

In a letter to the Senate Small 
3usiness Committee, the FTC says 
it has “directed the staff of the 
Commission to give further study 
to the question.” 
CIRCULAR-KEYSTONE 
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s Henry W. Boer Jewelry Manufac- 
turing Shop has opened at 405 S. 
Main St., Del Rio, Tex. 

es City Loan & Jewelry Co., formerly 
at 1008 Leopard St., Corpus Christi, 
Tex., has opened at a new location, 
1104 Leopard St. 

# Redwood Watch Shop, Beaumont, 
Tex., has moved to 1230 Washington 
Boulevard. 


es J. M. McEntee & Sons, Inc., 203 W. 


Main St., Oklahoma City, Okla., has 
been appointed an associate of Tif- 
fany & Co., Inc., manufacturers and 
retailers of New York. 

# Corpus Christi Watchmakers Guild 
of the Texas Watchmakers 
tion elected new officers: 
Moore, president; J. L. Foster, 
president; and W. E. Patton, 
tary-treasurer. 

#» The Texas Jewelers Association 
will hold a regional meeting in Hous- 
ton during January. Plans to protect 
jewelers from discount houses and 
wholesale mail order catalogues will 
be discussed. 

@® Sheldon Jewelry Co., 5 N. Main St., 
Temple, Tex., has been purchased and 
remodeled by the Zale Jewelry store 
chain. 

# Phoenix Jewelers’ Supply, 14 N. 
Central Ave., Phoenix, Ariz., has pur- 
chased the entire stock of American 
and Swiss watch materials from E. 
W. Reynolds’ Phoenix Division. 

s Gordon’s Jewelry Co. of North 
Little Rock, Ine., North Little Rock. 
Ark., has reopened in a new building 
at 219 Main St. Fire last Christmas 
destroyed the old building. 

# Isenberg’s Jewelry Store, Inc., 2200 
Post Office St., Galveston, Tex., has 
added a new diamond room for sales 
and appraisals. 

es Walter Sanders, jeweler of Gaines- 
ville, Tex., has remodeled his store. 

® Salem’s Jewelers of Six Points, 
Corpus Christi, Tex., has moved its 
quarters to Williams and Chaparral 
Sts., a few doors from its former lo- 
cation at 310 N. Chaparral. 

s Jenkins Luggage & Jewelry, 216 N. 
Main St., Midland, Tex., has opened 
another store at 305 Dodson St.. at 
The Village. 

s Eighty-five jewelers, salesmen, and 
wives were guests of Traub Mfg. Co., 
at a buffet dinner held in the Safari 
Hotel, Scottsdale, Ariz., during the 
Phoenix Jewelry and Gift Show. Sales 
manager Frank Smith acted as host 
for Traub. 

s The TOLA Tumbleweeds, South- 
western Jewelry Traveling Men’s As- 
sociation, has been working for the 
past year gathering information on 
the possibility of forming a national 
jewelry traveling men’s association, 


Associa- 
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affiliating various jewelry traveling 
men’s groups throughout the country. 
= Morris Credit Jewelers, 501 Austin 
Ave., Waco., Tex., has remodeled. 

=» Sam Recatto has sold his jewelry 
store in Tyler, Tex., and moved to 
Louisiana. 

s Hatfield Jewelers, San Antonio, has 
moved from 5407 S. Flores St., to 629 
S.W. Military Drive. 

es Marvin M. McNutt, Dallas, has 
moved from temporary quarters into 
a new building at the previous site, 
3722 Cedar Springs St. 

= Michael Prodhodsky, a jeweler of 
Ellinwood, Kans., purchased the Aus- 
tin S. Eby jewelry store in Bartles- 
ville, Okla. 

ws Chas. S. Nacol Jewelry Co., Port 
Arthur, Tex., has moved from 450 
Austin Ave. to 528 Procter St. 

es Jack Fink has been named man- 
ager of the new Laufman’s Jewelry 
Store in downtown Houston. Mr. 
Fink has been with the firm for the 
past nine years. 

es Gordon Yeary is the new owner of 
Carrigers Jewelry, Kihekah Ave., 
Pawhuska, Okla. Yeary was formerly 
employed by Arnold Couch jewelers 
of that city as a watchmaker. 

s Jewelers of Oklahoma City, along 
with other businessmen must now pay 
a $2.50 annual fee for city inspection 
of advertising signs. 

s B. C. Clark, Inec., Oklahoma City, 
Okla., closed its jewelry department 
at 312 W. Main St. A new branch 
store opened at 4809 N. May Ave., 
Mayfair Shopping Center. The store 
at 113 N. Harvey St., will be main- 
tained. 

s Robert King is the new watchmaker 
at Martin’s Jewelry, Sand Springs, 
Okla. 

s Stilwell Jewelry Co., Stilwell, Okla., 
is enlarging its space by occupying 
the store next door and removing the 
partition between the two buildings. 
=» The Teague Jewelry Co., Teague, 
Tex., has remodeled. 

= Morris Credit Jewelers, 
Tex., has remodeled. 

ws Zale Jewelry Co., Inc., Dallas, Tex., 
has opened another store in that city. 
Located at 6130 Luther Lane, it is 


Waco, 


under the management of Mike 
Kornas. 
s Hatfield Jewelers, San Antonio, 


Tex., has moved from 5407 S. Flores 
St., to 623 S.W. Military Drive. 

s Joe Schwartz, Inc., El Paso, Tex., 
has moved from 500 N. Oregon St., 
to 311 Mills St. 

ws Peacock Jewelers, Inc., Tulsa, 
Okla., has moved from 404 S. Main 
St., to 518 S. Main St. 

= Nat Gonzales has opened a store in 
the Plaza de las Palmes Shopping 
Center, San Antonio, Tex. 
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Precious. Bracelets, pendants and 
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MADDOCK & MILLER, INC. 


CROWN DUCAL Dinnerware 
MASON’S Ironstone Ware 
JOHN BESWICK, LTD. Ceramic Figures 


FOLEY Bone China 
BELLEEK® China 


129 Fifth Avenue, New York 3, N. Y. 
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ENGLISH CHINA 


FONDEVILLE & CO., INC. 


149 5th Ave., New York 10, N. 
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WEDGWOOD 


Bone China Dinnerware, Queen's Ware 
Jasper and Black Basalt 


Trade-Mark WEDGWOOD 


JOSIAH WEDGWOOD & SONS, INC. 
New York City 


24 East 54th Street 











Write for Our Annual Red Book 


The Jewelers Catalogue 


HARRY GREENWOLD 
WALLENSTEIN-MAYER CO. 


31 East Fourth Street, Cincinnati 2, Ohio 
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Precious Stones 


LOOSE OR MOUNTED 
IN APPEALING 


RINGS 

STAR SAPPHIRES 
CAT'S EYES 
EMERALDS 
SAPPHIRES 

RUBIES 

A Large Selection 
of Choice Unmounted 


Semi-Precious Stones 
Memo Selections Sent Promptly 


Allan Caplan 
580 FIFTH AVE. 
NEW YORK 36, N. Y. 
Plaza 7-1560 


HEADQUARTERS 
for Nationally 
Known Lines 


In our own building with Greater 
Facilities for Better Service 
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RUMPP HAYWARD OSTER 
SESSIONS REMINGTON TRAVELER 

TWILIGHT STAR DIAMOND RINGS 


and Many Others 
Catalog Twice Yearly © Ask for Yours Today 


JOSEPH HAGN COMPANY 


Wholesolers Since 1911 
325 West Madison Street, Chicago 6, HMinols 
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JACK HARRITON 


Designs made to special order 


42 W. 48th St. New York, WN. Y. 
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Chatham Research Laboratories 
70—i4th St., San Francisco 3, California 
Exclusive Growers of 


Chatham Emeralds 


REG. U.S. PAT. OFF. 
The Only Cultured Emeralds 





Available in the World 








WEST COAST 


se Hy Diamond and Ben Schuster 
have opened the Diamond Jewelers in 
Foothill Center, 18840 E. Alosta Ave., 
Azuza, Calif. 

s John R. La Notte and John P. 
Yordon have opened Lane’s Fine Jew- 
elers at 1236 Fulton St., Fresno, Calif. 
ws Jack Bros., operated for the last 
eight years at 1044 Fulton St., 
Fresno, Calif., has changed its name 
and location to Watch Shop, a jewelry 
store, at 1361 Fulton St. Cline C. 
Jack is owner. 

= Leo P. Michaelides has repurchased 
Neely’s Jewelers, Inc., Fresno, Calif., 
from Joseph Kauffman, who operated 
the store for the past two years. 

® Much publicized model, Suzy 
Parker, displayed $250,000 worth of 
Burmese star rubies from the Paul 
De Vries, Inc., collection. The ocea- 
sion was the Jewel Ball at the Fair- 
mont Hotel, San Francisco. 

# Frank Kiefner, jeweler of Seattle. 
Wash., and one of the prime movers 
in establishing the Capitol Hill Com- 
mercial Club, helped organize and run 
Seattle’s recent Seafair, annual water 
carnival and Mardi Gras. Kiefner 
again this year provided the skipper 
pins In conjunction with the Gold Cup 
races. 

#® Elgin National Watch Co., Elgin, 
Ill., has been awarded three research 
and development contracts for guided 
missile components. Work has been 
assigned to the firm’s Burbank, Cal.., 
laboratories. 

e The Eastbay Mineral Society, Oak- 
land, Cal., group of amateur hobby- 
professional mineralogists and gem 
cutters, heard two prominent speakers 
at recent meetings. Howell Lovell, 
lapidary vice-president of the Cali- 
fornia Federation of Mineralogical 
Societies, gave a demonstration of 
lapidary art, and Rex Hawkinson, 
past Society president, discussed the 
physical characteristics of gem stones, 
and named qualities to look for in 
selecting materials for cutting. 

# Harry W. Peterson has purchased 
the Biddle Jewelry store in Spokane, 
Wash., from Iris Biddle. The store is 
located at 202 E. Crawford St. 

=» Burnett Bros. Jewelers, Seattle, 
Wash., will soon celebrate its 60th 
anniversary. Established by the late 
Simon Burnett, the stores are now 
operated by his son, B. J. Burnett, 
Carton Burnett, brother of the late 
Mr. Burnett, and William Staadecker. 
# At the November meeting of the 24 
Karat Club of Southern California 
the topic of discussion was money. 
Subjects covered included: How to 
make intelligent mutual fund and 
security investments; how to avoid 
paying double Federal estate taxes: 
and the pros and cons of real estate 
and second trust deed investments. 


JEWELERS 


# Glendale Time Shop, Glendale, 
Calif., has moved from 434 to 406 N. 
Brand Blvd. 

# Kenny Adams has joined the firm 
of R. P. Gallien & Son, Los Angeles, 
wholesalers. He was formerly with 
E. W. Reynolds Co., Inc., also of Los 
Angeles. 

ws The California Retail Jewelers As- 
sociation has scheduled its silver 
jubilee, Hawaiian holiday for Jan. 17 
to 29. The 12-day tour will include: 
air travel, a five-day cruise on the 
Leilani; and hotel accommodations in 
Hawaii for $399 

es Norman D. Luth of Tower Jewelry, 
Compton, Calif., secretary of the 
Horological Association of California, 
was guest speaker at a meeting of the 
Southern California Association of 
Police Officers in Pomona. 

s lLawson’s Jewelers of Southern 
California has opened a store at 1935 
Hawthorne Blvd., Redondo’ Beach, 
Calif. 

e Mr. and Mrs. Robert Haden have 
purchased the Jack Labe, Jewelers, at 
23S. School St., Lodi, Calif. 

s Friedman-Gessler Co., has moved 
from 220 to 315 W. 5th St., Los An- 
gveles. 

es Lewis LaPan has purchased the 
George Monin manufacturing firm at 
29290 W. 5th St., Los Angeles. 

e Hans J. Bagge, manufacturer's rep- 
resentative for Girard-Perregaux in 
Arizona, Calif., and Nevada, has 
moved from room 502 to room 510 in 
the Jewelry Trades Building, Los An- 
geles. 

es Morris Harris is 
Swartchild & Co., Inc., Los Angeles, 
in the northern California and Ari- 
zona area. Leonard Lohr, representa- 
tive in Los Angeles and San Diego, is 
also taking over the San Bernardino 
and Riverside territories. 

e The Holland Roll Co., manufacturer 
of silverware rolls and Pacific Cloth 
products, has moved from Lafayette, 
Calif.. to 178 Fifth St., San Fran- 
cisco. 

e Alfred P. Golson has 
the Hass Jewelers, Inc., 564 
St., Hayward, Calif. 

e Albert S. Samuels, of San Fran- 
cisco, has invented an instrument for 
fingerprinting diamonds. The device, 
which represents 40 years of experi- 
mentation, is claimed to produce posi- 
tive identification of individual gems. 
It combines camera, microscope, 
lights, filters, projector and screen. 

s Harry G. Wilson, a jeweler, was 
recently elected mayor of Redlands, 
Calif. 

s J. Herbert Hall Co., Inc., 420 E. 
Colorado St., Pasadena, Calif., has 
opened a branch store in the Broad- 
way-Orange County Shopping Center, 
Anaheim, Calif. 
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Executive Appointments 








Edmund P. Hogan 


Edmund P. Hogan has been ap- 
pointed director of advertising for 
International Silver Co., Meriden, 
Conn. He succeeds George Morri- 
son, who has been with Interna- 
tional for 32 years. Hogan has 
been with the firm 1918. 
After serving in sales, merchan- 


since 
dising and advertising jobs, he 
was made assistant director of ad- 
vertising in 1938. He has filled 
this position until his present pro- 
motion. Page L. Hiland and Louis 
L.. Farrar have been appointed as- 
sistant ad directors. Farrar is In- 
ternational’s art director. 


Maury Ash has been named vice- 
president in charge of marketing 
for Feature Ring Co., Ine., New 
York. He will direct all advertis- 
ing, sales and 
functions. 


merchandising 


Ralph Barrett has been named di- 
rector of advertising for Feature 
Ring Co., Inc. He will take charge 
of the firm’s national, trade and 
service advertising. He 
was formerly associated with 
Gruen Watch Co. as director of 
Alfred Stein contin- 
ues aS sales manager. 


dealer 


advertising. 





"Maury Ash Ralph Barrett 
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Charles Attig has been appointed 
manager of the 
Clock division of Alliance Manu- 
facturing Co., Alliance, Ohio. He 
was formerly Alliance regional 
manager for all products. Ses- 
sions was recently purchased by 
Alliance. 


sales Sessions 








S. Peter Shafer 


S. Peter Shafer has 


been ap- 
pointed eastern sales manager of 
MetalAire Products Co., division 


of International Metal Products 
Co. He will headquarter tn New 
York. He was formerly associated 
with Bittan-Shafer, manufactur- 
ers’ representative. 


Irving Brown, Jr. 


Irving “Pete” Brown, Jr., has been 
named manager of gem sales for 
Lindy Co., division of Union Car- 
bide Corp. He will be in charge 
of sales, sales promotion, adver- 
tising and publicity for Linde’s 
line of man-made star sapphires, 
rubies, titania and spinel. 
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oN SWEATER GIRL 


7 (and what girl isn’t?) 
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DONT SELL OUT 
DON'T LIQUIDATE 


BEFORE CALLING 





COLMES & BRILL 


Auctioneers & Sales Specialists 


' recently grossed over 
$175,000, for a retiring N. J. 
jeweler. (Name and letter of 
recommendation on request.) The 
net was thousands above best 
stock offer. 


who 


yOu wont T rg sc ° J r q J SKY 
sell surplus st or sell your store 
for cash, see “COLMES & ©BRILI 


first and profit 
NO OBLIGATION - NO EXPENSE 
6 


WRITE - WIRE - PHONE COLLECT 
45 West 45th St., N.Y. 36 JU 6-2334 


Members Jewelers Board of Trade 
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DIAMOND CLUSTER RINGS 
with Genuine or Synthetic 


Center Stones 
Opals - Amethyst - Sapphires 


other colored stones supplied upon request 
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Est. 1915 
Plaza 7-2413 


22 W. 48 st. — York 36, N. Y. 
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leusky Stocks Wanted 


Cash Within 24 Hours 
No Stock Too Large, Too Small 
Chino Old Gold 
Silver Platinum 
Jewelry Antiques Fixtures, etc. 


CALL COLLECT for CONSULTATION 


All Inquiries Strictly 


Diamonds 
Watches 


Confidential! 


A. WEILER & CO. 


Established {880 
(Div. of M. Y. Finkelman Co.) 
29 E. Madison St., Chicago 2, III. 
Telephone: DEarborn 2-3407 
MEMBER 
Diamond Dealers Club of New York 
Jewelers Board of Trade 
REFERENCE: 
Your Local Bank 


_lina Gift Mart and 
Charlotte, 











Coming Events 


Ja 8S 8B A ROU 

4-10 Keystone China & 
Show, Fort Pitt Hotel, Pittsburgh. 

4-10—Carlton House China & Glass 
Show, Carlton House, Pittsburgh. 

5-10—Pittsburgh Glass & Pottery 
Exhibit, Penn Sheraton Hotel, Pitts- 
burgh. 

-8—Miami Beach 
Toys, Souvenirs and 
Show, Roney Plaza 
Beach, Fla. 

13-19 —- Winter Market, 
dise Mart, Atlanta, Ga. 
13-24— Early Bird 
Fifth Ave., New York. 

16-23—28th National 
Manufacturers Association, 
Housewares Exhibit, at 15 
Loop and North Side hotels. 

19-22—-Southeastern China, Glass 
and Gift Show, Atlanta Biltmore Ho- 
tel and Municipal Auditorium. 

19-24—-California Gift Show, 
bassador and Biltmore Hotels, 
Shops, Merchandise Mart. 

19-24— New York Lamp 
Hotel New Yorker & New 
Trade Show Bldg. 

19-24—-New York Home 
ing Accessories Show. 
Trade Show Bldg. 

21-23—-New Year 
Miami Beach, Fla. 

26-27—54th Minnesota RJA annual 
convention and 12th Northwest Jew- 
elry Show, Nicollet Hotel, Minne- 
apolis. 

26-28—Amarillo Gift Show. 
ring Hotel, Amarillo, Tex. 

26-29 — Washington Gift 


Glass 


Gift, Jewelry, 
Housewares 
Hotel, Miami 
Merchan- 
Market, 
Housewares 


National 
Chicago 


Am- 
Brack 


Show, 
York 


F urnish- 
New York 


Jewelry Show, 


Her- 


Show, 


_ Hotel Willard, Washington, D. C. 


26-29—Carolina Gift Show, Caro- 
tadio Center, 
N. C. 


26-29—Syracuse Gift Show, Hotel 


| Onondaga, Syracuse, N. Y. 


26-31—-Parker House 
Parker House, Boston. 


F —€ B R U A R Y 
2-5—Buffalo Gift Show, Hotel Stat- 
ler, Buffalo, N. Y. 

2-5—Hotel Lafayette Gift Show, 
Hotel Lafayette, Buffalo. 

2-13—Chicago Gift Show, Palmer 
House and LaSalle Hotel. 

2-14 — Merchandise Mart China, 
Glass and Gift Market, Merchandise 
Mart, Chicago. 

9—Horological 


Gift Show, 


Society of New 


| York, joint banquet and convention, 


in conjunction with the Horological 
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of America, and with the 
of the Watchmakers of 
Hotel New Yorker. 
Louis Gift Show, Hotel 
Louis, Mo. 


Institute 
cooperation 
New Jersey, 

16-18—St. 
Statler, St. 

16-19—Cleveland Gift Show, 
Hollenden, Cleveland, O. 

16-19—Cotton States Gift, Jewelry 
and Stationery Show, Peabody Hotel, 
Memphis, Tenn. 

16-19 
and Gift Show, 
neapolis. 

16-20 


Hotel 


Glass 
Min- 


Minneapolis China, 
Radisson Hotel, 


Dallas Gift Show, 
Fe Bldg., Mer- 


Original 
Baker Hotel, Santa 
chandise Mart Building, Dallas Mu- 
nicipal Auditorium, Dallas, Tex. 

16-20—Dallas Gift and Jewelry 
Show, Hotel Adolphus, Dallas, Tex. 

23—lIllinois RJA annual convention, 
Springfield. 

23, 24 Northwest Jewelers 
Multnomah 


Pacific 
Associations convention, 
Hotel, Portland. 

23-25—Omaha-Midwest Gift Show, 
Paxton Hotel, Omaha, Neb. 

23-26—Ohio State Gift Show, 
Deshler-Hilton, Columbus. 

23-28—-New York Gift Show, Hotel 
New Yorker and N. Y. Trade Show 
Building. 


Hotel 


M A R C #H 


2-5—Denver Gift Show (Spring) 
Hotel Albany. 

2-6—Detroit Gift Show, 
Statler and Sheraton - Cadillac, 
troit. 

9-15 Boston 
Statler. 

16-19 Indianapolis Gift 
Hotel Claypool, Indianapolis. 

23-26 Philadelphia Gift Show, 
Benjamin Franklin Hotel. 


Hotels 
De- 
Hotel 


Gift Show, 


Show, 


a PP BB § & 
11-20—-Washington State Interna- 
tional Trade Fair, National Guard 
Armory and Olympic Hotel, Seattle, 
Wash. 
12-135 
vention, 


Kansas RJA annual con- 
Allis Hotel, Wichita. 

13-14—Alabama RJA annual 
vention, Thomas’ Jefferson 
sirmizgham. 

13-14 South Carolina - Georgia 
RJA joint annual convention, Clem- 
son House, Clemson, 8. C. 

27-28—Wisconsin RJA annual con- 
vention, Hotel Pfister, Milwaukee. 


con- 


Hotel, 


MA Y 
7-17—Second U. 8S. World 
Fair, Coliseum, New York. 
18-23—-New York Stationery Show, 
Hotel New Yorker. 


J U tL Y 


27-31—Retail Jewelers of America, 
Chicago convention and trade show. 


A U G VU § T 
10-14—Retail Jewelers of America, 
New York convention and trade show. 


Trade 
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Obituaries 











Percy B. Ball, 78, silverware and 
jewelry designer, died Oct. 21 at 


Middletown, Conn. He had been 
associated with R. F. Simmons 
Co., Watson Co., Wallace & Son 


Co., Stanley & Alyward, Frank M. 
Whiting Co., and Graff Wash- 
bourne & Dunn. He designed Wal- 
lace’s “Antique” pattern. 


A. C. Bay, 83, watchmaker of San 
Francisco, died recently. 


John Blythe, 76, former diamond 
setter for Joseph Berland Co. in 


New York, died Oct. 24. His 
wife, two daughters, and a son 
survive. 


Herbert O. Dieckman, 80, jeweler 
of Evansville, Ind., died Oct. 8. 
He is his and a 
granddaughter. 


survived by son 


Robert C. Donaldson, 65. 
of Los Angeles, died in October. 
His wife and a daughter survive. 


jeweler 


Rose- 


J. B. Erickson, jeweler of 
ville, Cal., died Sept. 11. 


Melvin K. Erlanger, 56, 
of S. & N. Katz, 


president 
Inc., in Balti- 


more, died Sept. 18. He started 
with the firm in 1918, became 
president in 1952. His wife and 
a son survive. 


Otto H. Fisher, retired jeweler of 
Beardstown, Ill., died Oct. 8. He 
his store 57 ago. 


founded years 


Two sons survive. 


Oscar S. Fulenwider, 65, jeweler 
of Denver, Colo., died Oct. 30. 
Survivors include his wife, a son, 
two sisters and a brother. 


J. W. Hamilton, jeweler of Colum- 
bia, S. C., died Nov. 5. Mr. Hamil- 
ton had served on the 
directors of the National Jewelers 
Association for many years. He 
was also president of Hamilton’s 
jewelry stores in Greenville, Spar- 
tanburg, Clinton, Sumter, Avrling- 
ton, and Newberry, S. C. 


board of 


George Holzworth, jeweler of Bos- 
ton and Kingston, Mass., died Oct. 
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28. He retired in 1953. 


Frederick W. Houghton, 86, for- 
mer jeweler of Utica, N. Y., died 
sept. 11. 


James W. L. Jacques, 85, retired 
jeweler of Rexburg, Idaho, died 
Oct. 13. Three nephews and three 
nieces survive. 


Adolph Kahn, 88, founder of two 
Washington D. C. jewelry firms, 
died Oct. 21. 


Bess Kelly, of Stein & Ellbogen 
Co., died Oct. 11. She had been 
employed in the jewelry depart- 
ment of the firm for 45 years. 
Bernard J. Koblenz, 67, jeweler 
and leader in Jewish community 
affairs in Albany, N. Y., died 
Sept. 9. He is survived by his 
wife, a daughter and by two sons, 
who are continuing the business 
he began. 

Maynard G. Levy, 76, jewelry 
auctioneer of Chicago, died Oct. 
19. 


Harry Martin, 74, retired precious 
refiner for Baker & Co., 
19. His wife survives. 


metals 
died Oct. 


R. L. Mayeur, Sr., 61, partner in 
the firm of Taylor & Co., Houston, 
died Oct. 10. He is survived by 
his wife and two sons. 


Paul Merica, 68, former president 
of the International Nickel Co. of 
Canada, Ltd., and of the Interna- 
tional Nickel Co., Inec., died Oct. 
20. His mother survives. 


Gottlieb Meyer, 93, pioneer watch- 
maker of Grand Island, Neb., died 
Oct. 24. Retired, he had worked 
for 50 years in his’ brother’s 
Grand Island store. 

Munro Montgomery, 65, retired 
Los Angeles jeweler, died Oct. 31. 
He is survived by his widow, a 
daughter, a brother, and two 
grandchildren. 


Elias Newman, 77, retired jeweler 
of Bloomfield, N. J., died Oct. 5. 
His wife, a son and three daugh- 
ters survive. 

(please turn page) 
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| minimum for original order... 


| 13308 Beacon St. 








No lost repair jobs 
...when you send for 


NEW 1958 
WALTHAM 


WATCH AND CLOCK 


MATERIAL 
CATALOG 


A complete material catalog covering 
the 35,000,000 precision-made Waltham 
products since 1853, including 











WATCHES * CLOCKS * STOP WATCHES 
RAILROAD WATCHES * CHRONOMETERS 
AIRCRAFT CLOCKS AND TIMERS 
AUTOMOBILE CLOCKS 


136 pages * completely illustrated 


$2 


WALTHAM PRECISION INSTRUMENT CO. 
[Formerly Waltham Watch Co.] 
WALTHAM, MASS. 
America’s First Watch... Since 1850 


Please send check 


ORDER 


with your order 


TODAY 








Keystone 
In True Colors price 
Authentic Emblems and Landmarks of the World's 


most attractive Cities and Countries. 

An array of 60 colorful charms. FREE display 
stand (8’’x6’’). Special orders for enameled Souvenir 
charms of domestic vacation resorts gladly done. 


L. HAENSCH 61-61 pry Harbor ra. 


imports Middle Village 79, L. I., N. Y. 














TEEN-AGE HIT! 


Proven Success 


Patented 
ag He Heavy Weight 
(KEYSTONE) 

HIGH SCHOOL 
FRIENDSHIP RING 





Sizes &-9 


® Sterling silver 

® Baked enamel 
colors 

® Place for 
engraving 


ALL HIGH 
SCHOOL COLORS 


A natural for promotion-minded jewelry stores... 
mats, dispiays and banners furnished . . . 3 dozen 
send for sample. 


GAINSBORO OF BOSTON 


Brookline, Mass. 
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OBITUARIES (continued) New York, died Oct. 27. 

Nathan Novick, 65, jeweler of 

Memphis, Tenn., died Oct. 22. His John C. Sheffield, Sr., 60, retired 

wife, two daughters, and four jeweler of Shreveport, La., died 

grandchildren survive. Oct. 15. His wife, two sons, and 

a daughter survive. 

William H. O’Brien, 69, retired 

jeweler and watchmaker of Wa- Nancy Dale Swern, 8&2, retired 

tertown. N. Y.. died Oct. 15. jeweler of Robinson, IIl., died 
Oct. 14. She and her husband 

Opal Dodge Schlapper, associate Hurley operated the Swern Jew- 

of Lee’s Jewelry in Lee’s Summit, elry Store, which is now the 

Mo., died Sept. 27. Brown Jewelry Store. Surviving 
are a daughter, a sister, a brother 

Herman Schotland, 68, jeweler of and a grandson. 


is Greetings 


CHARLES F. WINSON 


S80 FIFTH AVENUE. NEW YORK 19 


WORLDWIDE DISTRIBUTOR OF 


| @) ee — ee 


*“Linde” is the registered trademark of Union Carbide & Carbon Corp.—a synthetic gem 


134 


Eugene Israel Taitz, 67, watch- 
maker-jeweler of Norfolk, Va., 
died Sept. 2. His wife, three sons 
and a daughter survive. 


Ralph William Taliaferro, 63, a 
jeweler of Harrisonburg, Va., died 
Nov. 11. He had been associated 
with his brother, Julian H., in the 
operation of John W. Taliaferro 
Sons. He is survived by his widow, 
a sister and five brothers. 


Ewald Velhagen, 80, owner of Vel- 
hagen Jewelry Co. in Alamosa, 
Colo., died Aug. 28. He was time 
Inspector for the Denver & Rio 
Grande Railroad for more than 
40 vears. He is survived by his 
wife and daughters. 


Isaac J. Walder, 80, jeweler of 
Poughkeepsie, N. Y., died Oct. 12. 
He is survived by two brothers. 


Arthur G. Wescott, 62, jeweler of 
Lynn, Mass., died Aug. 18. His 
wife and a son survive. 


C. A. White, 76, ieweler of Mc- 
Alester, Okla., died recently. He 
was time inspector for the M. K. 
& T. and Rock Island railroads. 
He is survived by his wife and 
daughter. 


Gus White, 72, retired jeweler and 
optometrist of Commerce, Tex., 


died July 23. 


Cleon Whitney, 72, owner of Cleon 
A. Whitney jewelry store in Wich- 
ita, Kan., died Sept. 5. His wife 
and two daughters survive. 


W. Malcolm Wiley, 55, head of the 
watch repair department of Ray- 
mond B. Kibler, Baltimore, died 
last month. His wife and two sons 
survive. 


Barney J. Winters, 77, wholesale 
jeweler of Hollywood, Cal., died 
Oct. 4. His daughter, two sisters 
and one grandchild survive. 


Karl Wucher, 84, retired jeweler 
of Elizabeth, N. J., died Sept. 3. 
Three sons, a daughter and four 
grandchildren survive. 


Jack Zukor, 43, sales manager of 
the Kingsley Stamping Machine 
Co., Hollywood, Cal., died Aug. 21. 
His wife and five children survive. 


EWELERS' CIRCULAR-KEYSTONE, DECEMBER 1957 











Manufacturers’ 





N CWS of Products and Promotions 





Keepsake Display Adapts 
Into Christmas Showpiece 





The Keepsake motion window dis- 
play featuring the 16 in. bridal doll 
adapted into a Christmas 
showpiece, by the addition of holiday 


can he 


season decorations. 

Tree ornaments, silver tinsel, snow, 
miniature Christmas trees, and poin- 
settia leaves may be added to convert 
the unit, which shows nine ring sets. 

Contact A. H. Pond Co, Syracuse, 
ae Ff 


Gemex Offers Photo-Iident 
Counter Display to Retailers 





Gemex Corp. has a new gift type 
counter display for its photo-ident 
line, holding six bands which are 
mounted directly in front on a velvet 
padded type sleeve, with six addi- 
tional photo-idents for reserve stock. 

The display bears the inscription 
“for the one you love”’ and features a 
snapshot of an attractive model with 
a photo-ident band. 

The selection of men’s and ladies’ 
bands includes both gold-filled and 
stainless steel, ranging in price from 
$7.95 to $11.95. The display unit and 
twelve gift boxes are included at no 
extra charge with purchase of the 
A-37 assortment. Total consumer 
value is $120.05. 
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New Watch Repair Manual 
Available to Eterna Agents 


156-page Repair 
covered and 


Parts 
with 


Eterna’s 
Manual, leather 
tabbed pages, is ready for distribu- 
tion to Eterna jewelers. The directory, 
in four languages, contains watch in- 
formation of interest to both jeweler 
and watch repairman. 

Illustrated with photographs and 
drawings, the contents cover subjects 
such as: The Story of Eterna; In- 
structions to the Watchmaker; Oijling 
and greasing of calibers; Technologi- 
cal dictionary of watch parts, ete. 

It further explains the features of 
the latest Eternae Matic models, the 
Centenaire and the Golden Heart. 


Community Will Run Sale 
To Retire Coronation Pattern 


tTIREMENT 
Lat Ee 





Community will conduct a half-off 
sale beginning Dec. 26 to accompany 
the retirement of its famous Corona- 
tion pattern. 

Sale is timed to give jewelers and 
silverware departments the oppor- 
tunity to compete with January white 
sales for expenditure of Christmas 
gift money. 

Two sets will be featured during 
the sale: a 53-piece service for eight 
with open stock value of $100.50, 
sale-priced at $49.95; and a 76-piece 
service for 12 with open stock value 
of $142, sale-priced at $71. Items may 
be ordered individually, also. A dis- 
play-dispenser costs $4.80 with pur- 
chase of the assortments. 

A special open stock assortment of 
the most popular pieces is available 
for $114.75, with which is given a 
free combination counter display and 
dispenser. 

Contact Community division of 
Oneida Silversmiths, Oneida, N. Y. 





S. H. Clausin Presents New 
Diamond Ring Christmas Display 





S. H. Clausin & Co. is distributing 


a colorful Christmas display to help 
Princess diamond ring dealers cash 
in on holiday sales. 

Unit features a central Christmas 
theme with wing-panel cards. Con- 
tact S. H. Clausin & Co., 41 N. 12th 
St., Minneapolis, Minn. 


Schick Markets 24 Models 
Of New Cigarette Lighter Line 


a 





~~ 





Schick, Inc., is now distributing the 
24 models of its newest lighter line, 
which features replaceable butane 
fuel containers. 

The lighters contain only three 
parts. The replaceable fuel tank holds 
enough butane gas to last smokers 
several months. There are no cotton, 
wicks, or screws. Each fuel tank has 
its own adjustable flame valve, to 
control flame height. 

Lighters will cost $10.95 retail, in 
gold-plated, leather and chrome- 


plated finishes. National television 
and magazine advertising will be 
used. 


Contact Schick, Inc., 216 Green- 


field Rd., Lancaster, Pa. 





R. Pearlman, Branches Issue 
Three New Catalogs for 1958 


R. Pearlman, Inc., and its subsidi- 
aries, Case Personalized Jewelry Co. 
and National Findings Corp., have 
-ach issued new catalogs for 1958. 

The R. Pearlman booklet shows 
watches, closed watches, chokers, 
bracelets, earrings, solitaires, cultured 
pearls and other items in actual size. 

The Case Personalized Jewelry cat- 
alog was issued to help introduce its 
new line of ladies’ and men’s person- 
alized jewelry items, in 14 K gold and 
in 14 K gold-filled. 

National Findings Corp. presents 
in its ’58 catalog its complete line 
of 14 K gold, gold-filled and sterling 
findings, and an assortment of staple 
finished items. All are illustrated. 

For free copies of any of the cata- 
logs, write the concerned firm. 125 W. 
45th St., New York 


Flex-Let Presents New Cross 
Line, Has Dealer Sales Aids 
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Flex-Let Corp. has scheduled a 
complete promotional and merchan- 
dising program to aid sales of its 
new gold-filled and 10K gold jewelry 
crosses. 

Retailer tie-ins include a “show- 
and-sell” merchandising tray, a 
stained-glass- window display unit 
showing 12 crosses and new white 
leatherette boxes with satin and gold 
trim. Crosses cost $3.95 retail. 

Contact Flex-Let Corp., 580 Fifth 
Ave., New York 36. 


Ernest Borel Publishes 
Easel-Backed Watch Catalog 


Ernest Borel Watch Co. has an- 
nounced a new watch catalog with a 
special easel-backed design to allow 
for setup on the ccunter as a point- 
of-sale display. The catalog illustrates 
117 models, and looseleaf construction 
provides for the addition of supple- 
mentary sheets as new models are re- 
leased. Construction of the catalog 
makes it possible for the customer to 
get general information about models: 
while, at the same time, the jeweler 
sees the technical information, se]]- 
ing suggestions and prices. For par- 
ticulars contact Ernest Borel Watch 
Co., 1008 Walnut, Kansas City, Mo. 
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Webster Wilcox Offers Dubarry 
Silver Tea and Coffee Service 


Webster Wilcox, division of Inter- 
national Silver Co., Meriden, Conn., 
is currently offering Dubarry-design 
tea and coffee services at reduced 
prices. 

Four-piece service, illustrated, is 
offered for $99.95 (regularly $147). 
The 21 in. tray, also shown (regularly 
$77.50) is now $55. Larger services 
with waste bow! and kettle are also 
offered at reduced prices. 

The seven-piece Chased Dubarry 
floral service with floral border (regu- 
larly $612.50) is being offered to 
consumers for $399.95. All prices 
quoted include tax. 

The special sale promotion, which 
lasts until Dec. 31, includes merchan- 
dising aids to assist dealers. 


Elgin American Issues 
New Catalog for 1958 


Elgin American has issued a new 
catalog for 1958, listing 150 products 
new to its line. 

Featured are smoking accessories, 
a complete assortment of automatic 
cigarette lighters, compacts and 
women’s fashion accessories. 

The catalog includes only the new 
products and selected representative 
items from the company’s line, 

Contact Elgin American, Inc., 853 
Dundee Ave., Elgin IIl. 


Starfire Has Sales Banner 
For Promoting Diamond Rings 


A. H. Pond Co., Syracuse, N. Y., 
manufacturer of Starfire diamond 
rings, has unfurled a colorful new 
sales banner, available to dealers for 
promotion of Starfire nationally ad- 
vertised specials. 

The banner stresses six Starfire 
customer benefits. Four-foot lengths 
of satin cord are included with the 
banner for hanging above store aisle 
or on walls. Banner is printed on 
both sides. 


JE WE l E R° 


M. J. Lambert Introduces 
Three New Watchmaker Items 


M. J. Lambert & Sons, has three 
new items in its line of watch repair 
materials. The Fitrite W. P. case 
opener, fitting all G. S. erystal ma- 
chines, avoids the trial and error 
method of opening and closing water- 
proof cases. Priced at $4, it prevents 
scratched cases, defective seals, and 
broken lugs. 

A new spray, Jewelers Dry Mist, 
containing non-irritating Chlorhydrol, 
keeps fingers dry. Cost is $1.75. It 
prevents rusting, and keeps finger- 
prints off glass and metal. 

The Precise electronic watch timer 
costs $149.50 with earphones available 
for $12.50 more. 

All products can be ordered from 
your jobber. Contact M. J. Lambert 
& Sons, Inc., 352 Fourth Ave., New 
York. 


Longines Christmas Greeting 
Opens Into Window Display 


Longines-Wittnauer’s annual 
“Christmas greeting card” opens into 
a window display, depicting Christ- 
mas carolers, tinselled trees and other 
traditional subjects. The story of 
“the world’s most honored watch” 
is illumined in full color’ and 
gold, in the manner of medieval 
manuscript. The giant card is flitted 
for frosty effect. It comes in the 
modern “Long Jim” shape, 20% in. 
high, and 20% in. wide when opened. 
It is available free from Longines- 
Wittnauer Watch Co., Ine., 580 5th 
Ave., New York 10, N. Y. 


Craftsman Doubles Production 
Of "'Two-for-the-Money’’ Sets 


Craftsman Billfolds, Paterson, 
N. J., has doubled production sched- 
ules on its “‘Two-for-the-Money” men’s 
and ladies’ billfold gift sets, to meet 
high re-order volume. 

The “Two-for-the-Money” group 
consists of a leather billfold packaged 
in a free “re-use” jewelry box. Cost 
of the unit is $5. 

Dealer aids include self-display 
units, newspaper mat ads, and a na- 
tional advertising campaign in maga- 
zines and on television. 
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Heirloom Sterling Creates 
Valentine's Day Display 


a large red 
and 


Heirloom Sterling uses 
flowers 


satin heart with lace, 
ribbon trim to create its new display 
unit with a Valentine’s Day theme. 


ts on a white wood 


in three 


A scarlet bird re 
base, and all printing is done 
colors 

Contact 
of Oneida 
N. Y. 


Sterling division 
Oneida, 


Heirloom 
Ltd. Silversmiths, 


Ansco Designs Two 
New Developing Outfits 


Ansco has produced two 
use developing outfits for home proc- 
essing of films and prints. 

Developing Outfit No. 1 has a pro- 
fessional-type contact printer with 
built-in safelight and printing light, 
three plastic developing trays, glass 
graduate, ember safelight lamp, 
thermometer, stirring rod, film clips 
and chemicals. It costs $10.95. 

Developing Outfit No. 2, in addi- 
tion to these features, contains the 
new Anscomatic developing tank. It 
costs $15.95. 

Contact Ansco, 


easy-to- 


Binghamton, N. Y. 


Foster Metal Products Has New 
Three-Dimensional Display 


deh ed R IAL 


Foster Metal Products has a new 
three-dimensional counter unit for its 
Leather Imperial watchbands. In two 
colors and crafted in modern fabric 
weave, the unit holds six Foster bands 
in dark brown, light brown and black 
alligator lizard. They retail for $6.95 
(yellow) and $5.95 (stainless). 
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Hammel Riglander Has 
New Centri-Flo Filter 


Hammel, Riglander & Co., offers 
the new Centri-Flo filter which per- 
mits as many as 80 watches to be 
cleaned in the same solution before 
the fluid loses its chemical strength. 
The filter consists of a wire mesh 
ring and a filter dise sandwiched be- 
two aluminum rings, and 
clips. 


tween 
clamped together by 
Centri-Flo filters are 
the L&R Master, 


At present 


avallable only for 


Mastermatic and Automatic ma- 
chines, 

Priced at $1.49, it comes complete 
with three dises of filter material. 
Refill dises are available at 30¢ for 
a package of 6, Write Hammel, Rig- 
lander & Co., Inc., Box 100, Madison 


Sq. Station, New York for circular. 


Elgin National Offers 
Head-Nodding Santa Display 


be scaslitn 


ql ELGIN 


WATCHES 


Elgin National Watch Co. is offer- 
ing dealers an animated window dis- 
play with changeable date calendar to 
remind passersby of the number of 
gift-buying days left before Christ- 
mas. 

The head-nodding Santa holds Lord 
and Lady Elgin watches in his hands. 
Contact Elgin National Watch Co., 
Elgin, Il. 


Honora Offers New Rings 
In Florentine Finish 


Honora Jewelry Co. has a new line 
of two-tone gold and palladium rings. 
Rings are adapted from Italian Re- 
naissance designs, each with engraved 
Florentine finish. Shank of the firm’s 
newest tapering palladium ring flares 
out to a half-inch concave head in as- 
symmetrical styling. Swirls in the 
center are set with diamonds and pol- 
ished palladium engravings. 

Another addition to the line has an 
abstract design in two-tone 18K gold 
and palladium. Unbalanced head has 
curved strands of gold, with diamonds 
set in palladium on the outside strand. 

Contact Honora Jewelry Co., 42 W. 
48th St., New York. 





Artcarved Has Motion 
— for Jewelers 





available a 
The bride 
faces a mirror-like wall, reflecting her 
image. Above her, a striped bridal 
‘anopy of colorful metal ribbons lends 
decorative accent. She is high-lighted 
by two revolving Artcarved diamond 
ring boxes. Base is fine - grained, 
natural walnut. The bride is molded 
of latex, and has a real net veil. 

Contact J. R. Wood & Sons, 
216 E. 45th St., NYC 17. 


made 
new motion-bridal display. 


has 


Artearved 


Inc., 


Seven Industry Manufacturers 
Are Charter "Miss" Advertisers 


The winter issue of Miss, new ser- 
vice magazine of young fashion and 
beauty, and first issue to carry adver- 
tising, with a total of 35 ad 
pages. 


closed 


Jewelry industry advertisers in the 
new magazine are Gorham Co., Reed & 
Barton, Wallace Silversmiths, J. R. 
Wood & Sons, Medana Watch Co., 
Alvin Silversmiths and Lunt Silver- 
smiths. Miss is published by Pines 
Publications, Inc., New York. 


“My Fair Lady” Window Is 
Woods Jewelers Display Theme 


- 





ee eee ee 

Woods Jewelers, which 
eight jewelry stores on Long Island, 
recently used Benrus’ “My Fair 
Lady” watches and dolls display as a 
window theme in its Garden City 
store. 

The lighted display, inspired by the 
smash musical hit, “My Fair Lady,” 
is available from Benrus Watch Co., 
50 W. 44th St., New York. 


operates 
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Established 1867 


Westclox Has Sales Aids 
For Its Clocks and Watches 


Westclox is featuring two. sales 
aids for Christmas displays. One is a 
bar featuring 10 Westclox electric 
and spring-driven clock models. Pro- 
claiming ‘“‘Westclox has the gift” on 
a red and green display card, the unit 
requires 30 ins. of shelf or counter- 
top space. Models displayed include 
the Big Ben, Baby Ben, Frill, Dash, 
LaSallita, Tide, America, and _ the 
travel clocks, Travalarm and Tra- 
vette. 

The other display is for 


' 


ladies’ and children’s watches, rang- 


men’s, 


ing in price from $6.95 to $12.95. Sim- 
ilar to the clock display the watches 
carried are: Wrist Ben, Specter, Prof, 
Adrian, Skipper and Coquette. 


You'll congratulate yourself 
for accepting the suggestion 
to ship your old gold, gold 
filled and plated scrap, op- 
tical frames, bench sweeps, 
sink settlings, filings and pol- 
ishings to Goldsmith Bros. 

Fellow jewelers who have 
“tried them all’ find that it 
pays to ship to Goldsmith 
Bros....where 91 years of ex- 


perience as specialists in the 


precious metal field insures 
them (and you) of the max- 
imum in returns .. . checks 


that satisfy. 


pldamilh Brroe. 


SMELTING & REFINING CO. 


111 N. Wabash Avenue, Chicago 2, Ill. 


DETROIT 


74 W. 46th Street, New York 36, N.Y. | 


OAKLAND 


Sasheen Plans Large 
Holiday Selling Program 


Minnesota Mining & Manufactur- 
ing Co., makers of Sasheen and Deco- 
rette ribbons, have started a large 
selling promotion. Eight national tele- 
vision programs and five national 
magazines, reaching an estimated 174 
million consumers and homes, will 
earry Sasheen’s Christmas Magic 
promotion. Television programs in- 
clude Queen for a Day; the Arlene 
Francis Show; Tie Tac Dough; The 
Price Is Right; Matinee Theatre; 
Truth or Consequences; Bride and 
Groom; and Comedy Time. Full color 
advertisements will appear in Ladies’ 
Home Journal, McCall’s, Good House- 
keeping, Better Homes And Gardens, 
and Vogue. 


Tissot Publishes News Letter 
In Interest of Its Dealers 


Tissot watch dealers are becoming 
better acquainted with Holzer Watch 
Co., 501 Fifth Ave., New York, the 
United States representative for Tis- 
sot watches, through the medium of a 
new Tissot news letter. 

The pamphlet, published by Holzer, 
deals with national trends within the 
jewelry industry, and discusses new 
products and promotions undertaken 
by Tissot. 


Bulova Ties In Sinatra Show 
With Local Store Promotions 


Bulova Watch Company is sponsor- 
ing the Frank Sinatra television show 
alternately this season. The star will 
appear for Bulova in thirteen half 
hour musicals, and thirteen of twenty- 
three half hour dramas. He will be 
host for ten additional dramatic 
shows. 

Bulova is providing jewelers with 
an extensive tie-in newspaper mat 
service. Three special Frank Sinatra 
mailings have gone to jewelers al- 
ready and eight more are scheduled. 

Contact Bulova Watch Co., Flush- 
ing 70, N. Y. 


Stieff Co. Announces New 
Sterling Silver Pattern 


Stieff Co., makers of Williamsburg 
reproductions, has a new sterling sil- 
ver pattern called Diamond Star. 

Eight hand-engraved diamonds are 
scattered on the handle of each piece. 
A three-dimensional groove handle 
prevents scratching of the design. 

Stieff has prepared a display com- 
paring two teaspoons, one with real 
diamonds mounted on the handle, and 
the other with Diamond Star’s en- 
graved diamonds. The viewer is chal- 
lenged to decide, “Which teaspoon 
has the real diamond?” 

Contact: Stieff Co., Wyman Park 
Driveway, Baltimore 11, Md. 
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Amity Leather Boosts Sales, 
Plans Increased Ad Campaign 


Amity Leather Products Co., bill- 
fold manufacturer, credits its 50 per- 
cent discounts to retailers, new pack- 
aging and merchandising displays, 
and additional advertising for its 108 
per cent sales increase during the 
last 30 months. 

Amity is now sponsoring Today, 
national TV show starring Dave Gar- 
roway, and plans to increase its con- 
sumer magazine ads. Offices are in 
West Bend, Wis. 


Medana Sparks Magazine Ads 
With Humor for Christmas 


“Diamonds and pearls are nice for 
girls ...and then again so are studs 
for men... but really, what gift 
could be smarter than a Medana?” 
This is the theme of Medana’s adver- 
tising campaign in Sports Illustrated, 
Holiday, Vogue, Seventeen, Miss and 
the New York Times Magazine. Mer- 
chandising aids tying in with the ads 
are available free to Medana dealers. 
Contact Louis Aisenstein & Bros., 
Inc., 16 E. 40th St., NYC, 16. 


Traub Salesmen Vie for 
Diamond Prizes for Wives 


Traub Manufacturing Co., Detroit, 
manufacturer of Orange Blossom dia- 
mond rings, will award its three top 
salesmen diamonds for their wives, 
at the conclusion of the national sales 
contest the firm is now sponsoring. 

Top man wins a full-carat diamond: 
runner-up gets a half-carat diamond: 
and third man wins a quarter-carat 
gem. Booby prize is a one-point stone. 


Holzer Watch Co. Offers Ad 
Mats, Direct Mail Campaign 

Holzer Watch Co., is offering a di- 
rect mail campaign and ad mats to 
help jewelers sell Tissot diamond 
watches. Brochures including store 
imprint, are available at following 
prices: 1000, $6; 29000, $25; 10,000, 
$40; 20,000, ». For information con- 
tact Mislece Watch Co., 501 Fifth 
Ave., New York 17, N. Y. 


Kushner & Pines Have New 
Wedding Ring Set for 1958 


Two years of research and experi- 
mentation by Kushner & Pines, Inc., 
15 West 47 Street, New York, have 
produced a new lock for its line of 
wedding and engagement ring sets. 

With the new lock it is more con- 
venient to attach and detach the ring 
set, and the device makes a stronger 
union. The lock is unconditionally 
guaranteed against mechanical failure 
for the life of the ring. 

Included with each ring set is a 
unique lock opener fashioned into a 
tiny, old-world silver key. 
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Karlan & Bleicher Patents - anes a device a a 
. . : iamond and engagement rings. 

New Interlocking-Ring pues The device is die-cast and built into 
° the wedding ring. Action of the lock 
is referred to as “Flip-Grip” because 
of its ability to flip out like a book 
page to engage the slot in the paired 
ring. The new feature has markedly 
reduced repair orders as compared 
with previous locking devices. 

The device is being used on K & B’s 
“Perfect Lock” bridal pairs. 





Jacob Karlan, firm president, was 
awarded the patent after tests showed 
the device to be a new one. Contact 

Karlan & Bleicher, Inc., New York, Karlan & Bleicher, Inc., 136 W. 52nd 
has been awarded a U. S. patent for St., New York. 
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The princip! 
ULTRAS 


Part V 


® A SELF-CONTAINED ultrasonic cleaning machine 
expressly designed for cleaning watches and 


similar mechanisms is shown in Figure 23. This 
device uses 780Ke (780,000 vibrations a second). 
It has an ultrasonic cleaning jar, an intermediate 
dip-type of rinse which is followed by an ultra- 
sonic rinse. The final phase consists of a spin-off 
type of dryer with warm air draft. The machine 
measures 13x11x10 inches, works off a 110 volt, 
60 cycle A.C. line and sells for $390 (C. & E. 
Marshall Co.). 

Figure 24 shows the general plan of this device. 
A and B are stainless steel transducer tanks set 
directly into the generator casing. These are 
only partially filled with water, just enough to 
cover the bottom of the transducer contact sur- 
face which is beamed upwards. There are three 
plastic jars, D. The first at the left and shown 
above the transducer A, is filled with cleaning 
solution. This is then immersed into the trans- 
ducer A. The cavitation will, of course, penetrate 
the plastic jar D, cavitate any liquid in the jar D 
and act upon the watch movement or parts in it. 
A basket with various compartments is immersed 
in turn in the plastic jar D, while the watch com- 
ponents are in these sections. 

In the middle front jar is a rinsing solution. 
This is not an ultrasonic phase but merely a con- 
tainer for the solution. This is a manual dip 
rinse. The jar at right front is immersed into 
the transducer tank B, which has been partially 
filled with water to allow the transfer of the sound 
waves to the plastic jar D. This jar is filled with 
rinsing solution as well and supplies the final 
rinse which is ultrasonic. The dial H is a timing 
device which is turned manually to the pre- 
arranged timing cycle set for either the cleaning 
or the final rinsing phase. K is a selector switch 
which turns on either of the two transducers. G 
is a power-tuning control used to obtain the great- 
est peak focus of the cavitation beam. 

F is a ventilating opening. F indicates the posi- 
tion of the spin-off dryer. This is a well in 
which is situated the spin-off platform mounted 
on a two-speed motor. The time selected for 
drying is set by the timing device J, which auto- 
matically shuts off the motor when this cycle is 
completed. The basket is placed into the motor 
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hy Henry B. Fried, 
at a Horological Consultant 


plattorm and the metal cover replaced as shown. 
The timing switch / is turned on and the initial 
speed, a fast spin, is designed to throw off excess 
liquid, after which the slow speed takes over 
augmented by a continuous draft of warm air. 

Figures 25 and 26 show some details of the 
baskets supplied with this device. In Figure 25, 
the basket unit is shown in exploded section. L is a 
unit of three thimble-sized baskets held in a tri- 
angular rim. This unit fits over the tri-vaned 
separator M. The unit then fits into the basket N. 
0 is a handle to facilitate transfer of the baskets 
from one section of the machine to another. 

Figure 26 shows another attachment fitted into 
the basket. It gives an idea of how the three- 
partitioned unit of Figure 25 appears in the 
basket. However, in Figure 26, the central and 
important part in the basket is the rectangular, 
narrow section Q, standing upright in the center 
of the basket on which is straddled the yoke hold- 
ing the two thimble-like baskets P. The purpose 
of this basket Q is to hold large watches or whole 
watch movements. It maintains the edge position 
of the movement while in the transducer, so 
that the focused beam may exert its greatest 
effect through the edge position of the movement, 
rendering its greatest effectiveness in this man- 
ner. Smaller parts may be held in the straddling 
baskets at the same time. 


THE INSTRUCTIONS for use with this machine 
(C. & E. Marshall Co.) are as follows: 

1. After placing enough water in the trans- 
ducers A and B to cover the bottom and the ma- 
chine connected to the proper A.C. line, place 
enough cleaning solution in the plastic container 
D so that it will completely cover the basket O, 
Figure 25, when this is placed in container D. 
It is cautioned not to place the watch parts di- 
rectly into the transducers A or B. 

2. Place the watch movement or parts in the 
basket. Place the smaller parts in the fine mesh 
baskets and larger parts in the bottom of the 
large basket. Always stand large parts upright 
with the use of this particular device. Use the 
three-partitioned baskets for wrist and small 
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pocket watches. Use the two-partitioned basket 
for larger pocket watches. 

3. Place the basket with the watch parts in the 
plastic cup which has been filled to cover the 
basket. Now place the plastic cup with its parts 
in the ultrasonic transducer A. Place the plastic 
cover over the cup and twist the selector switch, 
KX, Figure 24, toward the left or initial trans- 
ducer. Next set the timer H to the desired time 
for the cleaning phase. This should be decided 
from the experience of the operator, but the 
makers of the device estimate that it should take 
between 30 seconds and two minutes. Next ad- 
just the power tuning control G at the left side 
of the machine for maximum agitation. 

4. When the cleaning cycle has been completed, 
the agitation will stop automatically. Next re- 
move the basket from the cleaning cup and dip 
it a few times in the center jar D which has been 
filled with rinsing fluid in order to remove and 
neutralize the cleansing fluid. As in the cleaning 
jar, there should be enough rinsing fluid to cover 
the immersed basket. 

5. Following this, the basket is then trans- 
ferred into the rinsing transducer cup at the right 
(Dand PB), Figure 24. The selector switch is then 
turned to the right, towards the rinsing trans- 
ducer. Next set the timer H to the desired time 
selected for the rinse. This should take an aver- 
age of 60 seconds. For maximum focused agita- 
tion during this phase, tuning selector G is used. 

6. When the timer has shut off the rinsing 
transducer, remove the basket and after removing 


the cover from compartment EF, place the basket 


in the spin-off platform. Replace the metal cover 
and turn the timing selector J to the required 
setting for the drying cycle. This should take no 
more than one or two minutes. Turning the tim- 
ing selector J will cause the spin-off motor to race 
somewhat for about 15 seconds. This initial speed 
is designed centrifugally to eject any excess liquid 
on the watch movement or parts. After this the 
motor assumes a second, slower speed and this 
automatically turns on a forced, warm air draft. 


THE MAKERS specifically and strongly advise 
the use of their own cleansing and rinsing solu- 
tions for best results. Since the device operates 
at 780,000 vibrations per second, the cleansing 
solutions and rinsing solutions appear to be petro- 
leum-based. The company states that pegging of 
holes can be eliminated if the device is used 
properly. 


A SIMILAR MACHINE was recently exhibited at 
the Ohio State Retail Jewelers convention by the 
Swartchild Co. I visited this convention and 
observed the machine at close hand. It is very 


much the same as the Marshall unit with the ex- 
(Please turn page) 
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Figure 23. A self contained unit made expressly for 
the cleaning of watch movements and parts. It has 
an ultrasonic cleaning stage, a dip rinse and an 
ultrasonic rinse. It features a two-speed spin-off 
and warm-air dryer. It uses 1 meg. frequency. 
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Figure 24. Scheme of the Marshall machine. A and 
B are transducer wells. D is vynal-type jars with 
transparent covers. H is the timing control device 
for the ultrasonic stage. K is the selector switch 
for tuning on either transducer. G is a tuning knob 
for peak cavitation focusing. F is a vent. E is the 
spin-off chamber and J is the timing control for the 
spin-off phase. The center, front jar (D) is a non- 
sonic dip rinse. 





ULTRASONICS (continued) 

ception that instead of the transducers A and b 
and the dip-rinse D being situated in the box, as 
shown in Figures 23 and 24, the two transducer 
wells and the middle dip-rinse are mounted on the 
front wall of the box, turret fashion. It was 
claimed that any dripping of the liquids during 
transfer from one tank to the other would not 
soil the top of the machine. There was a pull-out. 
tray on the bottom of the device to catch any 
drops of liquid during transfer. Other details 
were much the same as the Marshall device and 
resembled the units put out by Borg. 


ANOTHER DEVICE made expressly for the watch- 
maker is shown in Figure 27. This is marketed 
by the McKenna Laboratories of Santa Monica. 
Like some other devices reported upon I have had 
the use of this device for an extended period. 
The company, aside from manufacturing this 
equipment, also has done watch cleaning on a 
trade-shop basis, using their machine. The Mc- 
Kenna unit is self-contained in a gold-colored 
anodized aluminum casing. It has an ultrasonic 
cleaning jar, then an intermediate dip-type rinse, 
followed by an ultrasonic rinse and dried by 
forced warmed air. In this respect it is similar 
to the Marshall machine except that it has no 
spin-off or timing switches. According to the 
makers, these features were excluded to make it 
less expensive in price ($270). It contains, how- 
ever, the most important features and does a 
satisfactory job. 

The McKenna unit is the lightest of all the 
machines tested and used. It weighs about 18 
pounds and measures 8x11x7 inches. It operates 
on regular, 60-cycle, A.C. current at a frequency 
of one megacycle (one million vibrations a sec- 
ond). The cleaning and two rinsing chambers 
hold about one tea cup of fluid each. This size was 
selected by the makers because it is still large 
enough for almost all the work it is called upon 
to do and lends itself to economical maintenance. 
It is claimed that the watchmaker is less prone 
to change the filth-saturated solutions when the 
Jars are overly large, while it is easy to fill the 
smaller cups with fresh, clean chemicals. 

This device has two stainless steel transducer 
cups with hinged covers and handles which facili- 
tate their removal from the machine and make 
emptying an easy and neat operation. The trans- 
ducer crystals are attached to the bottom of each 
transducer cup and make a safe electrical contact 
when they are inserted to their full depth into the 
openings in the casing. Any type of cleansing 
solution will work, according to the makers, but 
I have found that the device yielded its best re- 
sults with a petroleum-based cleaning and rinsing 
solution. At first this company supplied a recom- 
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mended cleaning solution which was composed of 
two parts of L & R Extra Fine and one part of 
their own brand of rinse which had an odor very 
similar to a Shell Oil product called Benzasol, a 
quick drying, medium flash-point fluid. 


TO OPERATE THIS MACHINE the current is turned 
on for a while and the sound power is turned on 
as well. Next the center knob is turned which 
tunes the unit. Since this device is practically 
noiseless, the tuning is done visually by turning 
the knob and observing the action of the fluid. 
When at its peak tuning, the liquid should foun- 
tain to a height of about 14 inch. Next the watch 
movement or parts are placed into a medium gage 
mesh basket, and this is placed in the first trans- 
ducer jar so that the liquid covers the movement 
or parts. The parts are left in this jar for about 
a minute and then the mesh basket which has a 
handle is removed from the first transducer clean- 
ing jar and placed into the intermediate dip-type 
rinse Jar. 

An optional operation is to rest the wet basket 
on a clean sylvet cloth to blot the cleaning solu- 
tion and provide less work for the dip rinse in 
neutralizing the cleaning fluid. After the basket 
and parts have been dip-rinsed in the intermedi- 
ate jar, the basket is transferred to the final, 
ultrasonic rinse. The toggle switch at the lower 
left is a three way switch which can turn on the 
first ultrasonic cleaning phase jar and then trans- 
fer the electrical energy to the final, ultrasonic 
rinse and afterwards shut the agitation off. After 
leaving the basket in the ultrasonic rinse for about 
a minute, the basket is removed from this jar 
and placed over a well in the casing, which has 
a grilled bottom from which a draft of warm 
filtered air is propelled upwards through the 
parts, drying them in about a minute or two. 

As in all devices using high frequencies for the 
cavitation, the liquid tends to become warm. It 
is claimed that this is an advantage since most 
chemicals clean better when they are warmed. 
This is true to a great measure but the drawbacks 
are that this heat also tends to evaporate the 
very agents which do most of the cleaning. With 
covered jars, much of this liquid is condensed on 
the underside of the cover and falls back into the 
solution although no doubt some does escape 
through this volatility. In continued operation 
with this machine, the liquids became hot and 
while this causes some loss of the chemicals it also 
aided in the eventual drying operation. 

As with all devices using crystal or barium 
titanate transducers, operation of the transducers 
without liquid in the jars causes overheating and 
destroys the effectiveness of the transducer. By 
the same token, no ultrasonic machine should be 
operated with continuous use of the transducers, 
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as this overheats the liquids and spoils the trans- 
ducer. However, makers of magnetostrictive 
transducers claim that these will not suffer with 
such use. In using various lower frequency de- 
vices, operators seldom heated their chemicals 
over 120° F, while those approaching the mega- 
cycle range heated their liquids much higher, in 
one instance up to 165° F, which is considered a 
critical range for crystal or barium titanate trans- 
ducers. However, this temperature was achieved 
with a continuous running of the transducer over 
an extended period. In actual practice, the trans- 
ducer is seldom used for more than three or four 
minutes. In very large units for the machine 
industry, water with toluene, a wetting agent, is 
used. In this case, the cavitation is extended for 
more than a half hour at the initial stage in order 
that the free air in the water may escape before 
the parts to be cleaned are immersed. 


IN COMPLIANCE WITH a recent request for in- 
formation, the use of perchlorethelene with ultra- 
sonics was investigated and found to be well suited 
for ultrasonic machines of all frequencies. It is 
absolutely non-inflammable, has a fair boiling 
point, is quick drying and not so toxic as tri- 
chlorethelene, carbon tetrachloride and similar 
liquids. However it is expensive, ranging in price 
with most such commercial! solutions. 

In answer to another request for some reliable 
source of a medical nature on the effects of ultra- 
sonics, | am permitted to quote from an article 
in the current issue of Ultrasonics. Written by 
Kenneth Phillips, M.S., M.D., F.A.C.P., originally 
for the journal of the Florida State Medical Asso- 
ciation the following is an excerpt from an article 
on “Ultrasonic Therapy,” and should be of in- 
terest. “I have been unable to find any record, 
written or oral, where, within the intensities 
prescribed for therapeutic use, anyone has been 
able to produce tissue destruction without first 
exceeding the physiologic pain threshold.” This 
is in line with the statement made in the Sep- 
tember issue of JC-K. In other words, boiling 
water will also destroy tissue but people required 
to work with this heat do not immerse their 
fingers in boiling water and those working with 
very high intensity ultrasonic (not used in watch- 
cleaning machines) would experience a noticeable 
sensation long before any tissue damage could 
result. 


In the following and final installment on ultra- 
sonic watch and jewelry cleaning machines, the 
new unit of the American Time Products and a 
completely automatic all-phase ultrasonic unit 
by L & R Mfg. Co. will be reviewed. Also, some 
foreign ultrasonic watch cleaning machines from 
France and Japan will be pictured. ane 
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Figure 25. L is nest of thimble-sized baskets for 
small parts held together by the triangular rim. 
These fit over the triangular separator M. The unit 
then fits into the basket of N. Each of the three com- 
partments of M may be used for holding watch 
movements. O is a handle to facilitate removal from 
one section of the machine to another. 





Figure 26. The rectangular basket Q fits into the 
main basket. This is used to hold movements in the 
edge position so that the beamed cavitation of the 
megacycyle (near) frequency will travel through the 
edge position of the movement. The twin baskets 
straddle this rectangular holder. 





Figure 27. Unit by McKenna. This uses a megacycle 
frequency and has an ultrasonic cleaner and rinse 
with intermediate dip rinse with warm air dryer. 
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WORKSHOP 
QUESTIONS 


RADIUM FIGURES AND HANDS: I 
have a customer who wishes to 
know if the old type “radium” 
illuminated figures and hands 
can still be obtained, even if by 
special order. He contends that 
they last longer and are more 
easily seen at night. I also wish 
to obtain an all-weather outdoor 
electric clock. Where is. the 
closest place to obtain this?— 
Frank Coney, Ft. Walton, Fla. 

Answer: The older type of 
radium certainly is not as good 
as the newer types. Technical 
progress has greatly improved 
the luminous type of dial. Radi- 
um kits may be obtained from 
your jobber or in large quanti- 
ties from the Radium Corp. of 
America (Radium Chemical Co., 
Inc.), 161 E. 42nd St., New 
York. The Howard Clock Sales 
& Service Corp. of 132 West 
3roadway, New York, should be 
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able to supply the type of clock 
you desire. Also try General 
Electric Clock Co., Jacksonville, 
Fla., and Gamse Co., St. Peters- 
burg. 

*K * *K 


DOUBLE MAINSPRINGS: I have a 
clock with a double mainspring 
in each of the two barrels. The 
clock has patent number 25,1879 
by Welch Spring & Co., Forrest- 
ville, Conn. It has the name 
Patte V.P. on the back. It looks 
like it is all hand made. What 
is the purpose of the double 
mainsprings in each of the bar- 
rels? Also do you have a good 
reference book for such clocks? 
—North Jewelry Co., Seattle, 
Wash. 


According to our 
friend, Brooks Palmer, author of 
The Book of American Clocks, 
these clocks were all machine 
made. They were based on Kirke’s 
1841 patents. Purpose of the 
double mainsprings in each bar- 
rel was an attempt (not too 
good) to equalize the power. In 
those days the American spring 
industry did not have much tech- 
nical know-how and the use of 
two springs was thought to exert 
more even power than one big, 
heavy, erratic spring. 


Answe Li 


* * * 


STRIKES LATE: You have been so 
cooperative in answering my 
questions that I am prompted to 
call on you again. I have a new 
fine 8-day striking clock that 
strikes five minutes late each 
time. Is there an easy way to 
make it strike right on the hour 
and half hour without having to 
return it to the factory ?—Hef- 
ner’s, Harrisonburg, Va. 


Answer: When a- striking 
clock does not strike exactly on 
the hour (or half hour) it is due 
to one of these reasons: The 
socket on the minute hand is 
loose. (It should be tightened so 
that its position on the square 
arbor will permit the hand to 


point exactly on the hour when 
the striking is released.) Or the 
tripping pin, sometimes situated 
on the center arbor, is loose or 
not properly adjusted. (It can 
be grasped with strong pliers 
and the arbor itself twisted on 
it so that the collar holding the 
pin is positioned correctly and 
will trip the striking mecha- 
nism just at the right moment.) 
Or the pin which lifts up the 
warning lever or striking release 
should be bent so that the trip- 
ping action takes place as you 
desire it. Most often, however, 
the reason is in the relationship 
of the hand socket to the square 
hand arbor. The socket then 
should be re-positioned. 


* * * 


CATALOGUES: Who supplies cata- 
logues in which American watch 
movements are pictured ?— 
Louis Remaine, Garden City, 
ia ds 


Catalogues which 
picture American watch move- 
ments are published by Swart- 
child & Co. and C. & E. Marshall 
Co. Also individual catalogues 
are available from Waltham 
Watch Co., Waltham, Mass.; E]- 
gin National Watch Co., Elgin, 
Ill.; and Hamilton Watch Co., 
Lancaster, Pa., for Hamilton 
and Illinois watch-movement 
catalogues. Also have your book 
supplier hunt up for you some 
old watch catalogues such as 
those distributed by Swartchild, 
Paulson, Swigart, L. H. Keller. 
May & Co., Cross & Begulin. 
These are a veritable encyclo- 
American watch 


Answer: 


pedia of old 
movements. 


* * * 


TINAUD POCKET WATCH: I have 
for repair a Tinaud Patent, 
Hahn Landeran, 19-ligne pocket 
watch. It has one of the old iron- 
and-brass, anti-magnetic watch 
cases. Where can I buy such a 
watch and where can I get parts 
for it? I also have an 18-ligne 


(Please turn to page 146) 


JEWELERS’ CIRCULAR-KEYSTONE. DECEMBER 1957 





WATCHMASTER 
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PIVOTMASTER 


Straiahtens 9 out of 
1O bent pivots. Valu- 
able for inspection. 








ULTRASONIC 
Watch Cleaner 
Cleans, rinses, dries in one WATCHMASTER 




















cabinet. Cleans several (Drum Model) 

watches at one time, scour 

ing dust, dirt, dried oil away Odd-beat watches print straight : 
in seconds. Magnetizeable on-time records. Calibrated chart 

particles cannot re-circulat paper for dependable analysis. 

in solution. Rarely necessary Has same watchholder as tape 

to take watch train apart. odel. Same guaranteed accuracy 

Fast, thorough, safe. of | part in 100,000. 


THE PROFIT LINE BECAUSE American Time Products 
has never manufactured for the watchmaker any instrument that hasn’t 
demonstrated its ability to pay for itself quickly in extra profits ... 
through time, labor and money saved. Customer good-will, business 
prestige and minimizing embarrassing “‘call-backs” through better work 
are additional values. 


Those who through the years, have known the WatchMaster (pioneer 
of watch-rate printing instruments) can confirm these statements. They 
realize the advantages of the machine’s long life and low maintenance 
cost, facts which are now true with the entire WatchMaster line. 


American Time Products, Inc. 


580 Fifth Avenue, New York 


Gentlemen: Please arrange a demonstration at our 
bench (for the instruments checked). 














American Time Products, Inc. 
2980 Fifth Avenue, New York 36, N. Y. 
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WORKSHOP (continued) 


open-face pocket alarm with 
visible balance like the old Heb- 
domas. Only marks are Reveil 
and Presto on the dial. Can you 
help to identify it? I need a bar- 
rel, setting mechanism’ and 
train-wheel parts. Can you also 
give me a formula for a petro- 
leum-based rinsing solution and 
a cleaning solution? — Farns- 
worth, Sioux City. 


Answer: You might be able to 
obtain the first two items in your 
ietter from Henry Sobel, 131 
Canal St., New York. He spe- 
movements and 
move- 


cializes in old 
parts for hard-to-get 
ments. The Landeran is discon- 
tinued in this model. The only 
two watches made like the old 
Hebdomas type are the Heb- 
domas itself which is now again 
in production, and an older cali- 
bre (No. 202) put out by A. 
Michel, which is now discon- 
tinued. Neither of these, how- 
ever, had an alarm. 

As to formulas, we get numer- 
ous requests for these. I could 
give you some but most likely 
they would cost you about as 
much as you would pay for the 
commercial product. However, 
if you wish, try this which is 
water-based and fairly good: 8 
oz. oleic acid, 8 oz. acetone, 8 oz. 
ammonia. Pour into a jug to 
make up one gallon, filling the 
rest of the jug with water. Some 
water-based solutions reduce the 
increasing the 
acetone. This solution can be 
mixed with petroleum-based 
chemicals by cutting down great- 
ly on the oleic acid or doing 
away with it altogether. For a 
rinse, try Perchlorethylene. It is 
non-flammable, dries quickly, 
cuts grease and is miscible with 
ammonia. 


oleic acid, 


* + - 

ONE JEWEL LEVER: Recently, 

I saw an ad for a one jewel lever 
watch. Shouldn’t this have been 
called a pin-lever? Is it possible 
to have a one jewel lever watch 
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in the same sense as the conven- 
tional ancre escapement ?—Kay- 
Lee Jewelers, Chicago. 

Answer: Yes, it is entirely 
possible to have a one jewel or 
even a no jewel lever watch. In 
fact, such a watch (one-jewel) 
with a regular lever escapement 
is marketed by the Sheffheld 
Watch Co., of New York. This 
is also a self-winding watch, us- 
rotor with wind- 
both directions. Its 
system is. unusual 
a separate 


ing a full 360 
ing in 
winding 
enough to warrant 
exposition of this system at a 
later date. The pallets are made 


of hardened, polished steel. 
These take the place of the pal- 
let jewels in a_ conventional 
jeweled-lever. The idea is not 
entirely new. About 1939 one 
of the ebauche factories (I think 
it was §S. Schild) produced a 
watch using a bascule setting 
and the was all in one 
stamped piece such as pictured 
in Figure A. This lever was pol- 
ished on the locking and impulse 
where 


lever 


surfaces of the pallets 
they contacted the regular es- 
cape teeth (boot-shaped). In 
the current model by Sheffield, 
the pallet appears just like any 
jeweled lever, except that in- 
stead of jewels, they are made 
of polished, hardened steel as 
shown in Figure B. This makes 
the lever adjustable to precise 
theoretical requirements. 

As for the question of how the 


steel pallets will wear as com- 
pared to jeweled pallets, it can 
be said: probably as long as the 
rest of the watch. There are 
numerous Seth Thomas marine 
clocks with steel pallets as, in 
Figure A, working with boot- 
shaped escape teeth. These clocks 
were generally overpowered and 
were made 40 to 50 years ago. 
are still running, with 
wear. A 


These 
only minor traces of 
running test is now being made 
to check the wear of the steel 
pallets in one of these watches. 


* * * 


REMOVING DIAL: I would like 
some information as to the best 
method of removing the dial 
from an Elgin instant-reading 
model No. 719.—Bittner, Cata- 


wissa, Pa. 


Answer: The minute dial can 
be removed by grasping its edge 
with the fingers and_ slowly 
twisting and pulling 
This will cause the entire as- 
sembly from the minute wheel 
to the cannon pinion to disen- 
gage from the movement. After- 
ward the assembly may be 
placed on a block with a hole 
in it to allow clearance for the 
hour wheel and to support the 
carrier wheel near its outer 
diameter. A small punch can 
then be used to tap out the can- 
non pinion. For best results it 
is recommended that you pro- 
cure a special tool made for this 
purpose from the Elgin Nation- 
al Watch Co., Elgin, Il. That 
company issues a service 
bulletin which covers the servic- 


upward. 


also 


ing of its watches. 
ok x * 


OPENING A REPAIR SHOP: I am 
interested in opening a watch- 
repair shop in a farmers’ market 
and would appreciate any in- 
formation you may have con- 
cerning this type of operation.— 
Spertner Co., Norfolk, Va. 


Answer: There is an excellent 
booklet published by the Govy- 
(Please turn to page 148) 
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SPECTRANOME PLATING CO., 


336 W. 13th St. N. Y. 14, N. Y. 


BETTER EQUIPMENT—BETTER GOLD PLATING 


The modern barrel plating equipment at 


quality plating. 





Spectranome makes two things possible. 
First of all, it means more uniform, more 
durable plating for your small findings. 
Our automatic equipment and controls 


also mean lower prices for this top 


Why not call Spectranome on your next 
plating job? Better gold plating will 
make YOUR product BETTER. 


INC. 


AL 5-8677 





YOUR MOST — 
PROFITABLE LINE, 





Sold Through Wholesalers Only 4 


JMS Jewelry Manufacturing Co. 


256 LIBERTY STREET, BLOOMFIELD, NEW JERSEY 
World’s Largest Manufacturers of Quality Earrings 





EARRINGS | 











SINCE 1887 
BOWMAN TECHNICAL SCHOOL! 


Courses in Watchmaking, Engraving end Jewelry Repairing. 

Bowman graduates pass the Certified Master Watchmaker test of H. 
of A., or any State Board exminations 

Mr. Jeweler: You should encourage young men to take this training. We 
never have enough graduates to supply the demand. The best jobs await 
Bowman School graduates. 

Write for free book ‘‘Your Future and Our School’’ which shows how 
many finest jewelry businesses have been built on thorough Bowman 
Training 


BOWMAN TECHNICAL SCHOOL 


Bowman Building, Lancaster, Pa. 


c. 














John J. Bowman, 
Director 











Courses Approved for Veterans & State Rehabilitation Programs 


























REMOVER 
NON ACID - 


will not attack 
Sound Metal 


The H-R Rust Remover cannot 
harm the polished finish of 
watch parts — it’s non-acid. 


In fact, a complete movement 
that has been immersed in 
water can be left in H-R Rust 
Remover overnight. Parts and 
complete movements can be 
dipped directly into the wide Order today from your 
mouth 4 ounce bottle. material supply house 


Exclusive Wholesale Distributor 





No. 51-777 
4 oz. bottle $1.70 





HAMMEL, RIGLANDER & CO., INC., NEW YORK 16, N.Y. 











: WORKSHOP (continued) NEWALL 
? 
Looking for new profits : ernment called Establishing a ) NEW 


SEAL PHOTOS, CARDS, Jewelry Store. It is part of the 


WEDDING ee Industrial (small business) Ser- ee — 
— il vice (No. 53). You can get a \ ae 
eg —< q Life-time copy by writing to the Depart- == yi RING 
The " 








" ment of Commerce, Washington 
Plastic a Truly 
W ater- 
proof 


Crown 








* * ok 





REMOVING CAP JEWELS: This is 
not a question but rather a com- 
) y > yf ae) . . ¢ rs as a \ ; : . 
ment One of your readers isked ee ee Oe 
ba for the best method of removing signed crown is round like a doughnut 


with NEW HERME 'incabloc cap jewels. I have instead of being flat. Small point of 
Co contact makes watch easy to wind. As 


Seal-o- : found that by merely placing ty ssn: eee, 2 wellees ob te tow 
the balance staff right through a truly waterproof seal. The "O" Ring 


was used for crucial protection of in- 


; Promotes wanet sales reach up high enough to dis- struments from water. Now you can use 
Builds good will lodge the cap jewel.—H. A. this superior Newall W.P. crown. 


Pay only as | Sweat. No. 120S—12 Stainless Steel Crowns 
$50 ¥ |. — + No. 121Y—12 Newall Quality Yellow Crowns 5 


and use our ~. : . | i ; non , No. 122—12 Each Stainless & Yellow 
Rental-Purchase Plan : | JEWELRY MAKING, by Greta 


Pack. 1957. D. Van Nostrand 


Anyone can | Co., Princeton, N. J.: $3.75. 
operate it tt eS | Order From Your Newall Jobber 





] 





net 


Send for bulletin | This short book by the author 


WE CTSITT iam | of Jewelry and Enameling 
13-19 University Place - New York 3, N.Y | ’ oe i - 2 THE te EWALL MEG. CO 
y | Chains and Beads is designed 
for the younger student who de- 
sires to learn some of the funda- fae 
mentals of Jewelry making and THE GUARANTEED WATCH CROWN 
i repair. As such, it is excellent. | ; a ) 
. . ’ Y elie 
WATERPROOF a Miss Pack covers the various ACC@ON watc CROWN CO. 


50 Eldridge St., New York 2, N. Y 


TESTING ¥ metals with which the young clanufecturers of Gold Filled Crown 
APPARATUS 


i student will work (copper, brass, Sold through Wholesalers & Jobbers 
ey sterling silver, iron, tin) and de- 
$39.50 , | scribes the basic tools (bench Frcomparable 
ei /, vise, steel anvil blocks, bench a 
Manufactured by ' ; ; ; 
Mido Watch Factory wm pins, C-clamps, simple wire Case 
gauges, ball pein hammers, mal- We repair Chronographs & Stain- e 


| . : . less Steel Cases. We make coil 
JULES BOREL & CO. lets, cutting shears, jewelers springs for watch cases. ” 
eo 11. ; BECKER-HECKMAN COMPANY 
1015 Walnut Sc. Kansas City, Mo saw frame and saws, drills, files, 29 East Madison Street, Chicago 2, Illinois 


pliers of all types. hand clamps, 


dapping and doming tools, sol- WATCH REPAIR 
dering tools, finishing sticks. | 
tweezers, scribers, dividers and Dependable » Fast * Economical 


sundry others). Over a Quorter-Century 


The drawings were prepared | of Service 
» 


by Mary L. Davis. Instruction Wetches tneored ond Sofequerded 
includes the use of the jewelers’ in Helmes-Protested Vaults 
saw, bench pin and simple hand Al Wesk Wiatehendctes Tested 
drills. The instruction is similar eS 

Ask for Price List 
to the job sheet form used in or Sead Yeah Order 


WATCHWORK—STONE SETTING — s Prniarta } 
JEWELRY_—_ENGRAVING jewelry schools. Projects include 


BRADLEY UNIVERSITY making of chains, brooches, pen- Cooper s Watch Repair Co. 


HOROLOGICAL DIVISION 
Dept. C Peoria. 1. | | dants. earrings, neckpieces, 48 West 48th Street, New York 36, N. Y. 


Students may enrol! af any time of the year bracelets. beads and tie clasps PLaza 77-1740 


CHICAGO 2, HL 
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CLASSIFIED ADS 


RATES AND REGULATIONS 


Remittance in Advance 


“SITUATION WANTED”—Regular type $2.00 first 25 words; addi- 
tional words, 10 cents per word. Heavy type $7.00; addi- 
tional words 25 cents per word. 


“HELP WANTED"—"LINES WANTED” —and “SIDE LINES’—Regular type $4.00 
first 25 words; additional words 15 cents per word. Heavy 
type $7.00 first 25 words; additional words 25 cents per 
word. 


ALL OTHER HEADINGS—Regular type $8.00 first 25 words; addi- 


‘ oll 


tional words 25 cents per word. Heavy type $12.00 first 25 
words; additional words 30 cents per word. 


® Name, Address, Initials and Abbrevia- @ Advertising matter addressed to classi- 
fied advertisers will not be delivered. 


tions count as words. 7. 
. ” ® Classified ad form closes 10th of the 


© If answers are to be forwarded, 20 cents month preceding date of issue. 
— é > , > 7) : © ~ Sc 
extra to cover postage must be enclosed. A box number when used in ad count 
| “ — as five words, that is, “Address #13, 
® No Agency Commission. care of J C-K.” 


In answering Box Numbers address envelope “Box —,” care of Jewelers’ 
Circular-Keystone, unless otherwise instructed. In answering ads, do not enclose 
original letters of recommendations. 


JEWELERS’ CIRCULAR-KEYSTONE, CHESTNUT & 56TH STS., PHILADELPHIA 39, PA. 








WATCHMAKER desires permanent posi- 
. . tion 12 years’ experience; will work 
Situations Wanted anywhere; excellent references. Write 
inne ae Kenneth Tottenhoff, 406 W ith St., 
¥ ———— ° 
Alton, Illinois. 





WATCHMAKER; seasoned and capable; 
top salary in store or. shop prefer 
management level connection Address 
‘A., 3479,” care of JC-K 


MANAGER salesman, 30 years’ experience 
credit business, all phases, real execu- 
tive ability: cultured, refined, depend- 
able; 1958 affiliation; South preferred. 

a ‘ — Address “V., 3470,”" care of JC-K 

POP manager with largest credit jew- 


elers chain in East for 15 years 5 MANAGER—all phases jewelry business: 
supervision experience; now avail- successfully operated own store ten 
able; address, ““*F., 3452.” care of years; desire store with fine reputation 
C-K in community; prefer midwest; no 
J Ee chain stores. Address ‘“H., 3414,” care 


of JC-K. 

EXPERIENCED man—17 vears with 
large wholesale jewelers, familiar with FULLTIME SALESMAN: jewelry boxes 
an — ae = responsible trays, displays; packaging consultant ; 
Tigre '- On only. Address ‘H., national acquaintance rated retailers, 
, : : ' wholesalers, importers, manufacturers; 
COUNTERMAN ; intensified sales experi- draw “ae oa hae Bem gery Fg 
ence; available Jaunary reputable retail erence. Address 'S., 5459, care of JC-K. 
or wholesale jewelers: no night work: z op 
metropolitan New York or New Jersey 


DIAMOND man, number of years experi- 


Addregs “S.. 3488.” care of JC-K ence assorting and appraising : select- 
ing stones for rings; fill orders: with 
SALESMAN, experienced, capable, per- large ring manufacturers; references ; 
sonable; full time or side lines better New — York City preferred. Address 
jewelry: associated products; Kansas, “357,” care of JC-K. 
Missouri, lowa; available January. Ad- ; 
dress “B., 3417,” care of JC-K PRODUCTION manager; all phases man- 
ufacturing ladies’ bridal sets: gents’ 
20 years’ experience as a practicing de- rings; princess rings; die struck and 
signer and consultant to the jewelry cast; many years’ experience with Hub 
industry, now available on a retainer cutters, die makers, model makers. Ad- 
basis or full time proposition Address dress “Box 358,” care of JC-K. 


“G., 3458," care of JC-K 
DIAMOND buver-manager; 15 years’ ex- 


- 70% > 'TrpP . 7. y rye ce 

peg gg Monn goon an perience, seeks position with fine house ; 
erly with Gorhams New York City: college graduate; graduate Gemologist , 
want to locate New York (“ity Address married, dependable - — _ Ms ith 
1 2413." care of JC-K , one of largest stores in East. Write 

re ‘ 363," care of JC-K. 

RETAIL jewelry store assistant-—twenty- 
five years’ experience ; repairs, sales and SALESMAN: ring line wanted for 1958, 
window dressing; neat, middle age; for New York, New Jersey, Connecticut 
rood references: Colorado or South- & Penna., have 200 active accounts and 
west. Address “V., 3433.” care of JC-K 25 years’ experience; presently have 


line, but would like to change. Address 
SALESMAN: excellent following, seeks a ”" care of JC-K. 
volume line for New [England New 


York, New Jersey, Penna., Mary land , PRODUCTION manager: all phases man- 
line must have active accounts. Address ufacturing ladies’ bridal sets; gents’ 
G., 3432," care of JC-K. rings; princess rings; die struck and 
cast: many years’ experience with Hub 
y rma ae ren © " P ‘Trio . . { e* 7 
WATCHMAKER — 28, married, over 9 cutters, die makers, model makers. Ad- 
vears retail store experience; take dress “358.” care of JC-K. 


charge department: sales ability: New 
York City or suburbs; references. <Ad- 


dress “S.. 3473.” care of JC-K SALESMAN; experience 15 years; age 

40: best references, desires to repre- 

ACCOUNTANT, bookkeeper, controller; sent A-l1 company have worked South- 

qualified install, maintain systems in west and West Coast; will re-locate for 

small or complex operation college good line; draw against commission. 

graduate with accounting major. Ad- L. Fox, 6759 Yucca, Hollywood 28, 
dress “A., 3478,” care of JC-K. Calif. 
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WATCHMAKER, certified master, now 
employed: desires change; above aver- 
age technician; twenty-two years’ ex- 


perience ; commission basis in old fine 
reputable store midwest if possible 
Address “H., 3415," care of JC-K 


YOUNG man 31, fully experienced with 


the jews iry business for over 12 years; 
at present store manager; however de- 
sirous to carry name line and travel 
willing to relocate prefer West Coast 
Address “R., 3483.” care of JC-K 


MANAGER, salesman, executive ability, 


ove! 20 years’ experience, all phases 
retail jewelry sales and repairs seeks 
position in Florida after January 1, 
1958; successful record and excellent 


references Address S.. 3406,” care of 
Jc-K 
SALESMAN Ring line wanted for 1%o8 


for New York, New Jersey, Connecticut 
and Pennsylvania; have 200 active ac- 


counts and 25 years’ experience pres- 
ently have line but would like to 
hange Address “L., 3411,” care rf 
JC-K 


YOUNG man; 11 years’ experience in the 


retail credit jewelry business most 
desirous to change: can prove ability 
willing to relocate with reputable firm 
for permanent future $150.00 salary 
minimum. Address “R., 3482,” care of 
JC-K 


SIDE LINES WANTED FOR SOUTH- 


EAST: small allied lines, non-com- 
petitive with sterling and _ plated 
hollowware, baby goods, sterling 
handle serving pieces; will accept 
Silverware chests; write 904 46th 
St.. Belview Heights, Birmingham, 
Alabama, 


MANAGER salesman, 30 years experl- 


ence in all phases credit jewelry store 
operation, credits, collections, personne! 
supervision, merchandising, desires con- 
nection with progressive firm; presently 
employed, married, 48, college graduate 
prefer to relocate in Arizona or south- 
west. Address “K., 3451,’ care of JC-K 


CERTIFIED Gemologist, American Gem 
) 


Society, 22 years in retail jewelry 
thorough experience in all departments ; 
also light jewelry repairs and plain en- 
graving: presently employed: available 
to A.G.S. member firm January or 
sooner if required. Address “V 5450,” 
eare of JC-K 


SALESMAN; 20 years experience, 


New England and East coast to 
Washington, D. C., best contacts 
with all leading jewelers in area; 
excellent reputation, finest refer- 
ences; earning potential must be 
at least $20,000 annually; mini- 
mum drawing considered $15,000 
annually: confidential; address, 


“K.. 3481,” care of JC-K. 


TOP jewelry executive, successful record 


of selling, supervising, promoting, ad- 
vertising window displays; credit chain 
and department store experience, train- 
ing personnel, increasing diamond 
sales: personable, active, college gradu- 
ate, excellent background and excep- 
tional references, consider taking part- 
nership in challenging proposition. Ad- 
dress, Jack Rose, Room 2218, 225 W 
24th St., New York 1, N. 


YEARS as owner of own jewelry busi- 

ness, own watchmaker since I was 14 
years of age; would like to locate in 
the following: New Mexico, Arizona, 
Southern California, Hawaiian Islands 
or a warmer climate for my wife and 
two children: I am good gentle sales- 
man and like people as a whole; belong 
to the Masons, Lions; also a member 
of Numismatic Association Address 
“N., 3429,” care of JC-K 


(Continued on page 15%) 
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EXECUTIVE salesman; with high 
level executive ability available for 
top jewelry manufacturer or watch 
house; excellent reputation in the 
trade; successful twenty year sales 
record; average earnings in the 
past ten years over $20,000; pres- 
ently employed; capital for invest- 
ment available; replies most con- 
fidential; address, “K., 3480,” care 
of JC-kK. 


am a good Scandinavian hand jeweler 
with 20 years of experience with manu- 
facturing and retail jewelry | wish a 
partnership with an elderly Kind manu- 
facturer or retail jeweler! where | can 
spend al iy energy and knowledge I 
3 of age, married and have 
have no debts but some 
non-drinker, have a good 

am sociable; I prefer 

where l can take it all 

some years and a location 
lifornia: all information will be 


Address “J., 


<i 


kept in strict confidence 
+01 eare of JC-K 
"ATCHMAKER wants 
with good store or Co.; 29 years at the 
bench; do watch, clock, ring sizing, 
light jewelry work; also repair lighters, 
razors, all electric appliances including 
don’t drink; age 15, excellent 
have owned and operated store 
shop have operated pawn 
know how to make loans; capa- 
ble of taking full charge of large re- 
pair department; know how to dress 
vindows, make price tickets, et 
would like job in Florida but would 
consider any good offer; my salary 
$100.00 per week; don't write unless 
you mean business. Address “R., 5410 
care of JC-K. 


JEWELRY business—Michigan; Cash 
price $25,000.00, Gross sales $42,- 
000.00; Five year lease $175.00 
monthly; option to buy building 
and fixtures on contract; Can double 
above gross with credit operation; 
outstanding opportunity for young 
aggressive couple seeking above 
average income and escape from 
high pressure big city business; in 
heart of Michigan’s most select re- 
sort area, established 40 years; 
owner operating in semi-retirement 
several vears—heart condition; resi- 
dential, industrial, resort and school 
expansion now in progress; beau- 
tiful modern newly remodeled store 
throughout; State Street style; 
Vault, diamond room, 5 bench work 
shop—unlimited parking one block: 
no real aggressive competition 
within 60 miles; clean stock. tov 
lines: principals onlv—include bank 
references for confidential details. 


Address, “C., 3490.” care of JC-k. 


permanent ob 


Lines Wanted 


SALESMAN ng on jobbers, catalog 
house jew Michigan, 
Ohio, Indiana linois twenty vears’ 

experience Write ‘'M ] care of 

JC-K 


welry chains in 


WEST Coast alesman 
perience with excellent 
sires good gold fille 

the jewelry jobbers. Addre 
eare of JC-K 


WATCH case, expansio! band or leather 
strap line wanted for New York area 
fifteen years excellent contacts with 


watch importers, jewelry wholesalers. 
chain stores. Write 360,” care of JC-K 


AM interested in a fine line of costume 
jewelry for Northern California or all 
of California: we have a good follow- 
ing and can produce. Write F. H. Lee, 
925 N. Clark Ave Los Altos ‘ali- 
fornia. 
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SALESMAN calling on best retail stores 


in east and midwest desires established 
fine line which will not conflict with 
colored stone jewelry; available Janu- 
ary Ist; replies contidential. Write “A., 
5444," care of JC-K. 


INTERESTED in representing several 
fine jewelry lines such as gold wedding 
bands, stone rings, watch bands, et 
20 years background soliciting Pacific 
(‘oast retail jewelers; finest references 
Address “‘K., 3445." care of JC-K 


WANTED; diamond solitaires exclusively 
rent’s included: nothing under halves; 
select coverage New York, New § kEn- 
gland, Pennsylvania, (COnhio, Indiana 
fulltime draw. Address “S., 3404,” care 
of JC-K. 


WELL established salesman now calling 
on wholesaler, jobbers and premium 
trade wants lines for Midwest territory 
Chicago office. Address “Circular 350, 
560 N. Michigan Ave Chicago 1, Il 
linois 

SALESMAN 20 years diversified experi 
ence selling Grade A lines to manufac: 
turers, jobbers, chains and retailers, 
seeks top line or lines astern terri- 
tory preferred, others considered. Ad- 
dress 344,” care of JC-K 

SALESMAN now covering South East 
would like established line for Florida 
or Florida-Georgia: expert in diamonds, 
watches and jewelry alarm equipped 
car; present territory too larg: At 
dress “M., 3310,” care of JC-K 

HIGH calibre man ll western states 
handling silver plate & sterling hollow 
ware lines wants additional line; mini 
mum sampies works with 
photos Address ‘in f 
JC-K 


WELL established West Coast Sales- 
man with strong following among 
top jewelers and chains desires ad- 
ditional manufacturers’ line: over 
three hundred active accounts Den- 
ver West: excellent references: ad- 


dress, “B., 3388,” care of JC-K. 


ESTABLISHED, aggressive salesman 
with firm following in all jewelry» 
stores in the Pacifie Northwest 
wants good, established direct manu- 
facturer’s line; excellent references 
furnished upon request; address. 


“B., 3469,” care of JC-K. 


TOP salesman to the wholesalers for 


fifteen years, covering Denver 
west, can do an outstanding job with 
the right factory: maintain Califor- 
nia office; qualifications will be 
furnished; wrtie Joseph Gram. 448 
S. Hill St., Los Angeles 13, Calif. 


SALESMAN now gelling gold jewelry to 
finest retailers and department stores 
in Canada, Ontario and part province 
ot (Quebec desires non-conflictin: j 
better custom jewelry sterlir 
easite line, gold filled charm et 
dress aici gi 246 én care of JC kK 

TOP representative with office in Chi- 
cago, is seeking top line for Middle 
West and South; fine following 
among wholesale trade, catalogue 
houses and chains: expects to be in 
East first part of December; please 
state full details: address, “F.. 


3448.”’ care of JC-K. 


SALESMAN: fifteen years calling on 
wholesalers and chain stores: New York 
vicinity: excellent connections: now 
earrving nationally known gold filled 
jewelry line; wants one additional non 
conflicting desirable line: drawine 
against commission Address ‘359,’ 
eare of JC-K. 


SALESMAN, 25 years experience selling 
to Dept. stores, wholesalers, retailers, 
large following with six figure volume, 
Pacific coast to Denver, wants line of 
gold filled and sterling jewelry, cos- 
tume jewelry, chains, 14K jewelry from 
reputable manufacturers only: Address 

“Fi $438,” care of JC-K 
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MANUFACTURER if you are seeking 
distribution eliminating the worry 
of financing your salesmen and ac- 
counts, here is an opportunity for 
you to have the power of strong 
distribution selling organization; 
state full details; President will be 
in East during December; address, 


“F., 3449,” care of JC-K. 


SiDE LINES for the states of North and 
South Carolina or any part. thereof 
from manufacturers or importers direct 
to the retailer; hollowware silver line 
ladies and gents gold filled jeweiry 
low priced watch lines, no pin levers 
gift lines of all kinds; diamond lines 
mounted or loose, baby jewelry: and 
costume jewelry. Address : 22300 eare 
of JC-K 


SALESMAN who has traveled exten- 
sively for twenty years in “Large 
key” cities of midwest, southern 
states, Michigan, Ohio & WN. Y. 
State with silverware lines has the 
respect and confidence of the de- 
partment stores, jewelry stores, cat- 
alogue and mail order buyers; has 
averaged about $200,000 volume 
every year; is open for two non 
competitive silver domestic or im- 
port or costume jewelry lines; have 
always been considered the “tops” 
in the industry; will consider replies 
from reputable manufacturers only: 
‘an finance mvself at all times: 
open for interviews for 1958. Ad- 


dress, “354” care of JC-K. 


Side Lines 


SUCCESSFUL Manufacturer of rings. es- 
tablished ° ars seeks salesman part- 
ner with large following. Address “M 
$443," care of JC-K 


WANTED Salesman to sell new side line 

direct to jeweler: attractive proposition 

‘rite Rapid Manufacturing Co. 1213 F 
Ave. Olympia, Washington 


ANUFACTURER of better line costume 
jewelry wants salesmen for West coast 
and Midwest liberal commission: write 
in full. Address “S 3421.” care of JC 


ANUFACTURER, 14K gold ladies ring 
mountings, has several territories open 
ror experien¢ ed sideline salesman com 
mission basis. Address “A., 3439,” care 
of JC-K 


MANUFACTURER patented expansior 
bands desires to sell its product through 
organization with national sales force 
calling on retail jewelers. Address “A 

3464,” care of JC-K 

MANUFACTURER 14K cuff links, tie 
bars, etc, desires salesman for west or 
midwest: side line to rated retailers 
commission basis. Address “kK 3460,’ 
eare of JC-K 


SXPERIENCED salesman for manufac 
turer of platinum and gold watch cass 
and attachment line to cover Chicago 
and vicinity selling jewelry jobbers and 
wholesalers. Write ‘'362.”"" care of JC-K 


SEVERAL good territories open for 
for a good side line of stone 
Masonic rings: commission only: de 
in first letter, please. Elm Rings, 
Rox 46, West Orange, N 


SALESMAN covering South East and 
Louisiana would like side line of dia- 
monds, mountings, watches or display 
material: details upon request. Addre 
“M., 3311,” care of JC-K 


WEST coast salesman with experience 
residing in Los Angeles, traveling 
through far West, to carry platinum 
and gold watch case and attachment 
line: selling wholesale jewelers and job- 
bers. Write ‘361,"" care of JC-K 











SALESMEN, with initiative, one for mid- 
dlewest area, one for California area, 
established routes, to sell wedding 
bands to jobbers and manufacturers for 
a well established Eastern firm Ad- 
dress “S., 3407,” care of JC-K 


SALESMEN for small line; rolex type 
tapered expansion bands: want men 
regularly calling on quality jeweler; 
submit complete information; corre- 
spondence confidential. Write “V., 3441," 
care of JC-K. 


SALESMEN wanted for 1958, for South, 
Southeast and middlewest to carry line 
of gold and platinum mountings for 
manufacturer established 50 years with 
hundreds of account Address ‘M., 
0 -K 


) 


4 care of JC-K 


highly 


~ 
‘ 


SALESMEN; for better quality 
styled 1 jewel novelty watches, 
iewelled lever watches, diamond § set 
watch cases for or with name brand 
movement good commissions. Address 
a i 484,"" care of JC-K 


MANUFACTURER of extensive line of 
l4K movable mechanical, small and 
large charms, et seeks salesman Cov- 
ering greater Chicago; priced right tor 
competition; must handle another repu- 
table line; catalog; give tull particu- 
lar Address ““M 3472,’ care of JC-K 


SALESMAN to represent manufacturer of 
one of the largest lines of gold and gold 
filled jewelry and gold rings selling di- 


ect to retall jewelers in the states of 
\ ouri, Kanga Nebraska and lowa 
many established accounts: write bojar 
(‘o. 107 Stewart St. Providence, Khode 
ind 
SALESMAN to represent manufacturer of 
« of the largest linge of gold and gold 
filled jewelry and gold rings selling di 
rect to retall jewele! In the states ol 


Pennsylvania, Ohio, West Virginia and 

Inentucky many established accounts ; 

write Bojar Co. 107 Stewart St. Provi- 

dence, Rhode Island 

SALESMAN: We have 150 retail ae- 
counts in Rocky Mountain states; 
southwest open also; diamond ring, 
sample line; fast selling promotions 
specialties; excellent companion line 
for experienced livewire; draw vs. 
commission; write S. Reiman & 


Sons, 64 W. 48th St, N. ¥. C. 


WANTED for representation in South- 
east starting January 1, 1958; silver 
plated hollowware line; sterling sil- 
ver hollowware line, by represent- 
ative with 15 years experience in 
this area. Entree to all top jewelry 
and department stores; living in ter- 
ritory; interviews, ete. arranged on 
contact; write 904 46th St., Belview 
Heights, Birmingham, Ala. 


TWO salesmen to carry a promotional 
nationally prominent complete dia- 
mond ring line known for over 46 
vears; a real go-getter can make 
this his chief source of revenue; 
ist territory: Illinois, Minnesota, 
Wisconsin, North Dakota, South 
Dakota, Nebraska, lowa; 2nd terri- 
tory: Oklahoma, Arkansas, Texas, 
Louisana; send all particulars in 
first letter which will be held strict 
confidence: address, “F., 3455,” 
‘are of JC-K. 


OUTSTANDING promotional line of 
men’s and ladies’ stone rings, wed- 
ding rings, bridal sets now avail- 
able as a side line; this firm has had 
complete coverage for many years 
in the entire United States; this 
will be an asset to your present 
line: a good financial income can be 
made by energetic salesman; state 
territory desired and all information 
in first letter: correspondence 

address, “D., 


strictly confidential: 


3454.” care of JC-K. 
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Help Wanted 


WATCHMAKER-salesman, must be quali- 
fied, fine jewelry store. Address “N., 
3427,” care of JC-K. 


JEWELER-watchmaker, fine retail jewel- 
ry store Albany, New York; references. 
Address “N., 3428,’ care of JC-K. 


WANTED, two A- watchmakers; per- 
centage basis only. Address “T., 1460,” 
care of JC-K. 

WANTED: A-l jeweler who can repair 
and set stones. Address “V., 1461," care 
of JC-K, 


WATCH Salesmen wanted; our mes- 
sage too important for this small 
space; See Display Ad, Page 4. 


SALESMEN: territories available Jan- 
uary Ist; experienced’ salesmen 
please write us promptly; Swart- 
child & Co., 22 W. Madison St., 
Chicago, Hl. 


SALESMEN wanted by a leading stone- 
ring house, starting January 15; only 
men with established territories 
where) need apply liberal drawing ac 
count write “H., 3425,” care of JC-K 


~ 
'< 
' 


JEWELER first-class mechanic capable of 
looking after a shop of a few men, 
making prices, etc; fine opportunity for 
a capable man write in detail Ad- 

dress “S., 3423." care of JC-K 

YOUNG man Knowledge of watchmaking: 
capable of waiting on trade: estimating 
repair work; permanent position; Write, 
Kr’. D. Foge & Co., P. O. Box 1478, Al- 
buquerque, New Mexico 


KNGRAVER and jeweler: give reference 
and experience, salary; town about 55,- 
O00, trade shop Address Nelson D 
Bowen, 216 Wall Building, Ivnchburg, 
Virginia 


PERMANENT position, experienced clock 
and jewelry repair man, good mechanic, 
five day week, nice quiet place to work: 
write Vernon Stevens Co., 24 Moore St., 
Princeton, New Jersey 


SALESMAN to manage credit jewelers in 
central New Jersey; excellent perma- 
nent opportunity: advise background 
and salary wanted. Address “b., 3420,” 
care of JC-K 


SALESMAN, watch case, gold and plati- 
num, city and metropolitan area, well 
established firm: good opportunity for 
aggressive man; write “H., 356,” care 
of JC-K. 


EXPERIENCED jeweler and diamond 
setter, able to do special order work 
for trade shop in Ohio; 40 hour week; 
references required. Address “E., 3437,” 
care of JC-K 


SALESMAN for Indiana, Ohio and ad- 


jacent states for our well known, 
better quality mountings, stone and 
emblem rings; small non-conflicting 
line agreeable: write Goodman & 
Co., 30 W. Court St., Indianapolis, 
Ind, 


NATIONALLY advertised sterling flat- 
ware and fine quality hollowware line 
available after January 1: three good 
territories, many established accounts: 
no objection non conflicting side-line 
Frank Smith Silver Co.. Gardner. Mass. 


JEWELRY Store Manager experienced in 
operating credit retail jewelry store 
doing over $200,000.00 a year: Salary 
$8500.00 upwards based on ability and 
experience: replies strictly confidential 
Address “R., 3408,” care of JC-K. 


SALESMAN wanted for one of nations 
leading costume jewelry lines to travel 
Southern territory : established ac- 
counts: draw and commission give 
full details. Address “Z., 3424," care of 
JC-K. 





SALESMAN with a following, for fine 
watch line, calling on quality jew- 
elers in the Midwest territory; state 
experience, references in first letter; 


address, “D., 3431,” care of JC-K. 


MANAGER who can sell and manage 
leased fine jewelry department in lead 
ing department store in Southwest; sal 
ary and share of profits; state age and 


experience. Address 162," care of 
JC-K 


Ik you are a strong diamond salesman 
sick of pressure credit selling and worth 
$10,000 a year, we can use you as Man- 
ager-salesman of a leased fine jewelry 
department: give experience and age 
Address #3463 care of JC-K 


REPRESENTATION wanted for jewelry 
of Ivory, semi-precious stones, silver 
filigree, turquoise and bone etc., whole- 
sale price lists and catalogues in $1.00 
by air mail. Address the Art Museum, 


1726 Burn Bastion Rd., Delhi 6, India. 
PERMANENT position of assistant 


manager open with one of Texas’ 
leading credit jewelers; give full 
particulars with first letter; write 
N. C. Hall, Jewelry Co., 417 Hous- 
ton St... Fort Worth, Texas. 


WATCHMAKER, experienced; five day 
week ; ideal working conditions in 
Northern Ohio City, permanent job: 
state age, experience, salary expected 
in first letter. Address ‘“‘R., 2165,’ care 

of JC-K. 


WATCH salesmen with following among 
wholesalers, chain and department 
stores wanted by importer of fine 17 

popular priced Swiss watches 

with exclusive features Address “B 

474,”"" care of JC-K 


jewWelSs 


SALESMAN : midwest: wonderful op- 
portunity for experienced aggressive 
man to carry one of the nation’s largest 
most outstanding lines of 14K jewelry 
many established accounts in area. Ad 
dress wo ee 3475 " ecare of JC-K., 

CLOCKS and watch salesmen with retail 
following, wanted by importer of popu- 
lar priced 17 jewel Swiss watch line 
and imported clocks, alarm, boudoir, 
musical and 400 day clocks. Address 
“B., 3477,” care of JC-K. 


WATCHMAKER wanted: must be A-!l 
mechanic and experienced; permanent 
position in a high type store; give de- 
tails in first letter so a personal inter- 
view can be arranged for you M 
Mevyer-Jeweler, Marion, Indiana. 


WANTED: First class combination watch 
maker, engraver: Permanent; send ref- 
erences and salary expected: Ideal 
working conditions and air conditioned 
Advise immediately; Phillip’s Brothers 
Inc., Lynchburg, Virginia. 


SALESMEN wanted by established manu- 
facturer of fine gold, sterling and gold 
filled charms, bracelets, earrings 
brooches, tie clips, cuff links, et 
write full particulars: all information 
held confidential Address “C., 3028," 
care of JC-K 

SALESMAN to carry an established man- 
ufacturer’s line of fine handset rhine- 
stone and pearl jewelry with following 
in better jewelry, specialty and depart- 
ment stores; territories open Chicago 
and vicinity and California and vicin- 
ity. Address “C., 3471,” care of JC-K 


EXCELLENT opportunity for thoroughls 
experienced credit jewelry store man- 
ager; secure future, substantial remu- 
neration, bonus and opportunity for 
stock ownership; please reply with full 
details in confidence: write Kay Jewel- 
ers, 229 Capitol St., Charleston, W. Va 


SALESMAN; southeast; extensive dia- 
mond ring delivery line; permanent 
opportunity for experienced man 
with following to take over our 
many active accounts; draw against 
commission; S. Reiman & Sons, 64 


W. 48th St... N. Y¥. C. 


(Continued on page 152) 





WANTED 


SALESMAN; nationally known 


SALESMAN: we will have some 


7 . } } 
a rom page toa D 


WATCH-MAKER wanted; must be A-1 
mechanic and experienced; per- 
manent position in a high type 
store; give details in first letter so 
a personal interview can be ar- 
ranged for you; M. Meyer, Jeweler, 
Marion, Ohio. 


EXCELLENT opportunity for thoroughly 
experienced credit jewelry store man- 
secure future, substantial renu- 
bonus and opportunity for 
please reply with full 
Address | 


az I 

meration, 

stock ownership: 

detalis in confidence 
- IC_K 


$i) care of -hK 


nationalls known 
stone and wed- 
crosses 


OUTSTANDING 
manufacturer of 
ding rings, earrings and 
seeks midwest and southwest rep- 
resentatives; full information and 
references first letter; replies 
strictly confidential; address, “S.., 


3453.” care of JC-K. 


Jewelry salesman with foll 
ing of retail jewelry accounts 

gia, Alabama, Florida and South 

lina to handle fine diamond ring line 
and brand name with a large number 
of accounts already established in these 
states. Address Litwin & Sons, In 114 
W. 6th St., Cincinnati, Ohio 


SALESMAN—wWell known New York 
manufacturer; fine platinum and 
gold diamond and semi-mounted 
rings; to cover Midwest and South, 
can reside in territory; Must pro- 
duce minimum $150,000 annually; 
State full details of past connec- 
tions, Address “F., 3383.” care of 
JC-k. 

diamond 
ring house adding to our sales organi- 
zation; require two salesmen for south- 
ern territory with established following 
only liberal commissions, drawing 
aga commission: give thorough an- 
tecedents in first letter: all information 
kept in strict confidence. Address “R.. 
3409." care of JC-K 


terri- 
tories available to energetic men for ex- 
clusive representation of our nationally 
known line of pearls, costume jewelry 
and religious articles to retail jewelers: 
15% commission ; submit resume of past 
experience and present status write 
Wolcott Mfg. Co., Cromwell St Provi- 
dence, Rhode Island 


SALESMAN — Southwest; extensive 
line of gold mountings, including 
wedding and engagement ring sets, 
dinner and gents’ rings: excellent, 
permanent opportunity for experi- 
enced salesman with following: can 
take over many active accounts; 
draw against commission: write 
Kushner & Pines, Inc., 15 W. 47th 
St., New York 36, N. Y. 


—_—_— -— 


SALESMAN, Pacific Coast, aggressive, 
excellent opportunity to represent 
old established manufacturer 14K 
gold line of diamond bridal sets, 
mountings. watch attachments, 
gents’ rings, etc., must have follow- 
ing; drawing commission basis; pre- 
vious experience and earnings in 
first letter: address, “K.. 3467.” 
care of JC-K. 


WELL known 


manufacturer of a high 
quality gold filled line of ladies’ and 
men’s jewelry desires representative to 
call on selected jewelers in Northern 
Illinois and Southern Wisconsin: Desire 
man now covering this area and carry- 
ing a non-conflicting line, Commission 
basis: Give complete information as to 
experience, territory and lines now car- 
ried. Address “K., 3371,’ care of JC-K 
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MANAGERS, age 3VU to 4o 


WATCHMAKERS and department man- 


agers; openings in leased watch and 
jewelry repair departments in leading 
department stores throughout country ; 
old established company seeking only 
men interested in permanent positions; 
excellent working conditions; high pay ; 
state age, experience People’s Watch 
Repair Company, 120 Summit St., To- 


edo, Ono 


available now 
or after January Ist, aggressive, expe- 
rienced all phases retail credit slore op- 
eration; with ability to push for fullest 
voiume potential, needed by large 
jewelry chain expanding throughout 
eastern cities; earnings commensurate 
with ability (our personnel know of 
this ad) send photo, telephone number 
and complete resume Address “A.,, 
376," eare of JC-K 


AGGRESSIVE salesman to feature na- 


tionally advertised line of religious 
jewelry at competitive prices. We 
are seeking men with retail following 
who can offer extensive coverage 
in any of the following territories; 
Pennsylvania, Maryland, D. C. and 
Virginia, Texas or Mid-West; many 
active accounts; 121.2% commis- 
sion; sideline permitted; write, “L., 


3435.” eare of JC-K. 


TWO salesmen wanted to carry a com- 


plete diamond ring line; a nation- 
ally known firm who has been mer- 
chandising diamond rings for nearly 
a half century; territories available: 
Illinois, Oklahoma, Arkansas, Min- 
nesota, Wisconsin, North Dakota, 
South Dakota, Nebraska, lowa, Kan- 
sas, Missouri, Louisana, Texas; send 
full particulars, which will be held 
in confidence; address, “F., 3456,” 


care of JC-K. 


NAME brand diamond and stone 
ring manufacturer will have two 
territories available for 1958; one 
for the Southern States and the 
other for Pennsylvania and sur- 
rounding states; exceptional op- 
portunity; have important accounts 
but only those with equally im- 
portant accounts should qualify; 


address, “U., 3419,” care of JC-K. 


SALESMAN to represent Preisner Sil- 


ver Company; sterling and art Sil- 
ver Company plated hollowware in 
the smaller towns and cities of 
California, Oregon, Washington, 
Idaho, Montana, Utah, Colorado 
and Nevada; no objection to non- 
conflicting sideline. Reply to Preis- 
ner Silver Company; P. O. Box 
398, Wallingford, Connecticut. All 


replies held confidential. 


SALESMAN; topnotch, excellent op- 


portunity to cover Illinois, Wiscon- 
sin, Minnesota, Iowa, Michigan, 
etc., to represent old established 
manufacturer 14K gold line of dia- 
mond bridal sets, mountings, 
watches, attachments, gents’ rings, 
ete; must have following; drawing- 
commission basis; reply must state 
previous experience and earnings; 


address, “K., 3466.” care of JC-K. 


DIAMOND salesman looking for ex- 


ceptional opportunity; if you have 
been earning upwards to $20,000 
per year and are willing to work 
and cover territory thoroughly, we 
have openings for 3 men to begin 


January Ist; we want men of proven 
ability and who can look to the 
future; if you fit this category 
either call, write or wire: W. F. 
Sebel Co., 315 W. Fifth St., Los 
Angeles 13, Calif. 


SALESMAN for nationally known New 


ESTABLISHED clock 


York ring concern with following: 
Illinois, Wisconsin, Minnesota, lowa 
and Missouri; covered by retired 
representative for thirty-five years; 
line consists of diamond and colored 
stones for delivery and is compre- 
hensive, with merchandise aids; 
drawing against commission; reply 
confidentially; address, M. H. Shi- 
man & Co., Inc., 48 W. 48th St., 
New York 36, N. Y. 


WORLD renowned manufacturer of 
Swiss watches with a fine quality line 
looking for the right man who wants a 
secure future with unlimited earning 
potential; several choice territories 
open state business history, age and 
experience, present territory and earn- 
ings; Enclose photo if possible: all in- 
quiries held in strictest contidence ; 
Write to Norman Roth, Farve-lLeuba 
Watch & Chronometer Ce Inc., 665 
Fifth Ave., New York 22, N. ¥ 


importer with 
extensive line, has opening for ex- 
perienced representatives, covering 
New York, Pennsylvania, New Jer- 
sev. Maryland and D. C., also IIli- 
nois, lowa, Minnesota and Wiscon- 
sin; excellent companion line for 
men with following among whole- 
salers, distributors and credit jew- 
elers; complete information, refer- 
ences, first letter; write “K., 3447,” 


care of JC-K. 


SALES REPRESENTATIVE WANTED 


i 


JEWELERS’ CIRCU! 


SNERGETIC 


to cover established accounts 
among jewelers in New England 
territory; nationally advertised firm 
with outstanding quality reputation; 
complete line of waterproof, self- 
winding watches with exclusive sell- 
ing features, distributed through 
jewelers only: permanent connec- 
tion for qualified man: state ex- 
perience, age, family status, refer- 
ences in confidence: write Wvler 
Watch Corn., 131 E. 23rd St.. New 
York 10. N. Y. 


EXPERIENCED. 2 diamond ring ales 


men for nationally advertised ring 
house to cover the southern and mid- 
western territories We have a large 
established active trade and it is nec- 
essary that we take on experienced 
representatives with a strong following 
of their own: This is an excellent op- 
portunity for the right men, who are ac- 
customed only to high earnings: sub- 
stantial drawing account against com- 
missions: all replies held strictly con- 
fidential write “M., 3436," care of 
JIC-K 


young salesman calling on 
better jewelers along entire West Coast, 
to represent well known manufacturer 
of strong, well-balanced, original 10Kt 
& 14 kt ring line; considered one of 
top lines; approximately 250 well es- 
tablished and active accounts draw 
against commission: no objection to 
non-conflicting high quality line: only 
salesmen interested in permanent con- 
nection with our company should apply 
available January 1958: Write full de- 
tails concerning past experience and 
present occupational status to House 
of Kraus, 300 Stanwix St... Pittsburgh 


22, Pa 


AR KEYSTONE DE “FMBER 














MONTY Making line for jewelry sales- 
men, retail following: sell patented 
Vari-Gem ladies and gents gold stone 
rings; the only stone ring line where 
the retail jeweler himself can _ inter- 
change and securely reset a variety of 
birthstones, pearls and onyx stones in 
a Vari-Gem ring in 60 seconds; com- 
pact line; dynamic sales producing pro- 
motion program; excellent commission : 
territories open Illinois, Wisconsin, 
Minnesota, New York State, Penngyl- 
Vania, Marvland, Washington, D. C., 
Virginia, West Virginia, North Caro- 
lina, South Carolina, Georgia, and Flor- 
ida Protected territories; supply ref- 
erences and experience, confidential ; 
write David Pfeffer Co., Inc., 106 Fulton 
mt., Fes Rep Otc Bi 


. 
— 


ik.) men we want will be experienced in 
diamond and diamond ring. selling: 
They will have clientele among better 
stores to sell nationally known diamond 
rings; they will live in Baltimore, Cin- 
cinnati, St. Louis, Des Moines, Omaha, 
()kKlahoma City, Dallas, Minneapolis or 
their environs and will have trade in 
their environs; Our firm is recognized 
for SO years as one of the most re- 
spected in diamonds and diamond rings: 
(‘onstant intelligent aggressive adver- 
tising of our excellent competitive prod- 
ucts and generous commissions will 
make this a lucrative proposition for 
men with contacts; Write or phone 
barnett Davis, Inec., Clark Building, 
Pittsburgh, Pa.:; giving full details of 
ability, past associations and territories; 
All replies confidential! 


For Sale 


Stores, Stoeks and Busimessec« 





( MODERN Jewelry stores will sell all 
or part; reason for selling illness. Ad- 
dress “W., 3457,” care of JC-K 


JEWELRY and gift store, merchandise 
furnished apartment in rear; write for 
particulars to Milks Jewelry Store, 370 
Main St Olivar, N. Y 


SMALL watch repair and jewelry store, 

reasonable; established 23 years: write 

J. T. Bakhuizen, 757 Broadway, Bay- 
= 


oOnne, 


_~ 


JEWELRY store; central 
modern, clean stock; good repair busi- 
ness: 100% location: $9,000 cash will 
handle. Address “H., 3468." care of 
JC-K 


Kansas, very 


SMALL jewelry store, centrally located in 
down town Fort Lauderdale, F'la., 
plenty watch work, good lease, $100.00 
per month rent; good clean stock: $5,- 

Write “B., 3440,” care of 


feted) casn ; 
JO-K 


FOR SALE: old reliable profitable estab- 
lished jewelry business in prosperous 
south central Kentucky town: owner 
retiring from active business: favorable 
property rental agreement. Address “P., 
3268," care of JC-K 


JEWELRY store, established 1892, grow- 
ing Massachusetts town: all top lines; 
sterling, china, glass: best clientele: 


owner wishes to retire: information 
furnished. Address “R., 3412," care of 
IC-K 


TWO credit jewelry stores established 65 
years: Main store located in the heart 
of Denver; second store in suburban 
town; will sacrifice as owner desires to 
retire; write Phil Kleiger, Kortz Jewel- 
ry Co. 912 16th St. Denver, Colo. 


JEWELRY store in town of 6,000; excel- 
lent location new front remodeled; low 
rent, long lease, good opportunity for 
some one; inventory $8,000: Walker 
Jewelry, 122 W. Center St. Madison, S. 
Dakota. 
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SMALL Modern Jewelry Store for sale, 
oil industry town on main street $10,000 
to $15,000 will handle; must leave be- 
cause other business reasons: ideal for 
watch maker; Leon’s Jewelry, P. O. 
Lox 1693, Hobbs, New Mexico 


CREDIT jewelry store in Southern Cali- 
fornia; store name established over 35 
years; volume in excess of $350,000.00 

vearly ; 100% location; modern fixtures, 

air conditioning : owner ill health, must 

sell; terms open. Address “A., 3422,” 

care of JC-K. 


JEWELRY store in one of New England's 
largest manufacturing towns; cash 
store; main street; Well established 
since 1946 with excellent repair busi- 
ness; Population 12,000; also Grey- 
hound Travel Bureau. Address “F., 
9249,”’ care of JC-K. 


CALIFORNIA, San Jose, modern store, 
tS miles from San Francisco, popula- 
tion 126,000, drawing area 500,000, all 
major lines; lease with option, 4 win- 
dows, excellent watch and jewelry re- 
pairs; inventory $15,000: rent $150; 
Gross 1956, $33,000: owner Hugo Eick- 
mann, 1617 E. Santa Clara St., San 
Jose, Calif 


EWELERS Attention. Complete jewelry 
shop; flat and square rolls, casting out- 
fit, drill press, benches, polishing and 
plating outfit, all tools, etc. everything 
necessary for jewelry repairing, stone 
setting, special order work, etc. chance 
of a life-time to go into business at 
little expense; must sell to close estate; 
Vicksman Jewelers, 1519 Glenarm, Den- 
ver 2, Colo 


ROOM town opportunity ; $32,000,000 pay- 
roll for immediate area, owner must re- 
tire now due to October heart attack: 
old established store; five best sterling 
lines—exclusively; A-1l inventory; per- 
fect location, good lease, modern fix- 
tures; Sledge’s Diamond Shop, 1009 
New York Ave Alamogordo, New 
Mexico. 


DAYTON, Ohio; jewelry store and fix- 
tures, no merchandise for sale and lease 
up to 10 years; completely equipped 
including air conditioning in area 125 
ft by 15 ft with 60 ft. balcony; has 
been jewelry location for 35 years; pres- 
ent owner is selling out to go into other 
business; will entertain offer for fix- 
tures and room and name if desirable; 
call or write M. Pretekin, Lane Jewel- 
ers Inc. 114 S. Main St., Dayton, Ohio. 


(ONE of the successful jewelry stores in 
Pittsburgh ; owner 73 must retire; store 
and fixtures will be rented to a re- 
sponsible individual or organization for 
$250.00 per month; fixtures and equip- 
ment valued at $17,000; location is 
good for $100,000 per year; thousands 
of paid up customers to contact; no 
need to buy the active accounts or 
stock ; possession immediately; no time 
to answer letters; wire when you can 
come. Kragsons, 733 E. Ohio St., Pitts- 
burgh 12, Pa 














EVERY EFFORT is made by The Jewel- 
ers’ Circular-Keystone to keep its ad- 


vertising columns. clean. Advertisers 
under Business Opportunities, etc., must 
furnish trade _ references. Announce- 


ments must pass the strict censorship 
requirements of The Jewelers’ Circular- 
Keystone. 


ANTHONY J. GREGORY, Auctioneer, 
6748 No. Ashland. Br. 4-7303, Chi- 
cago 26, Ill. 


WE will buy your store for cash or will 
raise the money you need through a 
dignified flat or auction sale; wire, 
write or phone Sam J. Markus, 2321 
Bayview Lane, North Miami, Florida. 


CONSULT M. Y. Finkelman, 29 E. Madi- 
son, Chicago; since 1923 highest cash 
prices paid for diamonds and all other 
iewelry stocks; call collect Dearborn 
2.2407: reference, your bank 


SAMUEL GANSBERG will buy your sur- 
plus or entire stock and fixtures high- 
est prices paid; bank and trade reter- 
ences. Write 15 Maiden Lane, New 
York Telephone REector 9-68 565 


SAMUEL ISOW pays highest cash price 
for complete jewelry stores or surplus 
stock: get my offer before selling, it 1s 
to your advantage ; bank and trade ref- 
erences Write 54 Lispenard St., New 
York. Telephone Canal 6-5233 


GORDON BROTHERS, oldest and 
largest cash buyers of complete 
jewelry stores and surplus stock in 
the country; established in 1903; 
for details see our advertisement on 
page 33. 


COLMES & BRILL, auctioneers, sales 
specialists; 45 West 45th St., N.Y.C., 
over 35 years’ successful retail or 
auction sales for jewelers through- 
out the country; highest references; 
See our ad page 132. 


WILSON Sales System, Empire State 
Building, 350 Fifth Ave., New York; 
sale and management specialists since 
1919, over 1500 jewelers have used our 
services; also buy stores for cash; 
write. wire or telephone Longacre 


59-7388 


HAVING Business Problems? Need Cash? 
You can solve all these by running re- 
tail or auction sale or combination of 
both ; we also buy your stock for cash; 
no stock too large or too small: B 
Schwadron, 217-02 Jamaica Ave., 
Queens, New York 


THE West Coast's largest specialists in 
auction, action, promotional, close-out, 
retirement sales; cash buyers of entire 
inventories and estates; for information 
at absolutely no obligation, phone, wire, 
write to Dealers Liquidation Service, 
4031 Wilshire Blvd. Los Angeles 53, 
Calif. Dunkirk 2-8907 


JACK DICKINSON, Jewelry auctioneer 
for the midwest: would you like to take 
in many thousands of dollars in quick 
cash sales? Are you thinking of liquidat- 
ing your business or retiring—want to 
move some slow moving stock? We pro- 
tect your merchandise and valued repu- 
tation, getting cost or more on over-all 
sale; write Jack Dickinson, Wahoo, 
Nebraska 


DO you need cash; examine our guar- 
antee sales method of obtaining at 
least 10% above $ for $ for your 
surplus stock, after all sales ex- 
penses; we have accomplished this 
amazing result for over 1000 jewel- 
ers in the last ten years alone; their 
thankful letters are in our files for 
your inspection; wire, write or tele- 
phone; Manny Silverman, of Silver- 
man Sales Enterprises, 580 Fifth 
Ave., New York 19, N. Y. Telephone 
PL 7-4693; see page 93 for addi- 
tional details. 


(Continued on page 154) 
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JEWELRY -CHINA-OBJECTS Dart 
auction service; a professional long 
experienced liquidation firm of 
professional jewelry auctioneers 
operating on strictly a commission 
basis and specializing in complete 
close-outs of stocks and fixtures 
down to the very key in the door; 
every sale managed and conducted 
by Faussett with an able associate 
auctioneer. We hold the record for 
complete liquidation of fine stores 
during the past decade; when repu- 
tation counts we are usually called 
in; an advertiser in this publication 
for the past 40 vears: when matters 
cannot be settled by mail or wire 
we will come and see you at our ex- 
pense; America’s foremost jewelry 
auctioneer; Thomas J. Faussett, 
Howell, Michigan. 


eae mean ieceni A eam 
Wanted to Purchase 





DIAMONDS and Jewelry Wanted on con- 
signment basis for our coming tourist 
season at once reference available; 

; 658 Central, St 


Simpson Loan 


Petersburg, Flo 
WANTED to purchase established jewelry 
store in smaller 1] 
central llinois, Southern Wisconsin or 
eastern write Kenneth Henigan, 
tox B, Byron, Illinois 
INTERESTED in buying small reputable 
jewelry store first of year in Los An- 
geles county, near Los Angeles. Writ 
complete details Address . 5403,” 
care of JC-K 


WANTED—Used watches, movements, 
diamond, obsolete stock, broken ex- 
pansions and scrap jewelry; highest 
prices paid, all merchandise held in- 
tact ten days subject to your ap- 
proval; references; Pilgrim Trust. 
Boston, Mass., plus 30 years of fair 
dealing: ship today to The Pelham 
Co., 333 Washington St... Rooms 
403-404.. Boston 8, Mass. 


t\ ir northern or 


SPOT cash for diamond, watches new 
or old, miscellaneous jewelry; check 
by return mail subject to your ac- 
ceptance; we have unlimited capital 
for this purpose; established since 
1919; for references, Michigan Ave- 
nue National Bank of Chicago and 
Jewelers Board of Trade. Harry 
Elkins & Company, 59 East Madi- 
son Street, Chicago, Illinois. Ran- 


dolph 6-7390, 


SPOT cash for diamonds, watches, new 
or old, miscellaneous jewelry; check 
by return mail subject to your ac- 
ceptance ; we have unlimited capital 
for this purpose; established since 
1919; for references, Michigan Ave- 
nue National Bank of Chicago and 
Jewelers Board of Trade. Harrys 
Elkins & Company, 59 East Madi- 
son Street, Chicago, Illinois, Ran- 


dolph 6-7390. 


CASH in; send us vour watch move- 
ments, watches, diamonds, old spec- 
tacle frames; gold filled serap, sil- 
ver, gold and any other precious 
metals and jewels for highest 
prices: we send you a check at once 
and hlod shipment intact for vour 
approval; references; National Bank 
of Commerce, Memphis, Tenn.; 
Jewelers’ Board of Trade. Dun & 
Bradstreet. Weinman’s Dept. K. 
108 Beale Ave.. Memphis, Tenn. 


Watch Work, etc., for 
the Trade 


BOSTON, Mas \ranteed 
watch repairing atchmaste tested 
pron pt service I st 
orders invited AVI Migdal & Co 
109-B Summer &St. Te! u 2-9547 

FINE watch repairing for th rade: all 
work guaranteed for 1 year » to 6§& 
daygy service Watchmaster tested: rea- 
onable prices. A. H. Schierer, Watch- 

7 101 S. Marion St., Oak Park, I] 


repairing, one year guar- 

service cleaning & over 
$1.75, cleaning & balance staff 
cleaning & MSP $2.50. Precision 
Repair Co S17 Sixth Avenue 


York 1, N 


COMPLICATED watch specialists fine 


watch repairing to the trade; five day 
timed, tested and 


service: all watches 
ay experience stu 


ruaranteed » years 
dio Watch Service, 1510-20 Kast Dela- 
ware Place, Chicago 11, Ill 


HONEST guaranteed work, watchin: 
tested, prompt service, prices 
quest, mail orders welcome ; 
protected, established 10 years 
Mannie Teitch, 155 Canal St : 
New York 138, N. Y 


QUALITY jewelry and watch repairing 
skillfully performed; fast, accurate 
service our specialty; your trial ship- 
ment and inquiry solicited. Oscar 
Aron, 62 West 47th St.. New York, 
N. Y. 


DEPENDABLE — Fast — Economiceal; 
Over 25 years of service to the 
trade; Special discount to regular 
accounts; Lowest prices for high 
grade work; All shipments returned 
postage paid; Send a trial shipment 
and be convinced. Address: Watch 
Service Box 93, York, Pa. 


NEW ultrasonic watch cleaning ser- 
vice now available at popular 
prices, prompt service; this latest 
most modern method costs no more 
than ordinary old fashioned ways, 
your inquiry solicited; FREE a 
window sign advertising ULTRA- 
SONIC CLEANING with your sam- 
ple order of six or more watches: 
all work guaranteed and watchmas- 
ter adjusted; TRY US; write Sharon 
Jewelry Co.. 208 Varick St., New 
York 14, N. Y. Tel—Ch 3-4633 











Special Order Work and 
Repairs for the Trade 


BINOCULARS repaired, all makes and 
models: also tel scopes rifle Scope 
opera glasses, barometers authorized 
Rausch & Lomb, Zeiss, Hensoldt, Bust 
nel] dealer Tele optics 7514 1A WwW - 


? 
rence Chicago 30 





Jewelers’ Circular-Keystone 
Chestnut & 56th Sts. 
Philadelphia 39, Pa. 


ORDER BLANK FOR CLASSIFIED ADS 


See First Classified Page for Rates & Regulations 


ALL ORDERS: CASH IN ADVANCE 





Here is my want-ad: __ 









































Please check if box No. Wanted []Name (Please Write Plainly) 
Enclosed is Check [) or Money Order [Street 
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We have our Sputniks, too 
¢ Everything in man’s world is in a state of becoming 
something else. That is life. Think what it would be like 
without surprise, adventure or challenge! 

But seldom has change been so swift, so vast and 
so terrifying as it has been during the year now closing. 


Uncertainties, all of them crying for calm study, 


leadership and action, extend into every area—from the 


World itself down into the business world and, for us. 
into the world of watches and diamonds and silverware. 

Men in our business, of course, are human beings. 
Thus they share humanity's concern over the implica- 
tions of ever-deadlier bombs and of ever-faster ways of 
delivering them. And men in our business, like other 
human beings, can hardly conceive of the fact that a dog 
has encircled the Earth in 103 minutes’ time—or that 
the Moon itself may be enemy territory if the Russians 
cet their first. 

On top of all that, besides carrying their share of 
concern over global matters, men in our business have 
additional things to worry about—caused by astonishing 
recent changes in the jewelry industry. 

Yes, we have our Sputniks. An industrial diamond 
dealer once published a booklet with the title, “Syn- 
thetic Diamonds—the Ghost That Ain’t.” Yet this year 
science duplicated the 5,000-degree temperature of the 
Karth’s interior and began to mass-produce industrial 
diamonds. 

In another achievement, science perfected the electric 
watch. There were other startling changes in the watch 
industry. U. S. watch production shriveled; a highly 
respected American manufacturer began to teach the 
Japanese how to make one of its recent models: and 
there was debate as to whether jewelers would lose 
prestige by taking on high-style pin-lever watches, or 
whether jewelers would lose sales if they failed to enter 
the low-priced field. 

We, too, are in a race against a bold, new, revolution- 
ary competitor. We are losing ground in that race. The 
discount house uses psychological warfare in its very 
name, and it doesn’t play according to the old-fashioned 
rules of retailing—fancy decor, fancy service, and fancy 
markup. We have increasing evidence that many custo- 
mers don’t mind getting less decor and less service—so 
long as they can get brands they want at less cost. 


And, just as the United States wonders whether it 
is losing prestige on the world scene, we wonder whether 
jewelers are losing prestige on the domestic scene. 
Phony ads from a few jewelry stores sow distrust for 
jewelry stores in general. And maybe the slew of trade- 
in campaigns and “bargain” deals hasn't helped either. 
(But on the other hand, who knows? Maybe ail retail- 
ing is so addicted to hypos and pep pills that the best 
way to move silver, for instance, is by promising a 
bigger bargain than refrigerators, television sets or other 
semi-luxuries seem to be offering that month. ) 

These are some of the problems which jewelers face 
in their corner of this changing world. Perhaps the 
great chains have their plans well laid, but the rank- 
and-file, middle-sized or little jewelry stores arent 
prepared to adjust their operations to the new 
conditions. 

Guidance and leadership are needed. Some of it can 
come from the trade press. though JC-K feels that its 
role is to report honestly and clearly and leave the solu- 
tions and actions to those in the industry. 

RJA, it seems to us, should and can provide the 
leadership, with help from the Jewelers Vigilance Com- 
mittee and the other agencies of the industry. 

{nd we think that RJA should and can take on its 
task in the same spirit that President Eisenhower asked 
\merica to approach its present global problems: 

“Some of these security facts are reassuring: others 
are not—they are sternly demanding. Some require that 
we resolutely continue lines of action now well begun. 
Others require new action, and still others new dimen- 
sions of effort. 

“How about the future? I must say to you, in all 
gravity that ...in the years ahead we could fall behind. 
unless we now face up to certain pressing requirements 
and set out to meet them at once. 

“Certainly we need to feel a high sense of urgency. 
jut this does not mean that we should mount our 
charger and try to ride off in all directions at once. We 
must clearly identify the exact and critical needs that 


9 
. 


have to be met 


Before he spoke those words, a worried nation had 
urged Eisenhower to reassert his leadership. And now 


the jewelry industry hopes for guidance from its leaders. 


el 1 VK ELe 


Editor 
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Nothing like success to grease the wheels of turnover 
... to send your profits up, your blood pressure down. 
So why rock the boat? Stick with the proven best sellers 


for all your customers, class and mass. 


SYRACUSE 


WE VO, 


Famous superb quality “ for your customers who demand the best. 


ALL-PURPOSE TRUE CHINA 
Guaranteed against breaking 


(but it breaks all sales records! ) 


\ 
SAT THe pittsBURS 


4 ae 


SYRACUSE CHINA e SYRACUSE 1 « NEW YORK 
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| ( a RETIRE = 
on sets and 
CO open stock 
pieces 


(OPEN STOCK PRICES) 


on the most popular pattern in all silverplate history 


CORONATION cosnuniv 


Get your share of the Christmas-gift money that will be spent right after the 
holidays. This walloping off-season retirement sale is timed to build up your store 
traffic, increase your profits in this normally slow sales period. IT STARTS 


DECEMBER 26! 


Unusual open stock opportunity. Your sales potential is big! Over a 
million and a quarter sets of Coronation have been sold in the last 21 years. 
And now all these Coronation owners can fill in their pieces, replace their l, 0 IE 3 RETIREMENy 


sets—and save money, too. SALE 
COROY AT ; 


Free selling aids. Display Coronation* in this free open stock dispenser \ PAT Cen 
(shown at right). It’s 214%” x 19”, in color. Also newspaper mats, price C S2UNUnity 
cards packed with each set of silverware, 100 envelope stuffers ($3.00 I. me ite aa 
per thousand in larger quantities), window banner. lh 


N 


ASK YOUR COMMUNITY* REPRESENTATIVE OR FRANCHISED 
DISTRIBUTOR FOR DETAILS. DO IT NOW 
TO INSURE YOUR PROFITS IN JANUARY! 


COMMUNIT 


THE FINEST SILVERPLATE 


Created in the Design Studios of Oneida Silversmiths 


*TRADEMARKS OF ONEIDA LTD. 





